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Optimism Outruns 
Actual Car Sales; 


Boom on Horizon 


First-Quarter Total 
Put at 1,293,000; 
March Nets 470,000 


By Robert M. Lienert 
Associate Editor 

ROSPERITY in new-car sales 

is just around the corner, 
rather than on the spot, it appear- 
ed last week. 

Dealer leaders and factory ex- 
ecutives were talking it up and, 
indeed, all signs pointed to a 
short fuse on a big boom in new- 
car sales. 

However, field reports indicated 
that retail] deliveries have been 
demonstrating less than sensation- 
al gains, and the industry is now 
awaiting an April breakthrough. 


* * * 


ROJECTIONS last week indi- 

cated that March new-car sales 
numbered about 470,000. This would 
bring the first-quarter total to an 
estimated 1,293,000. 

Registrations numbered 1,520,- 
963 in the first quarter last year 
and 1,116,013 in recession-ridden 
1958. 

Historic patterns of sales de- 
velopment over a full year indicate 
a 12-month total of 5.6 million new- 
car sales on a first-quarter per- 
formance such as has kicked off 
1961. 

* * ” 
eee tory retail sales reports for 
the final 10-day period of March 
should be available in a day or so 
to indicate how briskly the spring 
sales winds are blowing. 

Factory spokesmen already 
have said they anticipate the re- 
port to show additional gains in 
the final March period, Actually, 
some of the new-car demand may 
not be reflected by this report, 
since the approach of Easter and 
Passover cut into showroom ac- 
tivity in the closing days of the 
month. 

The mid-March period showed 
an increase over the first 10 days 
in the daily selling rate, although 
overall volume was down because 
there were only eight selling days 


in mid-March, compared with nine 
(Continued on Page 4, Col, 1) 


How Each U. S. Maker Fareed... 


First Quarter Car Output—'6él vs. 


3 Months 
Output, 
1961 


CHRYSLER CORP. .............. 121,170 


Chrysier Division 


Ford Division 
Falcon 
Ford (Std.) 
Thunderbird 
L-M Division 
Comet 
Lincoln 
Mercury 

GENERAL MOTORS 

Buick Division 

Buick (Std.) 


Chevrolet Division 
Corvair 
Chevrolet (Std.) 

Oldsmobile Division 
F 


Pontiac Division 
Pontiac (Std.) 





Total Cars, U. S, ..........:00.. 1,190,754 100.00 


3 Months 
Output, 
1960 


318,735 


Pet. of 
Total 
Output 
15.90 

1.66 


80,099 
17,534 
7,534 
55,031 
977,124 
89,118 
89,118 


1.11 
0.11 
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As Dealer 


Inventory 


Drops Below 60 Days 


By Maynard M. Gordon 
News Editor 
OMESTIC car builders will 
strive to keep dealer inven- 
tories at about a 60-day supply over 
the April-June quarter, at least. 

The estimated April 1 stockpile 
of slightly less than 985,000 domes- 
tic new cars corresponds to the 
factory target on the basis of the 
March selling rate, AUTOMOTIVE 
News learned last week. 

Sales for the first 20 days of 
March lowered the dealer sup- 
ply for the monthend to about a 
58%4-day supply. It had been at 67 
days on March 1 after peaking 
at 79 days a month earlier. 

The factories have targeted 
1,435,000 cars for production this 
quarter, according to supplier 
sources, This “goal” is subject to 
sharp revision up or down if the 
sales rate pulls away from the 
60-day inventory level. 

+ ce ok 


mn if spring sales flower into 
a genuine boom, already-an- 
nounced scheduling boosts would 
be enlarged to prevent the float 
from falling too far below 60 days. 
An unexpected flattening of the 


Here’s NADA Task-F orce Schedule 


ASHINGTON. — The National 

Automobile Dealers Assn, re- 
leased last week the time and 
places for its task-force hearings 
designed to shed light on the cur- 
rent dealer crisis, as well as to 
seek to revitalize the franchise sys- 
tem. 

All meetings will begin at 9:30 
a.m. 

The teams to conduct the meet- 
ings have not yet been named, but 
where possible they will include 
members of the task force or the 
Industry Relations Committee, All 
dealers are invited. 


Salesmen’s Union Staging 
Full-Scale Drive at L. A. 


By William Carroll 
West Coast Editor 


OS ANGELES.—Nearly 150 peti- 
tions seeking representation 
elections among auto salesmen in 
the Los Angeles area have been 
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buses hold promise. 

@On the Washington gcene, 
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look; AMA favors brake-fiuid 
ban. 







@ Compacts get boost for fleets, 
Page 48. 

@ New models blossom like cro- 
cuses, Page 6. 

@ Sales Testing the Datsun Fair- 

lady, Page 46. 







filed with the local offices of the 
National Labor Relations Board in 
the past month. 

To date, three elections have 
been held. The union gained rep- 
resentation at Bill Lepper Mo- 
tors (used cars), Reseda, and lost 
elections at Joe Shehab Lincoln- 
Mercury, San Fernando, and 
Norman Ford, Pomona, 

Of petitions filed, nearly 25 per- 
cent have been since withdrawn 
by the union. Union officers claim 
they could file on 400 dealers, but 
difficulty in processing through 
NLRB offices limits union activity. 

A majority of dealers facing a 
union election have employed Los 
Angeles Attorney Burr Fredricks, 
president, Automotive Employers 
Assn., to represent them. 

a * ok 


[eee activity stems from the 
Auto Salesmen’s Union Local 
1056, through its secretary, Robert 
Fawl of Harbor City. 
The petitions are nearly all 
processed, with a majority of the 
(Continued on Page 4, Col, 4) 


EETINGS to be held on Mon- 
day, April 17: 

Portland, Ore——Multnomah Hotel 
—for dealers in Oregonh and Wash- 
ington. . ' 

Miami — McAllister Hotel — cov- 
ering Florida. 

Detroit—Sheraton Cadillac—cov- 
ering Michigan and Ohio. 

Baltimore—T he Lord Baltimore 
—Delaware, Maryland and the Dis- 
trict of Columbia. 

Butte—Finlen Hotel—Montana 
and Idaho. 

Boston—Statler Hilton—Maine, 
New Hampshire, Vermont, Rhode 
Island and Massachusetts. 

Atlanta—Dinkler Plaza—Georgia 
and Alabama. 

Oklahoma City—Skirvin Hote] — 
Arkansas and Oklahoma, 

* on a 
MEETING to be held Tuesday, 
April 18: 

Charlotte—Hote] Charlotte— 

North and South Carolina. 


North Dakota Dealers Elect— 


Meetings to be held on Wednes- 
day, April 19: 

San Francisco—Jack Tar— 
Northern California and Northern 
Nevada. 

(Continued on Page 4, Col. 5) 


Philadelphia Puts 
Feeth in Code to 
Clean Up Trade 


HILADELPHIA.—Greater Phila- 

delphia new-car dealers have 
announced adoption of a new code 
of ethics that provides for denial 
of membership to dealers who “per- 
sistently engage in trading prac- 
tices that are against the public 
interest.” 

To help enforce the code, the 
group announced the formal estab- 
lishment of a “public service bu- 

(Continued on Page 4, Col. 1) 








Bruce Theel, far right, was elected president of the Automobile Dealers Assn. of 
North Dakota at its 28th annual convention. Other officers are, left to right, Emil 


Schimke, director; R. M. Stoudt sr., NADA 


director for North Dakota; George Dixon, 


ADANA manager, and Henry Nygard, vice-president. Story on Page 2. 


will resume next week. 


sales rate, on the other hand, would 
cancel the stepup in production and 
restore the first-quarter pattern of 
weeklong shutdowns at the plants. 

Three factors are reportedly up- 
permost in factory inventory 
thinking as the spring season prog- 
resses. They are: 

1. The buildup in contract re- 
newal tension by the United Auto 
Workers, which often affects con- 
sumer buying intentions in major 

markets. An actual auto strike this 
fall could leave dealers in a squeeze 
were their new-car supplies to 
grow too thin. 

2. New sports models, the ’61 
season’s hottest selling item. Di- 
vision executives are hopeful that 
latent buying impetus will be ig- 
nited by the bucket-seaters and 
are fearful lest dealers lose busi- 
ness for lack of models and op- 
tions. 

3. Financing is especially abund- 


(Continued on Page 62, Col, 3) 
* * * 


20 Pct. Output Boost 


Still Well Below ’60 


By Martin L. Whitmyer 
Staff Writer 
Hees for a spring sales boom, 
the United States auto industry 
is scheduling 1,435,000 car assem- 
blies in the second quarter, 

That’s 20.5 percent above the 
estimated 1,190,754 cars turned 
out by the industry during the 
first quarter, but 20.7 percent 
below the second quarter a year 
ago, when the makers assembled 
1,809,541 cars. 

Rambler, Ford Motor, Chrysler 
Corp, and Corvair—have scheduled 
output increases in April, and oth- 
ers report they will either hold to 

the March level or increase assem- 
blies this month. 

Anticipating an upturn in sales, 
the industry is forecasting an out- 
put of 440,000 cars in April, mark- 
ing the highest output of 1960, and 
a 7.5 percent boost from the 409,454 
cars turned out in March. Produc- 
tion for May and June is scheduled 
at close to 500,000 units each 
month. 

The industry, however, will get off 
at a slow pace on its April goal, 
with 11 assembly plants down for 
adjustments this week. They are: 
Buick, Oldsmobile and Pontiac at 
their home plants; standard Ford 
at Louisville, Norfolk, Va., and St. 
Louis, Dodge Dart, Lancer and 
Valiant at Hamtramck, Mich., and 
the B-O-P field units at Arlington, 
Tex., South Gate, Calif., Atlanta 
and Kansas City, 

In addition, B-O-P units at Wil- 
mington, Del., and Linden, N. J., 
will be on two-day and three-day 
schedules, respectively. Studebaker 
will continue to work four days at 
South Bend. 

ok + 

HE estimated 1,190,754 cars 

turned out during the first three 

months of this year marked the 
lowest first-quarter since the Kor- 
(Continued on Page 62, Col. 1) 





TOP CARS 
No February new-car registra- 
tions were available from R, L. 
Polk & Co. last week. Top Cars 
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Conflict Evolving on Dealer Exemption .. . 





Senate, House Wage Bills Differ 


By Helen Kahn 
Washington Staff Writer 


CLEAR conflict concerning ap- 

plication of the wage-hour law 
to auto dealers is evolving in Con- 
gress. 

An Administration-backed wage 
measure which exempts auto and 
farm implement dealers from the 
law’s overtime requirements but 
not from wage regulation has been 
introduced in the Senate by Senator 
Pat McNamara, Michigan Demo- 
crat. The House has already passed 
a@ much milder bill specifically ex- 
empting dealers from both the 
wage and overtime payment re- 
quirements of the law. 

Senate action on the wage bill 
is expected in mid-April. Labor 
Committee Chairman Lister Hill, 
Alabama Democrat, has sched- 
uled work on the bill April 11. 
He hopes to report the measure 
favorably to the Senate on the 
same day. Majority Leader Mike 
Mansfield, Montana Democrat, 
hopes to complete Senate action 
by April 14. 

The McNamara bill contains the 
basic provisions of the Administra- 
tion-approved measures earlier in- 
troduced in both House and Senate. 
It would raise the minimum wage 
to $1.25 an hour for presently cov- 
ered workers Over a two-year pe- 
riod. 

About four million additional 
workers would be brought under 
the act’s umbrella. They would 
have a pay floor of $1 an hour at 
first, and it would rise to $1.25 
hourly after three years. Overtime 
protection for the newly-covered 


Cooper Calls Profit-Making 


would follow the Administration’s 


earlier proposals. 
+ + * 


cNAMARA’S bill was drafted in 

consultation with the Adminis- 
tration. It parallels, but is not iden- 
tical to, the Administration-endors- 
ed compromise wage bill introduced 
in the House by Majority Whip Carl 
Albert, Oklahoma Democrat, and 


defeated by a vote of 186 to 185. 


Introducing his bill, McNamara 
made it clear that the measure is 
“intended only as a means to speed 
both Labor Committee and Senate 
action on minimum wages.” He 
noted that both in committee hear- 
ings and on the floor of the House, 
‘it was apparent that some prob- 
lems had to be solved before a 
strong minimum wage bill could be 


enacted.” 


He added that the original Ad- 
ministration-backed bill “would 
have to be amended substantially 
to meet those problems.” The 
amending process, he asserts, 

time-consumin, 


prepared ag a substitute to avoid 
such delays.” 


In general, the McNamara bill 
covers retail and service establish- 
ments with annual sales of $1 mil- 
lion or more, exclusive of excise 
taxes, provided that at least 25 per- 
cent of their receipts are derived 
from goods, materials, or supplies 
which have been moved in com- 
merce or produced for interstate 
commerce. 

A specific exemption is provided 
for overtime pay to employes of 


A Dealer’s Obligation 


WILLISTON, N. D.—Auto dealers 
have an obligation to make a profit 
and to work against the “unsavory 
wheel-and-deal” operators, Walter 
B. Cooper, president of the National 
Automobile Dealers Assn., said 
here. 

He was a speaker at the 28th an- 
nual convention of the Automobile 
Dealers Assn. of North Dakota. 

Cooper said the dealer owes it 
to his family, his employes, the 
the community, the factory and 
to other dealers to maintain a 
sound operation. 

Harold Lunde, associate profes- 
sor of economics, Macalester Col- 
lege, St. Paul, said the past per- 
formance of the American economy 
indicates that the current recession 
will end in the first half of ’61 and 
that the decline in national output 
will not exceed 4 percent from its 
peak of last summer. 

The long-range outlook is very 
bright, he added, with the likeli- 
hood that the economy will double 
in size by 1975. 

The developments in science and 
technology combined with the 
growth in the population and the 
uncertainties of the world situation 
will cause an expansion in demand 
for both private and public goods 
and services, Lunde continued. 

He said the country has experi- 
enced four recessions since World 
War II, none of which saw a drop 
in national output of more than 
3.15 percent. None of the last 
three lasted longer than one year 
from top to bottom, he added. 

R. M. Stoudt sr., outgoing as- 
sociation president, recommended 
that the dealers look “critically” at 
their own business operations to 
find the key to successful retailing. 

“Quality dealer is fast becoming 
the term in good standing with the 
public after the fast-buck operators 
are dealing themselves out of busi- 
ness,” he said. 

Good sales personnel, elimination 
of wasteful practices, goodwill, in- 
centive plans for employes and hon- 
est business dealings are necessi- 
ties in the face of stiffening com- 
petition and sales dips, Stoudt 
added. 

W. Heartsill Wilson, Plymouth 
assistant general sales manager, 
said “this nation needs a million 
more salesmen, men who can make 
you enjoy buying.” 

The man who wants to be a 





successful salesman must be will- 

ing to pay the price—leng hours 
and hard work. 

“You can make a living from 8 

a.m. to 5 p.m., but you make a 
success from 5 a.m. to 11 p.m.,” he 
said. 
George L. Michael, Universal CIT 
Credit Corp. vice-president, pre- 
sented plaques to 36 association 
members who he said “contributed 
significantly” to traffic safety by 
providing cars for high-school driv- 
ing courses. 

Al Kahl, executive vice-president 
of the Iowa Auto Dealers Assn., 
outlined his group’s warranty pro- 
gram. 

Bruce Theel was elected to suc- 
ceed Stoudt as president. Henry 
Nygard was named vice-president 
and George Dixon was reappointed 
association manager. 

Stoudt was reelected state direc- 
tor for the NADA, and Emil 
Schimke was chosen a director of 
the state group. 





104.1 Percent of 


AMC....... 20 20%, 205-16 
Chrysler... 44% 445% 45%%-37% 
Perd....... 79% 79% 80%-63% 
GM........ 45% 47Vg 47%-40% 


Business Barometer 


Automotive News Ecenemic Index — 


93.6 Percent of Like Week Last Year 


Auto Production ............ eae 87,934 123.5 63.9 
Truck Production ........... sae 21,538 102.9 75.8 
Auto Registrations—yYear to date.. 413,563 96.2 
Truck Registrations—yYear to date. 62,307 ies 107.0 
Steel Production—tTons ......... 1,611,000 102.4 62.0 
Lumber Production—Board feet... 216,811,000 108.2 86.5 
Paperboard Production—tTons.... 313,642 97.8 99.2 
Soft Coal Output—tons ........ 6,450,000 105.6 72.3 
Oil Refinery Output—Barrels ..... 50,226,000 98.7 100.2 
Electric Output—kilowatt hours.... _14,291,000,000 100.0 101.6 
Barometer Freight Car Leadings 311,911 102.7 90.2 
Department Store Sales Index .. 140 109.4 108.5 
Stock Market Price Index....... 130.1 99.8 114.0 
U.S. Government Spending 

—Fiscal year to date .........00. $69,107,854,000 tee 102.2 
Commercial and Industrial Loans $32,008,000,000 102.4 103.1 
Savings Deposits ................ $34,890,000,000 100.1 115.2 
Used-Car Prices-—Average........ $1,049 100.6 98.6 
Qusiness Failures ................ 359 98.9 125.5 
Common Common 
Stocks March 29 March 22 1961 Range Stocks March 29 March 22 1961 Range 


(April 3, 1961) 


























dealers. 
+ od * 


ments. 


dealers. 


Likely to come up in the course 
of Senate debate is the desirabil- 
ity of changing the definition of 
“interstate commerce” by equat- 
ing it with a certain annual vol- 
ume of business. Last year, this 
was strongly opposed on the Sen- 
ate floor by A. S. Mike Mon- 
roney, Oklahoma Democrat. It is 
thought, however, that pressure 
from the Administration will 
keep the Senate in line on ac- 
cepting this modification. 

Adding exemptions from the floor 
is also a likely possibility during 
the Senate debate. One specifically 
exempting all employes of car, 
truck and farm implement dealers 
seems Certain. 

a * + 


AMES C. MOORE, executive 

vice-president of the National 
Automobile Dealers Assn., warned 
dealers that the House victory is 
only “round one” of the minimum- 
wage battle. 


“Round two will begin shortly 
after Easter in the Senate Labor 
Committee,” he said, “and I cannot 
overemphasize the significance of 
dealers letting their Senators know 
the importance of preserving their 
historic exemption.” 


Centennial Auto Show 


Scheduled in Wichita 


WICHITA.—The Kansas Centen- 
nial Auto Show will be held here 
April 7-9 in a hangar at McConnell 
Air Force Base. 

An estimated 100,000 persons will 
attend, said R. D. McKay jr., gen- 
eral show chairman. A compact car 
will be given away as a grand 
prize, with the winner selecting the 
make. Ray Eberle will headline 
show entertainment. The show is 
jointly sponsored by the Wichita 
Automobile Dealers Assn. and the 
air base, with proceeds going to the 
base recreation fund. 
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Mack...... 41 425% 44 -32% 
Gis vos 8 85 912-7 

White...... 53 51%, 55%4-40% 







auto dealers and farm implement 


HE McNamara measure covers 

gasoline service stations for 
minimum wage purposes if they 
have annual] sales of $250,000 or 
more exclusive of excise taxes at 
the retail level, but they are ex- 
empt from the overtime require- 


The Senate is expected to adopt 
a@ measure more “Iéberal” than the 
bill voted by the House. This meas- 
ure, backed by a coalition of con- 
servative Democrats and Republi- 
cans, adds only employes of good- 
sized interstate retail chains to the 
law’s scope and raises the pay floor 
for presently-covered employes to 
$1.15 an hour. The passed bill spe- 
cifically exempted from both wage 
and overtime coverage all employes 
of car, truck, and farm implement 





































lowa Dealers Elect Officers— 


These men will head the lowa Automobile Dealers Assn. for 1961-62. Chosen at 
the organization's convention at Des Moines, the men are, from left, Howard Howlett 
(Chevrolet), Des Moines, reelected treasurer; Karl Jorde (Ford-Mercury), Osage, second 
vice-president; Frank D. Potts (Chevrolet), Marengo, first vice-president, and M. O. 
Kahn jr., (Dodge-Plymouth-Chrysler), Newton, president. Alfred W. Kahl, Des Moines 
(not shown) was reelected executive vice-president and secretary. 


House Group Pleased .. . 


AMA for Brake-Fluid Law 


WASHINGTON. — The Automo- 
bile Manufacturers Assn. has en- 
dorsed federal action to help curb 
the sale of substandard, unsafe 
brake fluid. 

Karl M. Richards, representing 
AMA, also told the Roberts House 
Health and Safety Subcommittee 
that the auto makers agreed with 
the intent of HR 1341, the Roberts’ 
bill to require safety devices on 
government-owned cars. AMA sug- 
gested, however, amending the bill 
to direct the Secretary of Com- 
merce to “develop recommended 
procedures for procurement of fed- 
eral vehicles incorporating a _ se- 


fluids can not easily be deter- 

mined at the point of sale or 
after installation and because it 

is relatively easy to make it on a 

local basis, AMA suggested fed- 
eral regulation. 

The association asked that SAE 
standards be used in the bill, that 
proper labelling be required and 
that unlabelled brake fluid be kept 
out of interstate commerce, 

Roberts put into the record an 
article from Automotive News 
(Aug. 15, 1960) dealing with a 
Chrysler survey on brake fluid. 

* * * 


lected list of available proven safe- 
ty equipment as the Secretary of 


Commerce deems appropriate.” 

The association suggested set- 
ting up an Automobile Procure- 
ment Advisory Committee on 
Safety Equipment to help the 
Commerce Department make its 
list of safety devices. 


AMA continued its opposition to 


the bill sponsored by Rep. Charles 


E. Bennett, Florida Democrat, to 


impose federal standards on safety 
features of motor vehicles sold, 
shipped, or used in interstate com- 
merce. 

The House Subcommittee was 
taken by surprise by the industry’s 
partial endorsement of federal leg- 
islation in the safety field. Chair- 
man Kenneth A. Roberts, Alabama 
Democrat, expressed gratification 
and commended the industry in 
“taking its biggest step forward in 
50 years.” Roberts noted that after 
seeing the reluctance of govern- 
ment agencies to take any affirma- 
tive position, it was a “great day 
when private enterprise takes a 
great step forward.” 

bd * Ba 
OBERTS told Automotive News 
that he would not amend his 
bill to spell out government-indus- 
try cooperation in setting up safety 
standards for government vehicles, 
but that he would make it com- 
pletely clear in the report filed by 


the subcommittee that such coop-| : 


eration was the legislative intent. 


Roberts felt sure that a recom- 
mendation in the report that the 
Secretary of Commerce use the ex- 
pert advice of the industry would 
more than adequately take care of 
the situation. But Roberts said that 
he wanted the responsibility to be 
fixed with the Commerce Secretary. 

The AMA spokesmen, including 
Ralph ‘H. Isbrandt, director, auto- 
motive engineering, American Mo- 
tors, and William F. Sherman, 
manager of the association’s engi- 
neering and technical department, 
were complimented by all members 
of the House subcommittee present 
for requiring seat belt fasteners 
on ’62 models and for their en- 
dorsement of federal action in the 
safety field. 

In the matter of hydraulic 
brake fluid, AMA said that it had 
encouraged state legislation and 
made information available to 
dealers and other service outlets. 
But because quality of brake 





ig SETTING up a list of required 

safety features for government- 
owned cars, AMA suggested rep- 
resentation by the Bureau of Pub- 
lic Roads, Interstate Commerce 
Commission and the General Serv- 
ices Administration; interstate 
agencies such as the American 
Assn. of Motor Vehicle Administra- 
tions, and professional organiza- 
tions such as the Society of Auto- 
motive Engineers, the American 
Standards Assn., the American 
Society for Testing Materials and 
the American Society of Mechani- 
cal Engineers. 


The Bennett bill to require safety 
features on cars used in interstate 
commerce, AMA called “imprac- 
tical and unnecessary.” The auto 
makers said that isolating safety 
features from the design of a car— 
which would happen if the Com- 
merce Secretary had authority to 

(Continued on Page 63, Col. 1) 


Bright Outlook— 


Lee A. lacocca, center, Ford Division 
general manager, told a group of Ford 
dealers meeting in the Atlanta area that 
“virtually all predictions are for improved 
new and used car sales for the balance 
of 1961."" He cited the upturn in new-car 
sales, firming of the used-car market, and 
increased purchases of trucks by construc- 
tion and service companies as “important 
indices that have historically signaled 
the reversal of a trend."" Among others 
attending the dealer meeting were O. F. 
Yando, left, Ford Southeastern regional 
sales manager, and James M. Moore jr., 
Atlanta Ford district sales manager. The 
Atlanta meeting was one of a series 
of dealer conferences being conducted 
throughout the United States by Ford. 
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2 Dealer Forum 
-Cp 


by Robert M. Finlay 


N LEARNING that NADA’s 

new task force was going to 
hold hearings in 25 cities across 
the country, a friend, who is a vet- 
eran of retailing, remarked: 

“My God, are we just going to 
go on talking about our troubles? 
Aren’t we ever going to do any- 
thing about them?” 

Another remarked: 

“We'll get some action in auto 
retailing when the unions move 
onto the showroom floor and the 
Federal Trade Commission cracks 
down on advertising.” 

ok ok * 


Dealers Can Act 


geen iage thing is that whenever 
auto dealers act together they 
really get things done. Witness 
their success in Washington, where 
time after time they have turned 
aside a powerful congressional] of- 
fensive. 

Certainly dealers aren’t going to 
get anything done just by talking 
about it. They have to act. Diffi- 
culty is that on trade problems 
there is so much difference of opin- 
ion, You can make a case for either 
side of a story. 

Some dealer leaders contend 
that the thing to do is to quit 
arguing and raise a banner “to 
which men may repair with 
honor.” 

This would be better than de- 
faulting to the unions and the fed- 
eral government, letting them be- 
come the overseers of retail selling. 

* ok ok 


The Factory View? 


| iy THIS respect, we got an inter- 
esting insight into differences of 
opinion on factory attitudes the 
other day. . 

A former dealer from a big-city 
market said a factory was consid- 


S. Carolina Assn. 
Urges Dealers to 
Fight Finance Bill 


COLUMBIA, S, C.—The South 
Carolina Automobile Dealers Assn. 
has urged members to register 
their opposition to a sales-finance 
bill that has been referred to the 
Judiciary Committee of the State 
House of Representatives. 

“The bill could wreck the auto 
business in South Carolina,” the 
association asserted. “A finance 
czar is proposed with power of life 
and death over dealers. Rates are 
so low the dealer reserve would 
vanish.” 

The SCADA said a license would 
be required to engage in sales fi- 
nancing. The fee would be $125, 
plus a $50 investigation charge. 


Maximum rates would be $7 per 
$100 on new cars, $10 on cars one 
to two years old, $13 on cars two 
to four years old and $15 on older 
models. 


Index 


Advertising News 
Auctions, Used Import Cars 
Auctions, Used U. S. Cars 
Briefs (General) 

Business Barometer 
Coming Events 

Court Decisions 


Editorial Page 
Highway & Safety News 


Import-Car News 
Letterbox 

Market Reports 
Obituaries 

Parts & Accessories News 
Prices, U. S. New-Car 
Production by Makes 
Truck Briefs 

Truck Highlights 

Truck New Products 
Turnings 

Used-Car Market Report 
Used-Car Notes 

Wilkie Views 














ering two dealers for an open spot. 
One was a dealer with a good rep- 
utation, years of experience, a fine 
building and a half-million dollars 
in capital. The other was a new- 
comer with no building, little expe- 
rience but hungry and on the thin 
edge financially. 

“Guess who got the deal?” the 
former dealer asked. He contended 
that in some markets financial 
soundness counts against a dealer 
prospect because that might make 
him independent. A dealer is easier 
to handle when he is insecure. This 
factory likes to see its dealer run- 
ning scared, this ex-dealer con- 
tended. 

Since the other spokesman was 
a former dealer, it seemed only fair 
to ask a former factory man in his 
line for his view on this. 

“Factory men just don’t think 
that way,” the former factory 
man said. “They are interested in 
teamwork, however, They feel 
that it isn’t a question of the fac- 
tory trying to run the whole 
show, or of the dealer being 
strictly an independent business 
man, as it says in the books. 
There has to be a certain amount 
of give and take. 

“Both factory and the dealer 
have a mutual stake in the sale of 
new cars in any area. On the one 
hand, the factory must rely on the 
dealer to know the local situation 
and to do a job that enhances the 
reputation of both the dealer and 
the make he is handling. 

“On the other hand, the factory 
has had a lot of experience in the 
car business and can give the 
dealer the benefit of the broader 
look and the ability to mount big 
advertising campaigns.” 

* * * 


Short-Circuit 
EN either side becomes domi- 
nant, the genius of the Ameri- 
can system ig short-circuited, Fac- 
tories, for all their assets, never 
have been successful in retailing 
cars themselves. 

And, when a dealer gets so pow- 
erful that he doesn’t have to heed 
the factory’s voice, other dealers 
complain that his cars have a way 
of turning up on used-car lots a 
thousand miles away. 

“Some dealers,” the factory 
men say, “like to become interna- 
tional dealers, They like to con- 
sider the world their customer, 
instead of an area that bears 
some relationship to their service 
facilities.” 

This is a case of a dealer being 
interested only on collecting the re- 
wards, instead of providing the 
values that make the rewards pos- 
sible. 

Yet, over the years, the really 
successful dealers are the ones who 
accent putting values into the busi- 
ness. 


is complain about its advertising. 


This usually is the easiest thing | 


to cut off. 


The truth is more likely to be 
that the factory isn’t putting the) 


value into its cars that its competi- 
tors are, and it doesn’t take the 
public long to find this out, no 
matter how good its advertising is. 

Ask the used-car experts, if you 
doubt this. They have an insight 


into the lasting values of the prod-}| 


uct. 
* * * 


Once the Darling 


darling of the auto buyers. 

What really happened to it? 
someone asked. 

“Well,” said an insider, “the 
service manager kept warning 
about this valve that kept going 


haywire, the sales manager kept | 
| has been elected president of the 


pointing to his orders, the man- 
ufacturing manager said he 


couldn’t help it, and the general | 


manager said ‘build ’em.’ 








‘Wake Up and Buy’ 
Is Cheyenne Theme 


CHEYENNE, Wyo.—The Chey- 
enne Automobile Dealers Assn. 
has begun a spring promotional 
event. 

Theme of the event is “Wake 
up ... Spring is here. Best time 
to buy your car!” 

All franchised dealers here are 
participating in the event as 
members of the association. 


By Arthur R. Oleson 
Staff Correspondent 
OMAHA.—James C. Moore, exec- 


utive vice-president of the National 
a * od 








Lead Nebraska Dealers— 


The executive board of the Nebraska New Car Dealers Assn., named at the 
group's annual convention, are from left, A. C. Borror, Alliance, past president; H. J, 
Gotfredson, Lincoln, president; R. J. McFayden, Omaha, first vice-president; R. E. 
Kinman, Grand Island, second vice-president; C. K. Holmes, Nebraska City, secretary- 
theasurer, and W. N. Neff, Fremont, secretary, National Automobile Dealers Assn., 


Reassures Nebraskans .. . 


Consumer Confidence 
On Rise, Says Moore 

















and the state's NADA director. 


Strengthen Financial Ties, 
Alabama Dealers Urged 


By William R. Lynn 
Staff Correspondent 


BILOXI, Miss.—Automobile deal- 
ers and finance companies must 
strengthen their “partnership” in 
order to capitalize on a potential of 
“goals unlimited” in the field of 
automotive sales, Alabama new-car 
dealers were told here. 

Oliver C. Carmichael jr., chair- 
man of Associates Discount 

Corp., said, “I am confident that 
through proper planning, bold ac- 
tion and complete teamwork— 
the automobile dealers and the 
finance companies will meet (the 
challenges of the day) . . . Our 
two industries will travel to- 
gether on the roads of progress, 
and achieve goals unlimited.” _ 

He spoke at the 26th annual con- 
vention of the Automobile Dealers 
Assn. of Alabama here. 

Blaine Brownell (Brownell Pon- 
tiac Co.), Birmingham, was elected 
president of the group, succeeding 
Roland Cooper, Camden. 

Other new officers are L. E. 
Thomas (Vulcan Lincoln-Mercury), 
Birmingham, first vice-president; 
M. A. Peek (Peek Oldsmobile-Cad- 
illac), Decatur. second vice-presi- 
dent; Carl C. Golson (Carl Golson 
Motor Co., Chrysler-Plymouth), Ft. 
Deposit, third vice-president, and 
Forrest McConnell (McConnell 


| Bros. Motor Co., Plymouth), Mont- 


And this holds for manufactur- | 
ing as well. When a factory gets | S0MCTY, 


in trouble, the first thing it does | 


secretary-treasurer. Har- 
old E. Streetman, Montgomery, is 
executive vice-president. 

National Automobile Dealers 
Assn. President Walter B. Coop- 
er, Ft. Collins, Colo., told the 
dealers they had an obligation to 
their communities, customers and 
factories, as well as themselves, 
to make a profit, adding that 
dealers are offering the “world’s 
most wanted product.” 

W. Herbert Ray (Ray Auto Co., 
Ford), Huntsville, was named “Mr. 
Alabama Automobile Dealer of 
1961” by a three-man jury of lead- 
ing citizens outside the industry, 


| headed by J. Ed Livingston, chief 


WE WERE discussing the case; 
of a make that once was the| 


justice of the Alabama Supreme 
Court. Ray, an automobile dealer 
since 1925, is a past president of 





Quirk Elected President 


By Bangor Dealer Group 


BANGOR, Me.—John E. Quirk 


Bangor Automobile Dealers’ Assn. 
Other officers elected were: Phil- 
lip E. Kelly, vice-president; Frank 


“We tried to play God in the| Libby, treasurer, and Doris Knight 


marketplace. It is not the way.” 


| Cunningham, secretary. 





ADAA and active in many civic 
endeavors, 

The award is based on “service 
to industry, state and nation.” 

A “Quality Dealer Award” from 
Saturday Evening Post was pre- 
sented to W. S. Edwards jr., Bir- 
mingham Chevrolet dealer and 
Alabama director of NADA. The 
presentation was made by James 
Gavagan of the magazine. 

Speaking on the dealer-finance 
company relationship, Carmichael 
said problems of the two are 
“parallel.” 

He said that “in 1960 dealers paid 
out $83 million in excess floor-plan 
charges because of an overstocked 
condition” and added that “finance 
companies also lose on these inven- 
tories.” 

“Not only quantity of inventory 
must be better controlled but qual- 
ity,” Carmichael declared. “Dealers 
must insist upon the proper style 
of inventory at all times—from the 
beginning of a model year to the 
end... 

“Stimulator sales must be re- 
sisted—if they result in no profit. 
Volume for the sake of volume 
only leads down the road of 
bankruptcy. Sales must be made 
with a merchandising profit. Fi- 

(Continued on Page 60, Col, 3) 





purchases?... 


Wemhoff 


Dawson .. 


On the House... 


Here are some of the suggestions being made by 
dealers for NADA’s Task Force to discuss with fac- 
tories: 1. Set up code of ethics for dealer-develop- 
ment or factory-owned stimulator points; 2. Control 
press releases on next year’s models so current mod- 
els can be cleaned up; 3. Omit names of out-state 
dealers in factory-placed advertising in metropoli- 
tan areas; 4. Curb dealers who regularly place ad- 
vertising in areas not covered by their territory 
agreement ... Wouldn’t it be wonderful, asks the 
Pennsylvania association, if the President would tell 
the buying public that they should not delay their 





Seventeen Iowa counties have reached 100 per- 
cent in state association’s membership drive; only 100 eligible deal- 
ers left ... Mrs. Bill Holler is recuperating in a Bardados, B. W. I., 
clinic from broken hip suffered while she and Bill were voyaging 
in Caribbean just before their 50th wedding anniversary . . . Califor- 
nia new-car dealers have assets of $648,658,801, employ 56,892 persons 
and have annual payroll of $327,281,337 ... 

Dealer William H. Black II has been chosen one of 10 best dressed 
men in Greensboro, N. C. ... Big turnout of dealers and factory men 
for Saturday Evening Post’s quality dealer award to Detroit’s Hi 
. North Dakota dealers complaining that their customers, 
when borrowing money from banks, often are told they aren’t getting 
a good deal, are paying too much money, etc. 





Automobile Dealers Assn., struck a 
note of optimism in his talk before 
150 auto dealers in the principal 
address at the annual convention 
of the Nebraska New Car Dealers 
Assn, 

“There can be no doubt that the 
industry has had problems,” he 
said. “Dealers and manufacturers 
alike underestimated the impact of 
the election on buying. 

“There was overproduction by 
manufacturers and overbuying 

by dealers. As a result, there 
were a lot of ’60 models sitting 
in showrooms when the new cars 
came out. Anytime that happens 
you’re in trouble, 

“People were reluctant to spend 
money but now they have learned 

that Congress will not approve any 
wild taxing schemes and giveaway 
programs. As a result, they are 
beginning to spend in a normal 
way again.” 

He predicted mounting car sales 
that could total 6.2 million cars, 
including 375,000 compacts, Moore 
added: 

“The used-car market is firming 
up and in the last 10 days new-car 
sales have begun to climb.” 

Floyd W. Pohlman, Auburn 
mayor and Ford-Mercury dealer, 
was winner of the 1961 Nebraska 
New Car Dealers Assn. distin- 
guished service 
award. He is past 
president of the 
association and 
also a member of 
the Ford Dealer 
Advisory Council. 

Other speakers 
were William 
Fletcher, Rapid 
Chevrolet Co., Ce- 
dar Rapids, Ia., 
and Thomas O. 
McDavid, vice- 





F. W. Pohiman 
president, Commercial Credit Corp., 
Baltimore. 

A. C. Borror, of Alliance, out- 


going association president, ex- 
plained a statewide used-car war- 
ranty plan under which dealers will 
give buyers a 15 percent discount 
on parts and a 15 percent discount 
on labor needed to repair any war- 
ranted car. The warranty period is 
for one year, with no mileage limit. 


Keith Andresen, Lincoln, man- 
ager of the association, said Ne- 
braska is the fifth state to offer 
such a used-car warranty plan 
and indicated that about a third 
of the state’s new-car dealers 
have agreed to offer the war- 
ranty. 

New officers elected were: H, J. 
Gotfredson, Lincgln, president; R. 
J. McFayden, first vice-president; 
R. E, Kinman, Grand Island, sec- 
ond vice-president; C. K. Holmes, 
Nebraska City, secretary-treasurer, 
and W. N. Neff, Fremont, secretary 
of NADA, state director to NADA. 
All these men comprise the execu- 
tive board of the Nebraska group. 
























—Perte WemHorFr. Editor, 
Automotive News 
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Is Car Boom More on Horizon? 


Optimism Outruns Actual Sales 


(Continued from Page 1) 


Selling days in the opening 10-day 
period. 
With a full 10 selling days in the 
‘closing period, sales are expected 
to show an increase in overall vol- 
ume as well as in the daily rate. 
Dealer reports from the field, 
however, indicate that gains in the 
daily sales rate have been modest. 
* * * 


Ate voice to join the chorus 
of “happy days will soon be 
here again” was Walter B. Cooper, 
president of the National Automo- 
bile Dealers Assn. 

Speaking at a Chamber of 
Commerce luncheon in Kansas 
City (billed as a salute to the 
auto industry), Cooper said the 
sales outlook is growing brighter. 
“I have been encouraged by the 
big turnouts at the new motor car 
shows,” he said. 

“In addition, I have heard from 
friends in the East, where reces- 
sions begin—and end—that things 
are getting better there... 

* * * 


HE economy of the nation 
rides on the wheels we sell. 
My job, as president of the associa- 
tion, is to convince the dealers that 


they have the world’s most wanted 
product and that they should sell 
it and not give it away.” 

Cooper said that new-car 
stockpiles are overloaded because 
“the factories built too many; we 
bought them, and we’ve got 
them.” 

He explained that “the factories 
have young, energetic, ambitious 
salesmen. We dealers are subject 
to good salesmanship. So we 
bought.” 

* * * 
practon: executives, touring the 
country to buck up dealer 
morale, have listed a variety of 
reasons why sales could shoot up- 

ward at any moment. 

Their favorite indicators have 
included steady used-car prices 





Mini-Taxis Compete 


With London Cabs 


LONDON.—The famous “Lon- 
don cab” has a rival. 

Mini-taxis are appearing on the 
streets here to compete with the 
high, roomy vehicles which are 
built to Scotland Yard specifica- 
tions on an Austin chassis. 





Stiff Phila. Code Threatens 
To Oust Ad Violators 


(Continued from Page 1) 


reau” to receive complaints from 
auto buyers. The organization, 
which has changed its name from 
the Philadelphia Automobile Trade 
Assn. to the Automobile Trade 
Assn. of Greater Philadelphia, is 
at 1428 S, Penn Square. 

Announcement of the code was 
made at a luncheon meeting of 
ATA’s board of directors and ad- 
vertising committee and factory 
zone managers of auto manufac- 
turers. 

As part of ATA’s campaign to 
promote ethical trade practices, 
it has also adopted a new shield 

symbol which was displayed for 
the first time at the meeting. 

Advertising Committee Chairman 
George H. McKean told the group 
that it was ATA’s hope to make 
display of the symbol a “positive 
guarantee of fair and ethical deal- 
ing.” 

* * 7 
E SAID the ATA’s ethical deal- 
ing campaign, which was 
launched last month, hag attracted 
wide interest throughout the coun- 
try. 

“Many dealer groups in other 
cities have inquired about the suc- 
cess of what is now being called 
‘the Philadelphia plan’ and have 
asked help in launching their own 
campaigns,” he said. 

ATA President Charles A. Bott 





A Plaque for Benjamin— 


A plaque commemorating his service 
on the Chevrolet National Dealer Planning 
Committee is presented to Robert Ben- 
jamin, left, Douglaston, N. Y., by K. E. 
Staley, Chevrolet general sales manager. 
Benjamin, who heads Bay Chevrolet, Inc., 
acted as spokesman for 1,107 dealers of 
the Atlantic Coast region. The committee 
system operated by Chevrolet calls for 
dealer conferences at the zone and re- 
gional levels before 10 dealers are elected 
nationally to discuss merchandising prob- 
lems with wholesale officials at Detroit. 





said the association, representing 
auto dealers in the five Philadel- 
phia area counties, is determined 
to do all in its power “to combat 
the questionable practices of a 
few that give a bad name to our 
whole industry.” “ 
The group also discussed means 
of increasing auto sales in the area 
through advertising and promotion. 
* * * 


pres to the code follows: 

“To win the confidence and 
respect of the public, we, the mem- 
bers of the Automobile Trade Assn. 
of Greater Philadelphia, have set 
for ourselves a code of ethical con- 
duct and standards of operation, 
and mutually pledge unswerving 
observance of their provisions. 

“We condemn the unethical prac- 
tices of some automobile dealers, 
recognize and deplore the harm 
they have done to the good name 
of our industry. 

“Any dealer who persistently 
fails to live up to the letter and 
the spirit of the code will be 
asked to resign from membership 
in our association. 

“No dealer shall be accepted as a 
member of our association who will 
not pledge unqualified observance 
of the provisions of the code. 

“We are determined that the 
name and symbol of the Automo- 
bile Trade Assn, shall be a guaran- 
tee to the public of fair and honest 
dealing.” 

* + * 
HE code itself is as follows: 
We will make no false, decep- 
tive or misleading statement in our 
advertising. 
We will describe new and used 


_|cars we have to sell completely 
‘| and truthfully. 


We will quote prices clearly and 
State exactly what the price in- 
cludes. 

We will describe extras accurate- 
ly and quote the exact price of 
each. 

We will state guarantees or 
warranties in clear, unmistakable 
language. 

We will make no claims of su- 
periority over other dealers in re- 
spect to size, sales volume, deals, 
prices, terms, etc., unless we can 
prove them. 

As individual dealers, we will not 
attack competitors or discredit 
their products, services or methods 
of doing business. 

We will not knowingly make any 
promises about our products or 
services that we cannot keep. 

We will not offer cars for sale on 
any terms other than those we are 
prepared to meet, nor will we offer 
oe sale cars which we cannot de- 
liver, 





and increased used-car sales; a 
break in the weather which rated 
winter and early spring in many 
areas as the worst in years; a 
new crop of “spring-tonic” mod- 
els in the compact field, and indi- 
cations that cash and credit are 
more than adequate to support a 
bigger new-car market. 

James C. Moore, NADA execu- 
tive vice-president, also sounded a 
hopeful note last week at the 
Nebraska New Car Dealers Assn. 
convention. 

Moore said new-car sales are be- 
ginning to climb and he predicted 
the year’s total could reach 6.2 mil- 
lion new cars, including 375,000 
compacts, 

& + * 
RRAY SHIELDS, a New 
York economist, said last week 
that signs spelling out the end of 
the depression are now appearing 
in substantial numbers. 

He said new orders were now 
above shipments and that inven- 
tory reductions for business in 
general have started to level off. 

Said Ralph Caverlee, secretary- 
manager of the Dayton Area Auto- 
mobile Dealers Assn., “The consen- 
sus seems to be that we’re moving 
in the right direction, at least. Of 
course, we could stand more prog- 
ress, a lot more.” 

One of Caverlee’s member dealers 
said, “We're not out waving a flag 
about what’s going on, but orders 
for late-model used cars and the 
prospect list for new cars are 
showing signs of life.” 

* * + 


ANOTHER dealer said: “We've 
just passed through a period of 
extremely bad weather and a pe- 
riod when economic news was 
about as bad as it could be. Now 
both the weather and the news are 
on the more cheery side and I 
think people feel better about 
everything.” 

This sentiment was echoed by a 
Texas dealer who said he felt that 
most new-car sales trouble has 
been psychological and that cus- 
tomers are about to get up off their 
dead but well-filled pocketbooks. 


Braden Reports 
Definite Pickup 


In Auto Business 


SAN FRANCISCO. — Automobile 
business is definitely picking up, 
E. M. Braden, general sales man- 
ager of the Chrysler-Plymouth field 
Sales organization, said here last 
week. 

Braden was here to conduct a 
spring marketing meeting of re- 
gional and district managers of the 
California, Nevada, Utah, Wyoming 
and Idaho regions. He was accom- 
panied by R, B. McCurry, director 
of field operations, and other De- 
troit sales executives, 

“There are many favorable signs 
pointing to a business upturn,” 
Braden said. “The used-car market 
is much stronger than a month 
ago. Both new and used-car field 
stocks are declining. The combined 
daily rate of sales for our four 
lines is running, about 18 percent 
ahead of last month.” 

Braden stressed the importance 
of a balanced selling program for 
dealers, and the value of the pro- 
gram to the public. 

“I am convinced that a very 
high proportion of car buyers are 
uncommitted as to what size car 
they really want, to say nothing of 
the make,” he said. “They are wait- 
ing to be sold. In this situation we 
are stressing the importance of 
doing a balanced selling job.” 


Late Report... 








Dealers Win Ad Awards— 





Bob Hook Chevrolet, Louisville, was one of three dealers to win awards in the ninth 
annual Local Outdoor Advertising Contest for 1960, sponsored by Outdoor Advertis- 
ing Assn. of America, Inc. This Hook ad won first place in the Campaign Division 
CA-3 (continuous 24-sheet poster campaigns, 12 months or more), and second place 
in the Design Division DE-3 (24-sheet poster designs—posters displayed in markets 
of 500,000 to 100,000 population). Haley Motor Co. (Rambler), Albuquerque, won 
second place and A. B. Smith Co. (Chevrolet), Portland, Ore., tied for third in the 
Campaign Division CA-4 (unembellished painted bulletin campaigns). 


Salesmen’s Union Staging 
Full-Scale Drive at L.A. 


(Continued from Page 1) 


elections yet to be held, One rea- 
son some of the petitions have 
been withdrawn prior to elec- 
tion is an requirement 
that petitioning unions must 
show evidence of interest (signed 
authorization cards) by at least 
80 percent of the employes con- 
cerned. Union petitions failed in 
some cases to meet this require- 
ment. 

According to Fawl, there is no 
initiation fee for salesmen joining 
the local, Dues are $10 for three 
months, Union objectives are said 
to be improved professional stand- 
ing for salesmen and job security. 

“If the dealer was made to pay 
a weekly (or other period) guaran- 
tee to every salesmen,” Faw! said, 
“he would take another look at the 
men, A guarantee would reduce the 
free labor a dealer now uses. 

“Most dealers will put anyone 
on the floor and promise them 
$1,500 a week,” Fawl said. “Most 
salesmen realize it’s a pretty sad 
game. Dealers seem to be running 
good men out of the business.” 

* * * 


QT== union objectives are said 
to be a minimum age limit of 
21 years and certification that auto 
salesmen fully understand auto 
documentation. 

Prime objective of the current 
union drive is San Fernando Val- 
ley, a residential area of Los 
Angeles, where the union has 
filed on 98 dealers; and the San 
Bernardino-Riverside area where 
49 dealers were named in peti- 
tions filed March 2, The major 
area of auto salesmen union 
strength is the San Pedro-Har- 
bor City area where maritime 
unions are dominant, 

Fredricks told AuToMoTIvE News, 
“This matter is being handled by 
the dealers according to federal 
law as administered by the NLRB.” 

Joe Shehab, in whose dealership 
the union lost its election, said, 
“We believe that if we treat sales- 
men right, there’s little reason for 
them to join a union.” (The vote 
at Shehab’s was seven against, and 
one for the salesmen’s union.) 


8 * * 


T BOB WONDRIES Chevrolet, 
Glendale, where a petition was 
withdrawn, Automotive NEws was 
told, “We told them we wanted an 
NLRB review to see if they had 


Used-Car Market 


Demand for used cars at the wholesale level continued to 
Strengthen as both prices and sales ratio increased last week, 
according to Automotive News’ index. 

Prices increased $6 last week to $1,049, according to the index, 
while the sales ratio was 75.9 percent, a record for 1961 and high- 
est since the index of last May 9. A week ago, the sales ratio 


was 74.4 percent. 
Increases last week amounted 


to $54 on 61s, $6 on ’59s and $1 


on ’57s. Setbacks amounted to $1 on ’60s, $1 on ’54s, $2 on 55s, $3 
on '58s and $6 on ’56s. All held above previous lows, 
Auction reports begin on Page 51. 





the required 30 percent evidence of 
interest. They didn’t, and couldn’t 
get it within the allowed 48 hours, 
so the election was cancelled.” 

A similar situation was found 
at Bob Smith Dodge-Lancer, 
Glendale. The union’s petition 
was withdrawn when the requir- 
ed 30 percent evidence of interest 
was not found to exist. Another 
petition was withdrawn when it 
was found there was only one 
salesman in the dealership. 

Under NLRB rules in event of 
withdrawals, the union cannot ask 
for another election at these deal- 
erships before six months. 

Fawl told Automotive News, “We 
could file on 400 dealers at the 
present time. But we couldn’t get 
them processed (through the 

NLRB). “Our organizational pro- 
gram started seven months ago 
when we sent a letter to some 
6,500 auto salesmen in the Los An- 
geles selling area,” Fawl said, “Bet- 
ter than 30 percent replied. 

“We took authorization cards 
out, and told them they had to be 
dues-paying members before they 
could vote. 

“We also tell them we can’t do 
anything for them, But they should 
have legislative representation in 
Sacramento,” 


NADA Hearings 
Open April 17 
In Eight Cities 


(Continued from Page 1) 


New Orleans—Roosevelt—Louisi- 
ana and Mississippi. 

Chicago—Conrad Hilton—lIllinois, 
Wisconsin and Indiana. 

Richmond, Va.—John Marshall— 
Virginia. 

Minneapolis—Leamington Hotel— 
Minnesota and North and South 
Dakota, 

New York City—Park Sheraton— 
New York and Connecticut, 

Phoenix—Westward Ho—Arizona 
and New Mexico, 

cd ok + 
ysertiras to be held Friday, 
April] 21: 

Los Angeles—Statler Hilton— 
Southern California and Southern 
Nevada. 

Dallas—Sheraton Dallas—Texas, 

Kansas City—Continental—K a n- 
sas and Missouri. 

Charleston, W. Va.— Daniel 
Boone—West Virginia. 

Omaha — Sheraton Fontenelle — 
Nebraska and Iowa. 

Pittsburgh—Penn Sheraton— 
Pennsylvania. 

Louisville—Sheraton — Kentucky 
and Tennessee, 

Denver—Denver Hilton — Colora- 
do, Wyoming and Utah. 

National Make Advisory Commit- 
tee members for each area wil] be 
spokesmen for the dealers although 
all dealers may voice their views 
if time permits. 





Post families are better prospects for new cars. They drive 


32% more miles per year than the national average. 
Check these other big reasons why auto advertisers pick The Saturday Evening Post: @ Among 
all car-owning families, you get 1,921,000 more selling opportunities in the Post than in the 
other big weekly. @ Two-car families see your Post ad page two million more times than the 
same ad in the other big weekly. * Post readers have more money to buy cars. (They have the 
highest median income in the Post’s field.) * And Post families are 
Influentials—key people in their communities who talk about what 
they read in the Post. ap It adds up to this: 7he number-one magazine 
for reading is your number-one magazine for selling automobiles. 


A CURTIS MAGAZIN 
THE SATURDAY EVENING 


THE INFLUENTIALS’ MAGAZINE 
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SEC Halts Lawyer’s Proxy Quest... 


Courts Reb 


Chrysler Foe to Quit 


time to wage a proxy fight against 


WO serious setbacks were suf- 

fered by Sol A. Dann in his 
fight against Chrysler Corp. man- 
agement in Federal District Court 
in Detroit last week, 

In one action, Judge Ralph M. 
Freeman held that Dann cannot 
continue soliciting proxy votes of 
shareholders for the Chrysler an- 
nual meeting which is scheduled 
for April 18, Dann is the Detroit 
attorney who has been the chief 
thorn in the side of Chrysler 
management for almost three 
years, 

In the second action, Chief Judge 
Theodore Levin denied Dann’s re- 
quest that the annual meeting be 
delayed for six months to give him 


L-M Unveils 
Luxury Comet; 
Price Is $2,282 


DEARBORN. — Lincoln-Mercury 
has introduced a glamour model of 
the Comet, the S-22. 

The S-22, on display at the Inter- 
national Auto Show in New York, 
will be shown in dealer showrooms 
in late April, according to Ben D. 
Mills, L-M general manager. 





A two-door model, the S-22 will | 


be priced at $2,282, including fed- 
eral tax and dealer prep, This is 
$284 more than the regular Comet 
two-door sedan, but the S-22 price 
includes many items that are extra- 


cost options on the less-expensive | 


unit. 

Highlights of the S-22 are indi- 
vidually contoured “bucket-type” 
front seats separated by a console 
storage compartment. Additionally, 
the sports-type theme of the car 
is carried out in a new interior 
from carpeting to upholstery. 

The front bucket seats are con- 
toured with up to four inches of 
foam padding and each is indi- 
vidually adjustable, front and back. 
The vinyl-clad steel console sep- 
arating the front seats has a hinged 
cover to provide a package com- 
partment to both driver and pas- 
sengers. 

The steering wheel is a special 
sports-car design with vinyl-covered 
grips. Cigarette lighter and courtesy 
door lights are standard on the 
model. The interior color scheme 
will be available in five colors— 
red, beige, blue, black and tur- 
quoise. 

The exterior of the car has iden- 
tification emblems on each side, 
bright metal window frames and 
moldings, chrome rear-view mirror 
and new full-disc wheel covers. Spe- 
cial sports-type tires with a nar- 
rower white sidewall ring will be 
available as an optional accessory. 

* * * 


a 





Comet S-22— 


Lincoln-Mercury is offering a fresh look 
for springtime in the form of a luxury 
compact car—the Comet S-22. The new 
model of the Comet features individually 
contoured “‘bucket-type” front seats, a con- 
sole storage compartment, custom sports- 
type steering wheel and special design 
vinyl interior trim. Comet dealers will be 
displaying the S-22 by late April. L-M has 
scheduled 1,200 introductory models of 
the Comet S-22 with white exteriors and 
the interior theme carried out in all-red 
upholstery. 
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uff Dann; 





Chrysler management. 
ea + + 


 & WAS during this proceeding 
that Dann announced that he 
was giving up his running battle 
with Chrysler after this year’s an- 
nual meeting, 

The Securities and Exchange 
Commission launched the action to 
stop Dann’s efforts to obtain votes 
against management for the an- 
nual meeting. Dann said that, 
when the SEC joined the fight 
against him, he decided it was time 
to give up the fight. 

Prudential Life Insurance Co. 
didn’t help Dann’s cause any last 
week by throwing its 25,000 Chrys- 
ler shares to management. The 
Prudential block is one of the larg- 
est held by a single investor. 

The SEC filed its suit in Dis- 
trict Court here, charging that 
| Dann had not lived up to certain 
of its rules while seeking the 
support of Chrysler shareholders 
in his fight against the manage- 
ment. 

The violations charged included 
sending printed material to stock- 
holders before filing the matter 
with the SEC, the absence of a 
slate of nominees for the Chrysler 
board from the Dann forces, fail- 
ure to send shareholders a proxy 
statement and the absence of an 
accounting of expenses and income 
by the Dann forces. 

* * * 

HE court held that Dann must 

refrain from soliciting proxies 
and contacting Chrysler sharehold- 
ers until he has complied with the 
SEC regulations. 

Dann made a number of charges 
lin asking that the annual meeting 
be delayed by six months. These 
included: 

He needs six months to get in 
touch with Chrysler holders. 
Some 42 percent of Chrysler 
stock is held by brokers, banks 
and the like, making efforts to 
reach the beneficial owners time 
consuming. 

Chrysler blocked his efforts to 
get a list of the stockholders and 
now the SEC is interfering with 
his efforts to make use of the list 
to reach the shareholders. The 
Dann forces also claimed that a 
delay would not hurt the company. 

The Chrysler lawyers relied 
mainly on saying that Dann’s 
points were either not true or had 
no bearing on the case. The com- 
pany also claimed that it would 
suffer great harm if .the meeting 
were delayed, and estimated it 
would cost $75,000 to advise share- 
holders of the delay. 
* oo * 


UDGE LEVIN and Dann en- 

gaged in several brusque ex- 
changes during the two-hour hear- 
ing on delaying the annual meet- 
ing. 

The judge repeatedly prodded 
Dann to stick to the postponement 
issue. 

At one point, Dann drew the 
judge’s ire by saying: 

‘Ym only asking you to be 
impartial.” 

“That I resent,” Judge Levin re- 
plied. “If you make that statement 
again, I will discipline you.” 

This hearing had been scheduled 
to be conducted before Judge John 
Feikens, but he disqualified himself 
on the grounds that before becom- 
ing a judge last year, he had rep- 
resented Chrysler in several prod- 
uct liability cases. 

* * 





At THE earlier hearing on proxy 
violations, Judge Freeman of- 
fered to disqualify himself because 
he was a “small” shareholder in 
Chrysler. Neither Dann nor the 
SEC attorneys objected, however. 

Judge Freeman’s support of the 
SEC position was termed a “vic- 
tory for Chrysler” by Frank Rosen- 
baum, Dann’s attorney and law 
partner. 

In opposing a delay of the an- 
nual meeting, Chrysler declared 
that Dann is “seeking to create 
corporate disruption and confu- 
sion to serve his own misguided 
notions and selfish purposes, 
rather than to serve the interests 
of the large body of stockholders, 
“This and other actions instituted 








New Cars in Spotlight 


Buick Skylark Gets Wings— 














The Buick Skylark is distinguished by a sheer roofline, new body styling, different 
wheel covers and a specially upholstered interior. Available in Buick dealer show- 
rooms May 13, the Skylark features as standard equipment a 185-horsepower, alumi- 
num V-8 engine. Front bucket seats and a white Landau fabric top covering are 
optional. Buick also has announced a standard two-door coupe in the Special series. 


Citroen's New Small Car— 





























Here is the long-awaited new small Citroen, named the Ami 6. Described by Citroen 


as a “spacious small car,” 






the new model is scheduled for release in France this 


summer. The four-door four-seater has front-wheel drive. Other details were withheld. 


Two Tempest Two-Doors—— 




























Pontiac's Tempest series has been expanded to include 2 two-door coupes that are 
scheduled to appear in dealer showrooms during the latter part of this month. One 
of the coupes will have front bucket seats and custom interior trim as standard. This 
model will have full carpeting on front and rear floor areas. The other coupe will 
have conventional split-back bench-type seats and standard interior appointments. 
Both will measure 0.4-inch less in overall height than the Tempest four-door sedan 


announced last fall. 


Bentley's Soft-Top Convertible— 


























ty hl | 







The Bentley Continental Park Ward convertible is being shown for the first time 
in the United States at the International Auto Show in New York. The soft-top con- 
vertible features bucket seats and four-shoe brakes. Luggage capacity can be increased 
by folding down the back of the rear seat. Body combines use of lightweight alloys 
and steel framework. Port-of-entry price: $24,683. 


by him are part and parcel of a| reparably damaged” in its business 
studious scheme and device by Mr.| relationships. 


Dann,” Chrysler continued, “for 
publicizing and disseminating false, 
misleading and unfounded charges 
aimed at tearing down, destroying 
and damaging the good name and 
credit of Chrysler Corp. and the 
reputation for honesty and integrity 
of a large number of its executives 
and its suppliers under the protec- 
tion of the privilege accorded to 
allegations made in legal proceed- 


ings.” 

A SUPPORTING affidavit by F. 
W. Misch, Chrysler finance vice- 

president, said a delay of the an- 

nual meeting would cause Chrysler 

to “be adversely affected and ir- 


- * * 


A court order postponing the 
meeting “would have a material- 
ly adverse effect upon the stand- 
ing of Chrysler Corp. with the 
business community, the financial 
community and with members of 
the public who constitute the 
present and potential customers 
of Chrysler Corp.,” Misch de- 
clared. 

Dann said that even though he 
was planning to abdicate as leader 
of the anti-management forces, he 
would not sell his 5,100 shares of 
Chrysler stock, 

Prudential has been a substantial 
holder of Chrysler shares since it 
loaned the company $250 million in 
1954, 









Rambler, Chrysler 
Enjoy March Gain 


Mid-Month Increase 
Brings Output Hike 


DETROIT.—Cheerful factory re- 
ports on sales and production last 
week included the following: 


Rambler 


Rambler retail sales in the sec- 
ond 10 days of March increased to 
9,389, according to Roy Abernethy, 
executive vice-president of Ameri- 
can Motors. 

This was a 40-percent gain over 
the 6,709 Ramblers sold in the 
comparable February period, he 
said, and compared with 9,103 
sales in the first 10 days of March. 

The 20-day total of 18,492 nearly 
equalled the 21,186 Ramblers sold 
in all of February, he noted. 
Ba * o* 


Chrysler 


Increases in Chrysler car retail 
deliveries, registrations, share of 
medium price market and dealer 
orders are reported by C. E. Briggs, 
general manager. 

He said Chrysler retail deliveries 
for the model year, from Oct. 1, 
1960, through March 20, total 39,622, 
an increase of 19.4 percent over the 
comparable 1960 model year period. 

He said latest registration figures 

show Chrysler is taking 8.79 per- 
cent of the medium price market, 
a penetration increase of 55 per- 
cent over the last year. 
Briggs reported that Chrysler re- 
tail deliveries in the latest report- 
ing period, the second 10 days of 
March, were 22 percent higher than 
for the same period last year. 


Skylark Coupe, 
2-Door Sedan Join 
Buick Special Line 


FLIN T.—Buick last week an- 
nounced the addition of two mod- 
els to its compact Special line—a 
Skylark sports coupe and a two- 
door sedan. Both are scheduled to 
appear in dealer showrooms May 
13. 

The indicated price of the Sky- 
lark is $2,625, including federal ex- 
cise tax and dealer prep charges, 
and of the two-door Special, $2,330. 
The Skylark has a 185-horsepow- 
er aluminum V-8 engine (the pow- 
er-pack version of the regular 
Special unit) and features a new 
grille, wraparound taillights and a 
new roofline. 

Optional equipment includes 
front bucket seats and a white fab- 
ric covering for the metal top. 
Other features are higher rear- 
wheel openings, new wheel covers 
and a brushed-finish chrome ap- 
plique extending across the rear 
between the taillights. The Skylark 
interior is of the Calais fabric used 
in the Electra 225. 

Buick offered a Skylark model in 
1953 and 1954. It was a limited-pro- 
duction sports convertible. 

The new Special two-door sedan 
will be available only in the stand- 
ard series, but bright exterior 
moldings will be offered as optional 
equipment. 

The two-door Special will have 
a 155-horsepower engine, the same 
as the four-doors and wagons. Both 
the Skylark and the two-door 
sedan have a 112.1-inch wheelbase. 


Ford Dealer Mum 
On Missing Cars 


CHICAGO.—Leroy Sterling, part- 
ner in Sterling-Harris Ford, invok- 
ed the fifth amendment in refusing 
to tell a Federal District Court 
referee about his financial deal- 
ings on March 4, the day before 
the firm’s stock of 300 cars dis- 
appeared. 

He was.called as a witness in an 
involuntary bankruptcy action by 
attorneys for Rocklin Irving & As- 
sociates, an ad agency seeking $27,- 
390 in unpaid bills, and Associates 
Discount, which floor-planned the 
dealership’s cars. Associates said it 
has recovered 177 of the cars. 

Sterling declined to say whether 
he and his partner, George Harris, 
had turned over all the firm’s as- 
sets to Craig Phelps, court-appoint- 
ed receiver, after the bankruptcy 
plea was filed. 





Missing 
the brass ring 


a 
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because you don't 


have a Diesel 
in your light 
trucks? 


The prospect likes your truck but he wants a 
Diesel—you don’t have a Diesel in the model 


he wants. 

This may be costing you business— plus business 
that can be yours, because now you can get 
Series 53 and 71 truck Diesels to fit most any 
make or model truck from 16,000 GVW up. 


Just call your GM Diesel distributor listed in 
the Yellow Pages under “Engines, Diesel.’’ He 
sells engines and nothing but, is ready to give 
you plenty of sales help, has flywheel housings 


and kits to make many installations fast and 
easy. He will gladly work with you. 

But don’t wait until the prospect starts to walk 
out—set up a working arrangement with your 
GM Diesel distributor today. Call him or write 
us direct for more information. 


DETROIT DIESEL ENGINE DIVISION 
GENERAL MOTORS, DETROIT 28, MICHIGAN 
in Canada: GENERAL MOTORS DIESEL LIMITED, London, Ontario 
Parts and Service Worldwide 


Series Bd © Series 71 


TRUCK DIESEL ENGINES OF THE ALL-PURPOSE POWER LINE 


SERIES 53—“V"’ and “‘in-line’’ SERIES 71—“V" and “in-line” 
engines 97 to 185 H.P. engines 145 to 434 H.-P. 
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Senate Also Studies Idea... 





Consumer Council Is Planned 


WASHINGTON. — Steps to am- 
plify the voice of the consumer are 
being taken in the nation’s capital. 
The White House has “leaked” that 
it intends soon to make good on 
the Democratic platform plank that 
called for a executive unit to watch 
out for the consumer. 

The proposal for a White House 
consumer council was first men- 
tioned by President Kennedy in a 
speech shortly before the election. 
He suggested that the office might 
be used to help formulate economic 
policy, assist with the work of the 
regulatory agencies, represent con- 
sumers before Congressional com- 
mittees, and inform the President 
“about any deficiencies in adminis- 
tration harmful to consumers.” 

The person likely to be selected 
for the job is thought to be Persia 
Campbell. She is an economics 
professor from Queens College, 
N. Y., and she has been studying 
feasibility of the project. 

Shortly after the Kennedy “leak,” 
Senator Estes Kefauver, Tennessee 
Democrat, announced that he will 


again introduce his bill to estab- 
lish a department of consumers, He 
noted that “many of the objectives 
of the President’s plan are similar” 
to those contained in the Kefauver 
bill of last year. 

The Kefauver announcement fol- 
lowed a move made within the Sen- 
ate by Senator Maurine Neuberger, 
Oregon Democrat. She introduced 
a resolution to create a 15-member 
Select Senate Committee on Con- 
sumer Interests. Its “continuing, 
comprehensive study” would include 
pricing, quality, packaging, label- 
ling, standardization of measures 
and identity, laws relating to credit, 


Rhode Island Dealers 


To Convene April 12 


PROVIDENCE.—The 5ist annual 
meeting and dinner of the Rhode 
Island Automobile Dealers Assn. 
will be held here April 12. Speakers 
will be Associate Justice William E. 
Powers of the State Supreme Court, 
Warren A. King, Life magazine 
automotive merchandising manager. 





S-P in Red Ink, Blames 


Compact-Car 


SOUTH BEND.—Studebaker- 
Packard Corp. is currently running 
in the red, largely due to keen 
competition in the compact-car 
field, the company’s management 
said in its annual report to stock- 
holders. 

The report said that a decline 
in sales and production set in 
after the introduction of 1961 
models and “operations are not 
being conducted profitably at the 
present volume of sales.” 

S-P said that a general softening 
of the auto market was partially 
responsible for the dip into red-ink 

operations. However, competition 
for compact-car sales was given 
most of the blame. 


Of the 24 car lines selling in vol- 
ume, S-P pointed out that 11 are 
compacts which are getting. 30 
percent of total retail sales. S-P 
said that even more compacts will 
be entered in the market. 


The company termed its sales of 
vehicles to dealers so far in 1961 
“unsatisfactory,” resulting in pro- 
duction cutbacks and “considerable 
losses” for the Automotive Divi- 
sion. The company said it was tak- 
ing these steps to meet the situa- 
tion: 

The new president, Sherwood 
H. Egbert, has sounded out deal- 
ers and top priority is now being 
given to strengthening existing 
dealers and adding dealers in key 
markets where the company 
lacks representation. 

Costs are being cut to bring 
overhead in line with reduced 
sales. 

The company is tooling to pro- 
duce a restyled Lark for 1962 and 
is making plans for future model 
years “which we intend to imple- 
ment as marketing conditions may 
allow.” 

S-P also expressed satisfaction 
with its profitable distribution 
rights on the German Mercedes- 
Benz line which, S-P said, took 
third place in sales among imports 
in the fourth quarter of 1960. How- 
ever, S-P said sales results with 
the Auto Union-DKW line had been 
“disappointing.” 

The report revealed that, when 
A. M. Sonnabend left the S-P 
board last year, his option to pur- 
chase up to 500,000 shares of S-P 
stock was terminated. Sonna- 
bend, a Boston financier with a 
reputation as a merger wizard, 
joined the board to direct the 
company’s diversification efforts 
in 1958. 

In addition, the report said that 
Sydney A. Skillman, director of 
dealer relations, has left the S-P 
board. He was named a director in 
1957. 

The 165,000 shares of the com- 
pany’s first preferred stock became 
convertible into common stock at 
the rate of 33% shares of common 


Competition 


for each share of preferred on 
Jan. 1. By the end of January, 146,- 
127 shares of the preferred had 
been converted. 

In acquiring Gravely Tractors, 
Inc., in May, 1960, S-P issued 30,000 
shares of itg second preferred 
stock. Subject to a number of con- 
ditions, this stock with a par value 
of $100 is convertible into four 
shares of common for each share 
of preferred up to April 30, 1965. 


Last week, the S-P board de- 
clared the regular $1.65 quarter- 
ly dividends on each share of the 
first preferred still outstanding 
and each of the second preferred 
shares. Both preferreds pay $5 a 
year in dividends. No dividend 
was declared on the common 
stock. 

Between July 1 and Sept. 30, 
1960, S-P offered its stockholders a 
$100 refund on the purchase price 
of any company: vehicle. The an- 
nual report showed that 526 cars 
and trucks were sold under the 
program. 


The report also showed that 
S-P’s cash position declined sharp- 
ly during 1960. At the end of the 
previous year, the company had 
$62,164,009 in cash and marketable 
securities. At the end of 1960, this 
had declined to $29,893,863. 

S-P also revealed that Egbert 
received a five-year contract 
when he joined the company on 
Feb. 1. 

The contract gives Egbert an op- 
tion to. buy 100,000 shares of S-P 
common at $7.01 a share. The first 
65,000 shares can be purchased 
after Feb. 1, 1963, with the balance 
becoming exercisable in install- 
ments over the following three 


years. 








At Pennsylvania Safety Meeting— 


bankruptcy, advertising and meth- 
ods of costs of production. 

At the same time, the Senate 
Banking Committee is working on 
modifying the consumer finance 
bill, introduced last session by Sen- 
ator Paul Douglas, Illinois Demo- 
crat. This measure, sometimes call- 
ed the truth-in-lending or full 
disclosure bill, would require busi- 
nesses that extend credit to disclose 
to the purchaser his interest pay- 
ments. 

Although the bill is undergoing 
some redrafting, it is said to re- 
tain its requirement that interest 
charges be stated in terms of sim- 
ple annual interest. In hearings 
on the Douglas bill last year, Sen- 
ator Wallace Bennett, Utah Re- 
publican and second-generation 
Ford dealer, explained the com- 
plications that would occur in 
figuring interest on a declining 
balance. 

Arthur H. Motley, president of 
the Chamber of Commerce of the 
United States and publisher of 
Parade magazine, said that the pro- 
posed White House consumer coun- 
cil should not be allowed to join 
the proliferation of government bu- 
reaus that intervene before regula- 
tory agencies. 

In a letter to President Kennedy, 
Motley said that the “acts under 
which these agencies operate al- 
ready require that they consider 
carefully the public interest before 
reaching their decisions.” 


Rambler Bond Plan 


Terminates Quietly 

PALM SPRINGS, Calif. — The 
Rambler bond rebate program 
will not be extended beyond its 
original March 31 termination 
date, American Motors President 
George Romney indicated last 
week. 

Mentioning “conditions that 
proved too adverse for the suc- 
cess of the bond plan,’ Romney 
said AMC would make the cus- 
tomer progress sharing program 
“a day-to-day program of put- 
ting . . . more consumer benefit 
into .our cars.” 
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Spotlight on Wagons— 





Mary Herrera, J. Walter Thompson advertising employe displays some of the news- 
paper ads that the Northern California Ford Dealers Advertising Assn. will use to 
announce a special spring station wagon promotion. Looking on are James E. Minto, 
left, dealer, Burlingame, and James A. King, right, Ford San Jose district sales manager. 


Much Fuss, Few Facts... 


Renault ‘2nds’ in Shadows 


DETROIT.—The Renault, Inc., 
plan to sell 2,000 “second-choice” 
Dauphines to a middleman for cut- 
price distribution to used-car deal- 
ers sat deep in shadows last week. 

After the original news report, 
published March 27 in Automo- 
tive News, Renault dealers told 
Automotive News that Renault 
regional representatives denied 
any such arrangement existed. 
However, Renault spokesmen 
were the source for the Automo- 
tive News story. 

The denials from Renault made 
sense to many dealers, particularly 
since there was no such firm in 
Detroit as Mansfield Motors, origi- 
nally identified as the middleman. 

Cars to be sold to used-car deal- 
ers under the plan will carry sug- 
gested retail tags of $1,070 to $1,170 
and will be covered by Renault’s 
12-12 warranty. The cars apparent- 
ly will not be available to fran- 
chised dealers. 

Despite the denials to dealers, 


Pennsylvania Assn. Group 
Reviews Vehicle Inspection 


HARRISBURG, Pa.— The Penn- 
sylvania Motor Vehicle Inspection 
Program was reviewed in detail by 
the Pennsylvania Automotive Assn. 
Safety Committee at its semian- 
nual meeting in Harrisburg. 

The committee is composed of 
75 new-car dealers from. through- 
out the state. Harold G, Reslink 
(GMC), Erie, was in charge of 
the meeting. 

Edwin W. Parkinson, PAA as- 
sistant general manager, said the 
committee completed plans for 
over 150 local meetings of the 
state’s 50,000 inspecting mechanics 
to be held in April. 

Parkinson also reviewed the re- 
cent Pennsylvania State Police In- 
spection Station Supervisors’ Sem- 
inars held for the 56 state police- 
* * ok 








Attending meeting of Pennsylvania Automotive Assn.'s Safety Committee were, from 
left: Harold Pierce, Department of Revenue; Sgt. Perry Mann, State Police; Mrs. Carolyn 
Gardner, Department of Revenue; G. R. Whitney, National Safety Council; Harold 
Reslink, committee chairman; Park Martin, secretary of highways; Edwin W. Parkinson, 
PAA assistant general manager; Mark H. Bauer, Automobile Manufacturers Assn., and 
Senator George N. Wade, chairman, Senate Highways Committee. 








men who supervise the 12,000 offici- 
ally appointed inspection stations. 

Highlights of the meeting were 

a review of the Pennsylvania high- 
way -program by Park Martin, 
Secretary of Highways; a review 
of national programs of interest to 
dealers by Mark H. Bauer, Auto- 
mobile Manufacturers Assn., and 
a discussion on the various phases 
of the Pennsylvania inspection pro- 
gram by Sgt. Perry Mann, Penn- 
sylvania State Police; Mrs. Carolyn 
Gardner and Harold P. Pierce, of 
the Pennsylvania Department of 
Revenue, and Robert L, Fenton, 
PAA, 

Other speakers were George N. 
Wade, chairman, Senate High- 
ways Committee, and Max W. 
Schmidt, of the Pennsylvania 
Assn. of Professional Driving 
Schools. 


Others attending the meeting as 
guests of PAA included: 

Joseph Andrews, executive dep- 
uty secretary of revenue; James 
W. Miller, director, Bureau of 
Motor Vehicles; Harry C. Coleman, 
assistant director, Bureau of Motor 
Vehicles; Israel Kerson, assistant 
to the director, Bureau of Motor 
Vehicles; Russell Hironimus, safety 
director, Pennsylvania Motor 
Truck Assn.; Edmund R. Ricker. 
chief traffic engineer, Pennsylvania 
Department of Highways; Kenneth 
R. Minich, executive director, 
Pennsylvania Mobilehomes Assn., 
and G. Richard Whitney, National 
Safety Council. 


Vermont Deal Bankrupt 


BURLINGTON, Vt. — Sterling 
Motors, Inc., Morrisville, has filed 
a bankruptcy petition in U. S. Dis- 
trict Court here. The dealership, 
headed by Harry T. Stackpole, list- 
ed debts of $43,666.47 and assets of 
$7,200. 








AUTOMOTIVE NEws learned last week 
that: 

1. The 2,000 cars will be sold to 
and distributed by Mansfield Used 
Car Co., Detroit. 

2. Mansfield will be ready for ac- 
tion in seven to 10 days. 

3. The address of Mansfield, 
12100 Livernois Ave., is a used-car 
lot which has been vacant since 
1959. 

4. Mansfield Used Car Co. is a 
partnership, listing Seymour and 
Evelyn Feldman as partners. 

5. Seymour Feldman is assist- 
ant general manager of Leo 
Adler, Inc., a Detroit operation 
with five new-car locations — 
Plymouth, Chrysler-Plymouth 
and Renault-Peugeot stores in 
Detroit and Renault-Peugeot 
dealerships in Toledo and Indian- 
apolis. 

6. Feldman can be reached at 
DIamond 1-9600, an Adler dealer- 
ship, or at UNiversity 4-3905, his 
residence. 

7. As of last week, Feldman de- 
clined to discuss the deal. 

General manager of Adler oper- 
ations is Sid Brand, who was one 
of the first operators to conduct a 
successful nonfranchised Volks- 
wagen operation in Detroit (from 
an Adler used-car lot). Brand was 
“out of town” last week and un- 
available for comment. 

Following the Volkswagen adven- 
ture, Adler obtained a Renault 
franchise, which it has held for 
about two years in Detroit. 

George Parker, who manages 
the Adler Renault operation in 
Detroit, denied knowing anything 
about the Renault-Mansfield deal, 
adding, “I’d certainly like to get 
my hands on some of these (cut- 
price Dauphines).” 

Parker said Adler sells about 20 
new Dauphines monthly in Detroit 
at full list prices. Before the com- 
pact onslaught, he said, Adler’s 
monthly volume ran about 70 Dau- 
phines, 

Spokesmen for the two other 
franchised Renault outlets in the 
Detroit area, Hodges Foreign Sales, 
Inc., and L. J. Stanford, Inc., said 
they have been selling 25 to 30 
Dauphines monthly at full list. 

Earl Orr, manager at Hodges, 
said, “This (Mansfield deal) could 
hurt if the used-car dealers start 
selling Dauphines in Detroit at 
$1,100.” 

A downstate Illinois dealer snap- 
ped, “This is the stupidest thing 
Renault possibly could have done.” 

There was speculation that the 
cars destined for Mansfield were 
dumped into the lap of Renault, 
Inc., when independent distribu- 
tors were bought out by Renault. 

The distributorship in Chicago 
reportedly had 3,500 Renaults in in- 
ventory when Renault took over 
two weeks ago. Another 2,000 re- 
portedly were part of the factory 
buy-back deal when the Dallas dis- 
tributor sold out. 

“Lots and lots” of Renaults were 
said to be dusting up on West 
Coast docks when the factory 
bought out that distributing opera- 
tion, 





your selling story 
hits him where 
he lives 


heres 


Just as you read Automotive News with a 
more intense and moving interest than other 
publications, so does this big farm customer 
read his Home State Farm Paper. 

This is his occupational “trade paper.” More 
than that, it’s like a visit by @ friendly neighbor . - - 
bringing him local news of people and events he knows «++ 
significant stories of the latest in crops and livestock 
produced under his special conditions. 

From his Home State Farm Paper, this big farm 
customer makes his key planning and buying decisions. No 
other farm publication can match this “right where he lives” 
kind of motivation! 

Our INDIANA FARMER, OHIO FARMER, MICHIGAN FARMER, 
PENNSYLVANIA FARMER, KANSAS FARMER, 1ssoURI RuRALIST 
are Top-Third Farm Markets. KENTUCKY NNESSEE 
FARMER serve the rich Top-of-the-South market. All are printed 
in high-quality color gravure and offset. 


What a customer he is! 


THIS BIG 8-STATE CUSTOMER OWNS AND USES: 

1 046,577 
Trucks 700,604 
Field tractors 1 273,384 
Gallons fuel (est.) 1,728,170,400 
Expenditures for petroleum products . giam $ 342,865,903 


Total spendablie farm income in these 8 states. 093,000 


There’s 4 whole NEW LOOK in 
Farm Paper Advertising —write 


You have new advertising opportunities in the Home State Farm Papers 
never before available in this field. ROP full color at surprisingly low 
nsive plates needed. Full bleed, no charge. Different copy 
no premium. Combination rate savings — earned on 4 
papers up uch as $1,382.40 on a b&w page)- SrRAIGHT-LINE 
ADVERTISING services to help localize; focus and sharpen your selling. 
Send for brochure. 


Home State | = 
Farm Paper Unit oles (=) 


1010 ROCKWELL AVENUE, na | files J 
CLEVELAND 14, OHIO Yas 


TOP-THIRD FARM eeaeet «SOFIE sOUTH STATES 
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%& Envrtor’s Norz: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
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time they are used. 


Dealer Conventions 


“April. 12—Rhode Island Automobile Deal- 


ers' Assn., Sheraton-Biltmore Hotel, Prov- 
idence. 

April 12-13— Kansas Motor Car Dealers 
Assn., Hotel Lassen, Wichita, Kans. 
April 20-21 — Illinois 
Assn., Chase-Park Plaza Hotels, St. Louis. 
April 23-25—Arizona Automobile Dealers 

Assn., Pioneer Hotel, Tucson. 

April 23-25— Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 

April 23-25 — Ohio Automobile Dealers 
Assn., Deshler Hilton Hotel, Columbus. 

April 30-May 2—North Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 

May 7-9—Texas Automotive Dealers Assn., 
Gunter Hotel, San Antonio. 

May 8—Greater New York, Long Island 
and Westchester Automobile Dealers 
Assn., Annual Dinner Meeting, Grand 
Ballroom, Plaza Hotel, New York. 

May 1I1-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile’ Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 14-16—! daho Automobile Dealers 
Assn., Idaho Falls, 

May 14-16—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

May 16-17—Massachusetts State Automo- 
bile Dealers Assn., Boston. 

May 18-20—Washington State Auto Dealers 
Assn., Davenport Hotel, Spokane. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore. 

June 11-13— New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
ment, Saranac Inn, Saranac Inn Post Of- 
fice, N 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 


Automotive Trade 




























































“Why, no, I don't think if would look odd for a millionaire 
your age driving a car like that!!" 











Letterbox 


used if you so request. 





Break Urged for Dealers 
I think it is about time legisla- 


‘Need Understanding . . - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 








is that too many legislators are 


prone to strap the automobile deal- 






Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 





tors at all levels start giving fran- 
chised automobile dealers more 
consideration or they are going to 
“kill the goose that lays the golden 
egg.” 

It is said that seven out of 10 
people nationwide are dependent, 
directly or indirectly, upon the 
automobile industry. This seems 
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Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


* * * 
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ef motor vehicles, parts and accessories; su b Lh , , , , 
A& { 2. Every dollar of auto excise, gasoline and oil taxes, collected by states = ee eee oe tics, textiles, rubber, glass, oil, gas- 
L and U. S. governments, applied to building and maintenance of highways; * April 10-12—Raleigh Auto’ Show, Cam- oline, insurance, paper, banks and 
s { 3. Guard the precepts of individual freedom, which made the U. S. A. cron Village, Raleich : finance companies, roads, highways, 
R ge, Kaleigh. 

great and gave its citizens more of the better things of life than anywhere April 15-23 —- Philadelphia International freeways. In California alone about 







else in the world 





$90. million per year in sales tax, 
about $30 million per year in license 
fees, and over $30 million in other 
taxes. 

Who sells these cars? We auto- 
mobile dealers do—one by one— 
after we have bought them for 
cash only from the manufacturer. 

Who is your franchised new-car 
dealer? First, and I speak as a 
former administrative vice-presi- 
dent of a big bank, he must have 
more general business know-how 
and experience than is required in 
any other business of comparable 
size. Next, if he sells 250 new cars 
a year, he must have a minimum 
of $350,000 capital or its equivalent. 

Now, what has happened to us? 
When McCune Motors started busi- 


Auto Show, Trade & Convention Center, 
Philadelphia. 

Nov. 11-18—Philadelphia Auto Show, Phila- 
delphia. 














* * * 






Capsule Comment 


NADA’S new Task Force has set dealer hearings in 25 
cities in an immediate attack on the dealer financial crisis 
and will meet with various makers in an effort to revitalize 
the franchise system. 

The objectives are vital to the industry; the timing is 
none too soon. 





General 


April 6-8—Northwest Automobile Dealers 
Parts & Service Managers Assn., Win- 
throp Hotel, Tacoma. 

April 12 — Tribute Luncheon, Cocoanut 
Grove, Ambassador Hotel, Los Angeles. 
Sponsored by Automotive Council of 
Los Angeles, Inc, 

April 13-15 — 43rd Anniversary National 
Truck, Trailer & Equipment Show, Great 
Western Exhibit Center, Los Angeles. 

%& May 8-10—1961 Spring Lubrication Sym- 
posium, American Society of Mechanical 
Engineers, Deauville Hotel, Miami Beach. 

%& May 8-l1—1961 Hydraulics Conference, 
American Society of Mechanical Engi- 
neers, Queen Elizabeth Hotel, Montreal. 

May 14-17—39th Annual Convention and 
















Import dealers, not sorry to see the men being separated 
from the boys, believe that imports will always have a niche 
in the U. S. market. 

No reason to panic, say these experienced dealers, just 











because there’s a shakeout of the undesirables. Show, Automotive Engine Rebuilders : 
* * * Assn., Fontainebleau Hotel, Miami Beach. ness in 1948 there were over 48,000 
Oct. 29-Nov. | — National Lubricating |mew-car dealers in the United 





States. Today there are about 32,- 
000. Last year alone over 2,700 went 
broke. Why? An important reason 


Grease Institute, Rice Hotel, Houston. 
Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 


The Big Stories 


35 Years Ago—1926 


Proof that the automobile industry is the largest in the United 
States was attained by a survey showing that it cost the population 
$14 billion a year to own and operate motor-driven vehicles, of which 
there were 20 million in 1926. The cost to average owner was some- 
what over $700 a year. 


20 Years Ago—1941 


Although defense production is the principal effort of the auto in- 
dustry, production of cars also is a vital part of defense economy, 
Paul G. Hoffman, Studebaker Corp., president, said. “To curtail the 
scope of automotive transportation would do a great amount of harm. 
The automobile is no longer the lipstick of national existence; it is 
the life blood.” 


On the average, a dealer will sell one new car each month 
for every 50 active service customers, points out J. C. 
(Larry) Doyle, veteran of 45 years in the auto-selling busi- 
ness. 

What better deal can you get? 
* * * 










Lipman Motors (Rambler), Hartford, has been named 
“Brand Name Retailer of the Year” in the auto dealers 
category. 

— hats off to Morris Lipman and his aides for a grand 
job. 









* * * 


Traffic deaths in January were the lowest in nine years 
and eight percent below the previous year, reports the Na- 
tional Safety Council. 


Bad weather in the East apparently was a big factor. 
* * * 















Consumer plans to buy new and used cars have turned up 
in recent weeks as the recession bottoms out, reports the 
research firm of Sindlinger & Co. 

And women consumers, long given to more pessimistic 
opinions on the economy, have evidenced the biggest in- 
crease in optimism. 







10 Years Ago—1951 


Auto makers began shipping new cars without spare tires as the 
government cut their allotment of tires by 25 percent. 











er with laws, taxes and regulations 
that are impractical, unfair and 
discriminatory. 

Further, these laws and regula- 
tions are administered by antagon- 
istic people in government agencies 
whose antagonism is usually the 
result of their having been fleeced 
by buying a car from some gyp 
outfit thinking they are getting a 
good deal. Sure, we have some 
stinkers in our business, but we 
both know there have been and 
will always be a few of this ilk 
both in Sacramento and Washing- 
ton, D. C. 

We need understanding and more 
sympathy in government. Such un- 
derstanding and sympathy will ma- 
terially help one of the most im- 
portant segments of our economy 
both in the state and ceuntry— 
R. S. McCune (Valiant-Plymouth- 
Chrysler), National City, Calif. 

* * * 


Truck Industry in Peril 


It is apparent that the recom- 
mended truck-tax revision is a bit 
heedless of another facet of the 
truck industry not mentioned in my 
previous piggyback letter printed 
in your Nov. 28 “Letterbox.” It 
would seem unnecessary to mention 
a thing of such magnitude: The 
role of the industry in times of 
national emergency. 

Most people in the trucking in- 
dustry are aware of and accept 
the fact that they are currently 
victims of technological progress, 
represented by the piggyback con- 
cept and its associated transpor- 
tation service advances. 

Compounding this setback to the 
trucking industry is the election 
recession from which we in the 
automotive industry have not yet 
begun to recover. Whether by de- 
sign or accident, the campaign of 
“the apostle of gloom and doom” 
shook consumer confidence, as did 
the Sputnik press splash three 
years previously. In both cases, the 
shaken consumer found his most 
immediate retrenchment in defer- 
ring the purchase of an automobile. 
The consequences are quite evident. 

To make the job complete, it now 
seems that the Administration dons 
a new suit of armor as champion 
of the railroads with the apparent 
intention of slaying the trucking 
dragon with a sword of punitive 
taxation. Trucking must be reduced 
to a pickup and panel affair. This 

(Continued on Page 14, Col. 1) 










Here's why Ford salesmen 


sell more Station Wagons than anybody 


More distinction 
In the Country Squire, you've got the most 
. exclusive look in Ford's field... and you 

can sell it in 6- and 9-passenger sizes! 










More comfort 
People like to see where they're going—and 
Ford alone in its field builds 9-passenger 
wagons with a forward-facing rear seat. 






More savings 
The Ranch Wagon is America's lowest-priced, * full- 
size wagon. And like all Fords, it keeps on saving 
because /t’s beautifully built to take care of itself. 


*Based on a comparison of manufacturers’ suggested retail delivered price. 
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More convenience 


In all six Ford wagons, a roll-down 
rear window is standard. And it's 
electrically operated as standard 
equipment in the 9-Passenger 
Country Sedan and both 

Country Squires. 


More models : 


With this new custom Econoline Station 
Bus now added to the line-up of two 
Falcon wagons and six Ford wagons, you 
can suit any customer's needs exactly. 






More loadspace 


Don't overlook what people buy a wagon 
for... and Ford's loadspace is longest 
and widest in its field. Tailgate openings 
are seven inches wider than last year, too. 














More prospects 
There are more people driving station wagons 
today than ever before. And more people are 
driving Ford station wagons than any other make. 
Remember, Station Wagon Owners... particularly 
Ford Owners... are your best prospects. 


FORD DIVISION backs you best 


Tord Melor Company, 
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Cranks and Pests—and Sometimes a Sale .. . 
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Report from Showroom Floor 


Epitor’s Note: An AUTOMOTIVE 
News correspondent sits in with 
the showroom staff of one of the 
larger dealers in Miami. A frank 
account of his visit may help deal- 
er management see the situation 
from the salesman’s viewpoint. 

* * * 
By Trescot Goode 
Staff Correspondent 


Scene: A large, well-lighted auto 


showroom, bordered by a dozen 
small, partitioned closing offices, 
each with a desk, chairs and a tele- 
phone. Ten or 12 brightly polished 


new cars were on display, while 
scattered around, some in the 


booths, some on the floor, others 
gathered near the entrance, were 
eight well-tailored, alert ‘men, ~the 
sales force of the “bulldog” shift. 

It was 9 p.m., and there hadn’t 
been a soul in the place since 6 
o’clock. 

“Boy, this is the dullest Saturday 
ever,” complained Lew Friedman. 
“I’ve had one ‘up’ since noon, and 
you really couldn’t call it an ‘up’ 
because the guy was only looking, 
owed $400 on a $150 trade, had no 
cash and couldn’t decide what 
model he wanted. 

“I stuck with him until I learned 
he’d had two repos, but it took me 
an hour to find that out.” 

“Shucks,” interrupted Eddie Con- 
don, who has an_ instrumental 
combo on the side. “You got trou- 
bles? Think about me. I finally 
make a good deal with this bimbo 
who's having wife trouble and get- 
ting a divorce. His trade is in both 
his and his wife’s name, so he 
hands me the title and says, ‘Get 
her signature on the deal.’ 

“I go out to her house and ask 
for her signature. You’d think I 
wanted her to sign her alimony 
away. ‘Get outta here,’ she shouted. 
‘If I had a gun, I’d shoot you.’ I 
got, and the deal’s off.” 

Not to be outdone in misery, 
Johnny Jones chimed in: “I 
closed a real dog deal yesterday, 
going down to 50 over card and 
fighting to get it through, Fel- 
low gives me his title instead of 
a downpayment, but finally 
everything’s OK for a delivery 
this morning. 

“So he phones me he’s bought a 
car elsewhere for 20 bucks less and 
wants his title back. He can whistle 
a while for that title. Y'know 
what? I actually believe today a 
buyer will change deals for a lousy 

five bucks.” 

Some of the men were going 
through their files and writing 
postcard reminders to their old 
customers. The postcards had a 
picture of the salesmen with the 
greeting: “Hi! Remember me? I 
sold you that ’58 you said was a 
wonder car, etc.” 

Other men wearily dialed phones 
trying for appointments next week. 
The outside shift had been making 
personal calls on qualified pros- 
pects all day. 

Suddenly everyone perked up. A 
54 with a man, his wife and two 
children pulled up in front, and the 
family emerged. 

“Look at that dog,” exclaimed a 
salesman. “Worth a buck and a 
half if you stretch for it. Who’s 
up?” 

“Your turn, Joe,” said Jimmy. 
“Oh! no,” replied Joe. “You can 
handle that crowd better than I 
can. I'll forfeit my up.” 

Jimmy approached the new- 




















comers with the usual greeting: 

“Can I help you folks?” 

The lady of the house looked him 
over and said, “We wanna see the 
manager. Are you the manager?” 

“No,” said Jimmy, “but I’m his 
assistant. Perhaps I can take care 
of you. Are you interested in a new 
car?” 

Then came the deluge. “See that 
car out there? We bought it here. 
There’s only 76,000 miles on it, The 
brakes are all shot, the transmis- 
sion leaks oil, the tail pipe is rust- 
ed off.” And so on, ad infinitum. 

Poor Jimmy couldn’t wriggle out 
of that one in a hurry. His sales- 
men pals had gone quietly away, 

The telephone rang. Four hands 
shot out to grab the receiver, and 
Clyde Hanning won. “Central Mo- 
tors,” he said. “Mr. Hanning speak- 
ing.” 

Then, with a wry expression, 
“The price of a Corvette at the 
factory? On ‘The Price Ig Right?’ 
Yes, ma’am, It’s $4,665.65. Yes, 
that’s right. You’re welcome. 
Would you like to see one?” 

She had hung up. Clyde slam- 
med down the receiver. “All 
night long they ask the factory 
price,” he said. “I wish to heck 
they’d stop giving those cars 
away. It probably publicizeg the 
car name, but not one in a mil- 
lion who hear it wants or could 
buy the car.” 

“What time is it?’ someone 
asked. “Is everybody in this town 
incommunicado in his house to- 
night? C’mon, Al, let’s close up.” 

“Whaddya mean close up,” re- 
plied Al, the manager and apprais- 
er. “It’s only 9:10. Remember two 
weeks ago we sold a deal at five 
minutes to ten? Lightning may 
strike again. Who knows?” 

“If you guys would just work 
harder and make some night ap- 
pointments, we’d be flooded with 
deals,” A] continued. “People have 

got to have cars, and they’re buy- 
ing them, but elsewhere. Up the 
line they sold two last night.” 

“Oh yeah. I heard about that,” 
said Chubby. “They both cancelled 
today.” 

“You guys give me a pain,” Al 
said. “You are all supposed to be 
crack salesmen but as soon as a 
dull week comes along all you do is 
gripe. The law of percentages al- 
ways works in your favor, The 
more contacts you make the more 
sales. ’ 

“You men just sit on your fan- 





nies and wait for people to ask 
you if you'll] sell ’em a car. The 
house gives you every incentive. 
Didn’t we send a dozen of you to 
the heavyweight fight? Aren’t we 
sending another dozen out charter- 
boat fishing first of the month? 
But you have to do some real work. 
We're here to help you all we can, 
ang icc. 

“Help? What’s that?” inter- 
rupted Chuck. “Only help you 
ever give when I bring in a deal 
is ‘Bump ’em a hundred.’ ” 

“You know better’n that, Chuck,” 
said Al. “The last deal you brought 
me was just about cost, and you 
spent all your energy trying to sell 
ME on upping the trade allowance, 
saying it was a cream puff and 
worth at least a hundred more. 

“So I went with you and reason- 
ed with the customer and we got 
a fair price. And where would you 
have been last month if I hadn’t 
weakened and turned over two 
easy house deals?” 

A customer came in. A _ short, 
stocky man about 40. Going up to 
Larry, he asked: “What’s the price 
of a Bel Air?” 

“What model do you wish, a two- 
door or four-door?” Larry said. 

“Never mind all that crap,” the 
visitor said. “I just asked a simple 
question. Is the price a secret?” 

The man had a chip on his shoul- 
der. Larry was burning, but he re- 
strained himself and said, “Well, 
we have various models in the Bel 
Air line and in order to give you 
a price, I’ll have to know what 
model you have in mind.” 

The man said, “Never mind” and 
stalked out. 

“You sure meet all kinds in this 
business,” mused Larry. 

Another couple entered. “Is 
Norm in tonight?” the woman in- 
quired. 

Norm was, He expected them. 
In 10 minutes, he’d wrapped up 
the deal, made out the statement, 
taken the deposit and promised 
delivery. 

Al, the manager, said: “Just 
what I told you guys. People are 
buying. We have the product. We 
go the limit to make deals. Now 
it’s two minutes to 10. I’m going to 
close early. Hit the lights and let’s 
go.” 

There was a rush for the doors. 

Hope springs eternal in a sales- 
man’s breast. There’s always some- 
one who wants to buy a car. It’s 
finding him that’s hard work. 


Imports’ Role in Recession 
Ignites Canadian Hassle 


MONTREAL.—R. A. H. Wilson, 
secretary of the recently formed 
Automobile Imports Assn. of Can- 
ada, has taken issue with the an- 
nual report of James Coyne, gov- 
ernor of the Bank of Canada. 

In a prepared statement, Wilson 
said he and his associates “are 
tired of imports being mentioned 
consistently as heading the list 
of reasons for Canada’s economic 
problems.” 

Coyne in his annual report had 
placed much of the blame for the 
present “job crisis” on the buyers 
of imports. 

Wilson charged that Coyne’s 





Sales Records for Imported Cars 


13 Months 
Pct. Gain 
in Pene- 
tration 

Pct. of Over Pre- 
Units Industry vious Month 

Jan ’60.. 40,420 9.40 —26.27 
Feb. ...... 42,704 8.64 —8.09 
March .. 50,310 8.43 —2.43 
April .... 48,283 7.46 —11.51 
May ....... 45,623 7.05 —5.50 
June .. 43,309 1.27 3.12 
July ...... 43,537 7.97 9.63 
pO ae 42,577 8.10 1.63 
Sept. ...... 40,441 8.82 8.90 
CGS o..a5003 36,704 6.70 — 24,04 
Nov. ...... 32,479 5.98 —10.75 
BSS. ...44i.:. 32,334 5.94 —0.67 
dan. ...... 25,594 6.19 4.21 





13 Years 

Pct. Gain 

in Pene- 

tration 

Pet. of Over Pre- 
Units Industry vious Year 
1949 ...... 12,251 25 —45.65 
1950 ...... 16,336 26 4.00 
BOR hctecs 20,828 Al 57.69 
1952 ...... 29,299 -10 70.73 
BOR scsens 28,961 50 —28.57 
1954 ...... 32,403 59 18.00 
1955 ...... 58,465 82 38.98 
1956 ...... 98,187 1.65 101.22 
BOE ~ vases: 206,827 3.46 109.70 
1958 ...... 378,517 8.13 134.97 
19659 ...... 614,131 10.17 25.09 
1960 ...... 498,785 7.58 —25.47 


© 1961, Automotive News 





tight money policies were largely 
responsible in 1960 for curbing com- 
pany expansion. 

Restrictions on credit facilities 
and high rates of interest had 
forced many companies to cut back 
on expansion programs and invest- 
ment of capital in new tools, ma- 
chinery and equipment, Wilson 
continued. 

Disappearance of easy credit 
forced many to shut down their 
business or to restrict operations, 
he said, adding “employes became 
more selective and careful in their 
spending habits and by holding on 
to their pay checks ag much as 
possible took considerable money 
out of circulation. 

“This further reduction in con- 
sumer demands now has resulted 
in even more cutbacks and reduc- 
tion of personnel due to accumu- 
lation of inventories. 

“This downward spiral has lit- 
tile or nothing to do with imports 
which quite on the contrary help 
to a major extent to stimulate 
Canada’s trade,” Wilson said. 

Wilson said he feels that “beyond 
any shadow of doubt Canada’s low 
output per manhours and her high 
labor costs, forced on her largely 
by the influence of strong United 
States-controlled labor unions,” are 
stifling her potential markets before 
they can properly be developed. 

He suggested the solution would 
be found in incentives to business 
expansion by immediate moves to 
increase credit facilities and en- 
courage freer spending. 





sae 


Dodge Dealers Select Scholarship Winners— 

Judges selected the winners of the Dodge Scholarship Awards at a recent meeting 
of the Greater Boston Dodge Dealers Assn., the Dodge regional office and representa- 
tives of Batten, Barton, Durstine & Osborne, advertising agency. From left, back row, 
are Sid Goldberg, East Boston; Al Moll, Cambridge; Charles Sanford, assistant regional 
manager; Charles Cargill, Lynn; Joe DeMillia, Belmont. Seated: Richard O. Howe, 
agency representative; Sadie Marshall, Stoneham (Mass.) High School, judge; James T. 
Bothen, Waltham, chairman, Dodge Retail Selling Assn., judge; John J. V. Ventura, 
Belmont (Mass.) Junior High School, judge, and Mark Russo, judge. 








Report from Montana... 


Wagons Roll On in West 


By William Daniel 
Staff Correspondent 


BILLINGS, Mont.—In the West, 
the station wagon continues to be 
a mighty popular model, especially 


Willys Appoints 
Sales Assistant, 


Shifts 3 in Field 


TOLEDO. — The appointment of 
Frank J. Brosnan as assistant to 
the general sales manager of Willys 
Motors, Inc., and the reassignment 





J. H. Thomas 


Frank J. Brosnan 


of three regional managers were 
announced by C. W. Moss, sales 
vice-president. 

Brosnan, with the Kaiser auto- 
motive interests since 1946, has 
been Willys central zone and re- 
gional manager at Detroit since 









J. L. Hendrickson P. J. Noonan 
1953. In his new position he will 
assist James Beattie jr. general 
sales manager, in the marketing of 
Jeep vehicles and related special 
equipment, parts and accessories. 
J. H. Thomas, Willys Southwest- 
ern regional manager at Dallas, suc- 
ceeds Brosnan. Thomas has been 
Dallas regional 
manager since 
1958 and previ- 
ously was Willys 
zone manager at 
Pittsburgh, J. L. 
Hendrickson, who 
has been assistant 
manager of cen- 
tral region, suc- 
ceeds Thomas at 
Dallas. 
oe Earl D. Studer, 
Earl D. Studer manager of the 
Willys Midwest region with head- 
quarters at Chicago, has been 
transferred to Denver as manager 
of the Rocky Mountain sales region. 
He succeeds P. J. Noonan, regional 
manager at Denver since 1958, who 
replaces Studer in Chicago ag Mid- 
west regional manager. 





among low-priced and compact cars. 

Dealers in the medium and 
higher-priced lines report a drop 
in station wagon interest but to 
the compact salesman, the wagon 
is still a hot item. 

Used for camping, hunting and 
fishing in this recreational area, 
wagons are listed as top sales at- 
tractions by all dealers. 

“Station wagon sales are prob- 
ably greater than ever here,” said 
a salesman for R. B. Fraser, Inc. 
(Rambler). 

He said travelling men and busi- 
nessmen are good prospects for 
wagons. About a third of the Ram- 
bler Classics sold this year have 
been wagons, and the picture is the 
same in the American line. 

Empire Motors (Studebaker) said 
50 percent of its 1961 Larks have 
been station wagons. 

“The recreational appeal is tre- 
mendous,” a salesman said. 

Sales personnel at Lew Chev- 
rolet reports wagon sales on the 
increase again this year. Of the 
1961 models sold, about 20 per- 
cent have been wagons, a spokes- 
man said. Wagon sales here have 
risen tremendously during the 
last three years, he added. 

The Chevrolet dealer said inter- 
est in the new Corvair wagon has 
been strong. 

Midland Dodge reported about 20 
percent of new-car registrations are 
station wagons. The dealership 
noted, however, that some wagon 
owners are trading for sedans. 

Salesmen at Archie Cochane 
Ford said wagon sales are below 
those of past years. Still, about 20 
percent of the new cars sold are 
wagons. 

The demand for the Falcon 
wagon is still holding, spokesmen 
said. Some 25 percent of the 1961 
Falcons registered here have been 
wagons. 

Only Ryan Oldsmobile reported 
an increase in wagon sales among 
the medium and large-car dealers. 

“Our wagons are very popular, 
in fact I would say demand is on 
the increase,” a salesman said. 
“We have had some trouble get- 
ting wagons. The demand has al- 
most been stronger than our sup- 
ply.” 

The F-85 wagon was termed the 
best-selling model. 

Whitaker Buick, Sterling Motors 
(Chrysler) and Yellowstone Motors 
(Mercury) said their station wagon 
sales are declining. They noted that 
most wagons being traded on ’61 
models are traded for sedans. 

All three mentioned strong inter- 
est in their compact wagons. The 
fact that most of the compact wag- 
ons list at a lower price than their 
full-sized four-door sedans was 
credited for the sales interest here. 


Dealers to Hold Dance 
PHILADELPHIA. — The Phila- 
delphia Automobile Trade Assn. 
will hold a Spring Dinner Dance 

April 15 at the Barclay Hotel. 








316 REASONS WV 
IT PAYS TO BE 
A GMC DEALER! 
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1. More prospects are becoming satis- 2. GMC Dealers have these exclusive 3. Every truck prospect is a potential 
fied GMC customers. Sales advances selling advantages ... the only GMC owner because GMC Dealers sell 
are the biggest in GMC history. Proof: extended-life V-6 and high-perform- a complete line of trucks—one for every 
GMC sales were up 20% above industry ance Twin-Six engines, the only 48” hauling job from %4-ton pickups to the 
average in 1960. aluminum tilt-cabs, and much more. biggest 60-ton tractors. 





4. GMC owners are satisfied owners. 5. Only GMC Dealers offer all these 6. More prospects know more about 


One reason: trucks must pass over 1000 free, bonus services—specialized engi- the advantages of owning GMC Trucks 
quality-control inspections; near to neering service, free mechanics’ courses, than ever before. This is due to the 
perfection as possible before they are inventory control program, preventive extensive, hard-selling advertising and 
released from the factory. maintenance system and others. sales promotion programs. 


If you are interested in selling the Truck Triumph of the 60’s, a limited number of profitable GMC franchises are available to qualified 
| businessmen. For complete information, write General Sales Manager, GMC Truck & Coach Division, Pontiac, Michigan. 


THE BIG PAYOFF IS HERE WITH GMC—THE TRUCK TRIUMPH OF THE 60's! 








' Bolivia. Depletions in associated 
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(Continued from Page 10) 


is the implication. A few years of|ment was made on the temperature | ford, Steers & Shenfield, Inc., New 


such restrictions will find good 
truck engine and chassis engineers 
as scarce as naval architects in 




































skills must also be expected. 

Few facts and practically no in- 
tellect is required to appreciate the 
role of the truck industry in World 
War II. Yet the military services 
today cry for improvements in their 
trucks and tanks while the indus- 
try continues to shed engineers, 
manufacturing personnel, drivers, 
mechanics, and so on ad infinitum. 
A pickup and panel industry truly 
is in the making. 

Regardless of who gains or suf- 
fers from technological progress, 
or what is fair or unfair in truck 
taxes, I certainly want to stand 
up and be counted when an in- 
valuable military resource like the 
truck industry is in danger of 
emasculation. Ways must be 
found to keep this industry in a 
virile condition in spite of com- 
petitive ambitions. 

Yes, I was in the Navy too. It 
just happens that my Jeep was not 
cut in half by a Jap destroyer.— 
Henry H. Durr, consulting engi- 
neer, 24634 Five Mile Rd., Detroit 
39, Mich. 


* * 
Bought or Sold? 

Regarding your March 13 article, 
“Car Buyer Tells What Sold Him,” 
if I wore a hat (which I don’t), I 
would eat it if you could show me 
where this man was sold a car. 

To me, he simply bought it. No 
selling job done here.—Jack WAL- 
LACE, San Diego. 

+ 


+ 


* 


Fully Automatic 

I enjoyed the article by Joe Cal- 
lahan on levelling devices, but I 
would like to point out one error. 
Mr. Callahan stated that the sus- 
pension on the Citroen was semi- 
automatic and was controlled by the 
driver. This is not completely cor- 
rect. 

The road clearance can be con- 
trolled by means of a lever at the 
side of the dashboard. The clearance 
can be adjusted from 6% inches to 
13 inches but at any setting the car 
will level itself automatically to 
compensate for any shift in weight 
or added load. 

Citroen incorporates this self-lev- 
eling, adjustable road clearance in 
the station wagon, making it pos- 
sible to carry any load without 
sacrificing the riding comfort nor- 
mally associated with Citroen.—Don 
SutTtte (Citroen), Monaco Motors, 
Inc., Detroit. 

* * * 
Pointer 

In the Jan. 23 issue of AUTOMOTIVE 
News, Page 12, “Sales Testing the 
’61 Plymouth” an erroneous state- 


Floridian Faces 
Mail-Fraud Count 


ATLANTA.—Clarence E. Middle- 
brooks jr., former Atlantan now liv- 
ing in Orlando, Fla., has been in- 
dicted here by a federal grand 
jury on a mail-fraud charge involv- 
ing misrepresentation of automo- 
bile “supercharger” kits. 

Assistant District Attorney John 
W. Stokes jr. stated that Middle- 
brooks, operating under the name 
of Oberhausen Engineering Corp., 
claimed that each kit was worth 
several hundred dollars, though 
they sold for $99.50 and $49.50. 

Stokes said that the kits consist- 
ed of some rough metal castings 
which could not be satisfactorily 
used to construct a supercharger 
and that the only way the kits could 
have been put together would be 
to have an entire machine shop. 


LIQUID 
WRENCH 


















SUPER-PENETRANT 
As ey Cet yee ste) tes 


C77) nuts, screws, ‘frozen’ parts! 


“The mechanic’s friend 
+. works in seconds” 


) YOUR JOBBER HAS IT! 
RADIATOR SPECIALTY CO. 


CHARLOTTE, N.C. 






gauge operation: 

“New owners might be advised 
that the Plymouth temperature 
gauge may stop in the center of 
the dial after turning off the en- 
gine. They shouldn’t be concerned. 
This does not indicate a malfunc- 
tion but is just the place in which 
the electric gauge usually comes to 
rest.” 

This is not true. All ’61 Chrysler 
Corp. vehicles have thermal type 
gauge mechanisms with pointers 
which return to below the lowest 
graduation when the ignition is 
turned off. Even the previously 
used magnetic type gauges did this. 
The author is apparently thinking 
of (another make) gauges when he 
makes this statement. — PLyMouTH 
E/NGINEER, 


* * * 
Delayed News Dept. 
In looking at the Feb. 13 issue of 
AUTOMOTIVE News, we noticed a story 
of the appointment of Triumph 
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dealers coming from Cal Sales, Inc. 
We wonder how Cal Sales could be 
sending out news when Cal Sales 
ceased to exist Oct. 4 last year. At 
than time, Standard-Triumph Motor 
Co., Inc. bought this distributor and 
is now operating it as the Western 
Zone.—Ricuarp Frxnr, Doherty, Clif- 











York. 
Eprror’s Note: No triumph for 
* * * 


Us. 
Salesman’s Ideal 


The only salesman organization 
that I would join is one that has 
only two points in the contract: 

1. 3% percent of commission on 
the list price of the car. 

2. Hours of 9 to 6 weekdays and 
9 to 1 on Saturday. 

That would make this business 
a real pleasure and 100 percent bus- 


inesslike.—Scott Mires, Wayne, Pa. 
* * * 


Electric-Powered Bus— 


Northern States Power Co., Minneapolis, is operating this all-electric bus for shuttle 
service between the company’s service center and downtown headquarters. The bus 
accommodates 13 passengers and is battery powered. The bus, powered by 14 three- 
cell, six-volt batteries, makes the two-mile round trip every half-hour during normal 
business hours. Total daily mileage possible on a set of fully-charged batteries ranges 
between 50 and 55 miles. All mechanical parts other than the electric, 13-horsepower 
motor, control panel and speed control mechanism are the same as on gasoline-driven 
vehicles. Starting and speed is controlled by a master switch on the instrument panel. 
Acceleration is controlled by a foot pedal on the floor. There are five speeds in both 
forward and reverse operation. Top speed is 17 miles per hour. 


Keys 
Phi Beta keys 
Have had their day; 
Tau Beta Pi keys 
Are passe; 


So, too, are emblems 
Of our lodges— 
We now wear keys 
That start our Dodges! 
—J. H. Reep 











Now...on your trucks... get an extra 
tire mile for every two you run! 


Se ae ee 


TRANSPORT-100 300STS 


TRUCK TIRE MILEAGE 50% 


Copyright 1961, The Firestone Tire & Rubber Company 


ooo AND MORE 


Tune in Eyewitness to History every Friday evening, CBS Television Network 
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Sales Conditions in Various Areas ... 





Auto Market Reports 


- Salt Lake City 

New-car registrations in the Salt 
Lake City area totalled 986 in Feb- 
ruary, compared with 464 in Janu- 
ary. 

By makes, the y were: Chev- 
rolet, 285; Ford, 193; Rambler, 64; 
Buick, 55; Oldsmobile, 51; Pon- 
tiac, 49; Mercury and Comet, 41; 
Plymouth, 40; Dodge, 35; Cadil- 
lac, 22; Studebaker, 14; Chrysler, 
11; Imperial, 4; Lincoln, 3; De- 
Soto, 1, and miscellaneous, 198. 
New-truck registrations totalled 
157, up from 142 a month earlier. 
By makes: Chevrolet, 73; Ford, 53; 
GMC, 11; Dodge, 5; International, 
5; Willys, 4; Mack, 1, and miscel- 
laneous, 5. 


* * * 
Rochester, N. Y. 
Registration of new cars in Mon- 
roe County (Rochester), N. Y., in 
February totalled 1,623. American 
made cars comprised 1,536 of this 


total. This compared with 1,907 
registrations in February of last 
year of which 1,794 were American 
cars. 

Total registrations for the first 
two months of this year reached 
3,690. For the similar period a year 
ago this figure was 3,840. Of this 
year’s two-months total 3,512 were 
American cars, compared with 3,602 
for last year. The two-months total 
for foreign cars was 178, compared 
with 238 a year ago. 

—Howarp M. Durry 
* * + 


Houston 


February new-car registrations| baker, 4; 


totalled 4,035 in Houston, while 
the new-truck total was 543. 

By makes, new-car registrations 
were: Chevrolet, 902; Ford, 557; 
Falcon, 403; Rambler, 165; Corvair, 
159; Pontiac, 147; Buick, 122; Comet, 
119; Oldsmobile, 118; Volkswagen, 
113; Cadillac, 90; Plymouth, 76; 


Valiant, 60; Dodge, 60; Tempest, 
48; F-85, 42; Lancer, 33; Mercury, 
31; Chrysler, 29, and Lincoln, 28. 
Buick Special, 24; Renault, 24; 
Studebaker, 23; Vespa, 20; Peu- 
geot, 10; Austin-Healey, 8; Im- 
perial, 8; Mercedes-Benz, 8; Tri- 
umph, 8; Volvo, 8; Metropolitan, 
7; Fiat, 5; MG, 5; Opel, 5; Simca, 
4; Vauxhall, 4; Hillman, 3; Sun- 
beam, 3; BMW, 2; Rolls-Royce, 2; 
Willys, 1, and miscellaneous, 8. 
New-truck registrations were: 
Chevrolet, 236; Ford, 210; Interna- 
tional, 33; GMC, 30; Dodge, 11; 
Mack, 5; Volkswagen, 5; Stude- 
White, 3; Autocar, 1; 
Willys, 1, and miscellaneous, 4. 
—Rusy FENOGLIO 
* * * 


Nashville 
Chevrolet led the sales parade in 
Nashville in February with 162 
units, according to registration fig- 


You’ll find plenty of money-making factors in the all-new Firestone Transport- 
100* truck tire! Examples: A new quiet running three-rib stabilized tread design 
for much more mileage. Proved in nation-wide fleet tests to give 50% more 
original tread mileage than any other original equipment Firestone highway tire 
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units under January. 
Other sales: Oldsmobile, 39; 


Rebuilt Brake Shoe Cores Buick, 30; Comet, 27; Mercury, 21; 


Okayed by Rambler 


DETROIT.—A new program to 
save Rambler owners up to half 
the cost of replacing brake shoes 
has been instituted by American 
Motors. 

John S, Krider, AMC’s general 
parts and accessories manager, 
said the savings are made pos- 
sible through the use of recondi- 
tioned metal brake shoe cores, 
to which new linings are bonded. 

Only cores which are in mint 
condition will be used in the ex- 
change program, Krider said. 
The units carry the same war- 
ranty as any replacement part 
and are available for all Ram- 
blers built after 1955, 





ures, Ford followed with 102 and 
Pontiac was third with 45. 

Ford’s Falcon was the leader 
among compacts, however, with 61, 
followed by Corvair with 30 and 
Rambler with 28. 

Volkswagen continued strong 
among the imports, selling 42 units. 
Renault had 10 registrations and 
Borgward, 8. 

February sales totalled 682, 10 





Dodge, 19; Cadillac, 17; Plymouth, 
9; Lincoln, 6; Chrysler, 5; Stude- 
baker, 4; Willys, 3; Corvette, Fiat 
and Jaguar, 2 each, and Austin, 
English Ford, Valiant, Volvo, Mor- 
ris, Opel and Sunbeam, 1 each. 
—Ep GoINs 
+ * * 


Albuquerque 

New-car registrations in Berna- 
lillo County (Albuquerque) declined 
sharply in February from the pre- 
ceding month, with a total 324, 
compared with 492 for January. 

New cars by makes were: Chev- 
rolet, 62; Ford, 57; Falcon, 28; Cor- 
vair, 23; Rambler, 20; Comet, 17; 
Dodge, 15; Pontiac, 14; Plymouth, 
12; Oldsmobile, 10; Buick, 10; Buick 
Special, 9; Cadillac, 9; Valiant, 9; 
F-85, 7; Chrysler, 6; Mercury, 6; 
Lincoln, 5; Imperial, 1, and miscel- 
laneous, 4. 

New-truck registrations totalling 
78 for February, showed an increase 
from January’s 58. By makes: Ford, 
32; Chevrolet, 25; Corvair, 10; In- 
ternational, 3; Dodge, 4; Falcon, 2; 
Mack, 1, and miscellaneous, 1. 

—VeEpA N. CoNNER 
* x * 


Indianapolis 


New-car sales in Marion County 
and Indianapolis numbered 741 in 
February, compared with 1,392 in 
January and 1,808 in February a 
year ago. 

By makes, registrations were: 
Chevrolet, 173; Ford, 113; Plym- 
outh, 83; Dodge, 56; Volkswagen, 
50; Falcon, 48; Oldsmoble, 45; 
Rambler, 41; Corvair, 35; Pontiac, 
33; Cadillac, 22; Buick, 19; Stude- 
baker, 15; Valiant, 12; Chrysler, 11; 
Comet, 11; Lincoln, 10; Mercury, 
10; Fiat, 4; Checker, 2; Mercedes- 
Benz, 2; Vespa, 2; Willys, 1, and 
miscellaneous, 9. 

New-truck registrations totalled 
177 in February, compared with 204 
a month earlier and 229 a year 
earlier, By makes: Ford, 49; Chev- 
rolet, 45; International, 34; GMC, 
16; Dodge, 9; Mack, 8; White, 8; 
Willys, 4; Reo, 3, and Volkswagen, 1. 


—C, L. Kern 
of * * 
Omaha 


A total of 925 new cars were sold 
in the Omaha market in February. 
The top three were Chevrolet, 268; 
Ford, 246, and Pontiac, 61. Plymouth 
registered 58 sales; Rambler, 54, 
and Oldsmobile, 50. 

Of the 161 trucks sold, Ford led 
with 39. Runners-up were GMC, 31; 
White, 23; Chevrolet, 22, and Inter- 
national, 19. 

—ARTHUR R. OLESON 
* * * 


Detroit 


New-car registrations in Wayne 
County (Detroit) in February total- 
led 7,588, compared with 9,425 a 
month earlier and 13,475 a year ear- 
lier. 

Used-car sales totalled 5,919, com- 
pared with 7,352:in January. 

By makes, new-car registrations 
were: Ford, 1,469; Chevrolet, 
1,452; Falcon, 585; Cadillac, 421; 
Corvair, 360; Comet, 355;, Plym- 
outh, 325; Mercury, 317; Pontiac, 
313; Oldsmobile, 264; Rambler, 
262; Buick, 243; Ford Thunder- 
bird, 227; Dodge, 142; Lincoln, 
132; Valiant, 117, and Tempest, 
103. 

Volkswagen, 71; Chrysler, 68; 
Lancer, 66: Buick Special, 49; Re- 
nault, 42; F-85, 40; Studebaker, 38; 
English Ford, 25; Imperial, 18; 
Corvette, 16; Simca, 13; Metropoli- 
tan, 12; Triumph, 9; Opel, 7; De- 
Soto, 4; Fiat, 4; Mercedes-Benz, 4; 
Willys, 4; Sunbeam, 2; Volvo, 2, and 
miscellaneous, 7. 

New-truck registrations number- 
ed 499, compared with 862 in Janu- 
ary and 822 in February, 1960. By 
makes, they were: Ford, 214; Chev- 
rolet, 133; GM&C, 387; Corvair, 35; 

International, 24; Falcon, 21; Dodge, 
15; Willys, 6; White, 2, Studebaker, 
1, and miscellaneous, 11. 


(100-level) that comes on new trucks. New bladed traction slots plus a wide 
shoulder rib to give exceptional improvement in truck steering. Much greater stop 
and go traction power than any other highway truck tire...stops in two-thirds the 
distance required by most other tires on the slickest wet pavement. New stone 
guards keep tread free of damaging gravel and pebbles. In Firestone Shock- 
Fortified Nylon or Tyrex® Rayon cord, tubeless or tubed. How can you afford 
not to use this new truck tire when you can get an extra mile for every two you 
run? See the new Firestone Transport-100 at your nearby Firestone Dealer or Store. 


| *Firestone T.M. 


| Member of THE ATA FOUNDATION of THE AMERICAN TRUCKING INDUSTRY 
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If you have the slightest interest 
in auto air conditioning... 


THE THREE MINUTES IT 


TAKES TO READ THIS AD 
CAN BE THE MOST PROFIT- 


ABLE TIME YOU SPEND 
THIS MONTH! 


New encyclopedia of auto ait- 






Here are a few examples of the money-making information this | 


amazing book will give you. 


Take any General Motors installation — factory or 
Cool Pack — you get on one page this information for every 
item: Part No., Part Description, List Price, Time Allow- 


ance, Labor Cost, Total Item Allowance. 


In General Motors own Parts Manual you would have to 
go to five or six different sections to dig out this information. 
If a car dealer handles only his own makes, this manual can 


save him hours of time every summer day. 


By checking just two pages you can tell a customer in less 
than a minute exactly what it will cost him to transfer a 
Cool Pack from a 1959 Chevrolet to a 1960 Pontiac. 


Say you are a Mark IV or ARA dealer. with this book 
you can take on, not just your own make, but any job that 
comes through your doors. In fact you can go out and seek 
those jobs because you have here the information that lets 
you handle almost every make quickly and profitably. And 
it doesn’t take two or three additional inventories — just 
slight additions. For special order items, the parts numbers 
are there before you for quick easy ordering from the unit 


manufacturer. 


Service any make-get that extra business. ach © 
section of this book has a complete cross reference of ‘ 
clutches and compressors by air conditioning unit manu- 
facturer and by part manufacturer. You may have in stock 
right now the compressors that would let you take on work 
on many additional makes or brands. Just two clutch models 
from a single clutch manufacturer will handle the needs of 
over 90% of the jobs. And this book shows you which ones 
they are. 


Would you lose this job? since 1957 Chrysler has used 
16 different compressor models! You’re not going to stock 
them all, so you are probably going to turn good work away. 
But the Anderson Service Co. book shows you that one com- 
pressor body and approximately $50 worth of seal kits, 
service valves, etc., will let you replace 15 of those 16 com- 
pressors. Stocking all compressors would mean an inventory, 
at list, of about $1400! But a $150 (list price) inventory 


lets you replace any Chrysler factory compressor. 


These are but a few examples. When 
you start working with this book 
you will see dozens more, every 
working day. 


Don’t delay... time will probably not permit a 
repeat of this offer 


MAIL THE POSTAGE FREE CARD TODAY 


If you are in the auto air conditioning business, this is the greatest 
$30 investment you can make. 


REMEMBER—NO RISK 
After you have seen the book, if you are 
not convinced of its value, send it back 
within 10 days and your money will 
be returned. 


ANDERSON 
SERVICE Co. 
P. O. Box 10834 
Dallas 7, Texas 





Please send me immediately. copies of the new 1961 edition of 


ANDERSON SERVICE COMPANY PARTS AND LABOR RATE BOOK 
An Encyclopedia of Auto Air Conditioning 


{_] Send C.O.D., I will pay the postman $30 per copy plus usual 
C.0.D. handling’ charges. (Just fill in and drop card in mail. 
No postage needed.) 


(1 I'd like to save C.O.D. charges. Attached is my check for $30 per 
copy. (Fill out card and mail card and check in your envelope.) 
ee 2 ee si ___Title 
Company. 
PN a ane 
CE aia a ca State. 


BUSINESS REPLY CARD 
PERMIT NO. 8787 


ANDERSON SERVICE Co. 
P. O. BOX 10834 
DALLAS 7, TEXAS 


Don’t delay... time will probably not permit a 
repeat of this offer 


MAIL THE POSTAGE FREE CARD TODAY 


If you are in the auto air conditioning business, this is the greatest 
$30 investment you can make. 


REMEMBER—NO RISK 
After you have seen the book, if you are 
not convinced of its value, send it back 
within 10 days and your money will 
be returned, 


ANDERSON 
SERVICE Co. 
P. O. Box 10834 
Dallas 7, Texas 
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Here’s how the book is organized for easy use. 


For every make of air conditioner listed at the right there is a division of the book. 
In the General Motors division all the information for a particular car and year is on 
a single page. For other makes of air conditioner (Eaton or Clardy, for example) there 
are four sections. 


Section | is the “Spread” sheets. These sheets list in the left column all makes and 
models of cars for which the manufacturer has produced units. Spread out across the 
sheet are the parts numbers for the compressors, condensers, mounting brackets, and major 
drive assembly components — basically, all of the under hood elements — 15 columns 
for each car model. 


Section Il is the valuable cross reference. All compressor assemblies and clutch 
assemblies are listed by unit manufacturer’s part number and by the component manu- 
facturer’s part number. A quick cross check shows the ARA dealer which of his com- 
pressors will fit a given Frigette installation. 


Section Ill is the numerical parts listing. Each manufacturer’s parts are listed alpha- 
betically by function for easy reference. Opposite the name is: Part Number, Manu- 
facturer’s Suggested List Price, Time Allowance (in hours), Labor Cost (@ $6/hr.), 
and Total Cost (part and labor). 


Section IV is the illustrated evaporator section. These exploded illustrations of the 
evaporator assemblies, show each part with its number. You know exactly what you are 
looking for. In many cases the manufacturers themselves have never offered such pictures. 
Once again an alphabetical list shows Part Number, List Price, Time Allowance, Labor 
Cost, Total Item Allowance. 


So simply organized, so easy to uS@ that it pays for itself many times over even if 
you service only your own brand. But for the man interested in really going after the air 
conditioning business, for the man seeking extra profit, this book can be the most valuable 
tool in the shop. Send for it today on a no risk basis. 


USE THE HANDY 
ORDER FORM 


All of this information is yours for 
only $30.00. The profit on just one 
good additional job will pay for it. 
And you can examine the book with- 
out risk. After you have seen the book, 
if you are not satisfied that it will 
help you earn more money, send it 
back within 10 days and your money 
will be returned without question. 


About the author 


Bob Anderson is a graduate engineer. He invented the Mark 
IV unit and established nationwide distribution by 1953. 
After selling his interest in Mark IV, he served for five years 
as consultant to the nation’s largest independent man- 
ufacturer of automotive units. His stature in the industry 
was sufficient to earn the whole-hearted cooperation of the 
vast majority of both, car manufacturers and leading 
independents, in the development of this book. 

Knowing all too well that current models are constantly 
revised, and wanting only complete accuracy, he does not 
attempt to cover current year models. The 1962 Edition 
will have complete information on 1961 models. 


Order either of two ways: 


1. Fill out the attached card, put it 
in an envelope with your check for 
$30.00. You will receive your book 
postage paid. 

2. Fill out the attached card and 
order C.O.D. Pay the postman. 
$30.00 plus the C.O.D. handling 
charge. 


OMe) ae UK 








conditioning gives you great 


- 


new PROFITS! 


PARTS NUMBERS, LIST 
PRICES, AND TIME ALLOW- 
ANCES ON ALL OF THESE 
MAKES OF AUTO AIR CON- 
DITIONERS 


Car Manufacturer Units 


Buick 


Cadillac 
Chevrolet 


Oldsmobile 
Pontiac 


Chrysler 
De Soto 
Dodge 
Plymouth 
Mopar 
Ford 


Edsel 


Lincoln 
Mercury 


Ambassador 
Rambler 


Rambler 
American 


Lark 
Studebaker 


Factory and 
Cool Pack 


Factory 


Factory and 
Cool Pack 


Factory 


Factory and 
Cool Pack 


Factory 

Factory 

Factory 

Factory 

A, Al, D, E 

Factory and 
Polar Aire 


Factory and 
Polar Aire 


Factory 


Factory and 
Polar Aire 


Factory 
Factory 


Factory 
Factory 
Factory 


1957-1960 


1957-1960 
1957-1960 


1957-1960 
1957-1960 


1957-1960 
1957-1960 
1957-1960 
1957-1960 
1957-1960 
1957-1960 


1958-1960 


1957-1960 
1957-1960 


1957-1960 
1957-1960 


1957-1960 
1959-1960 
1957-1960 


INDEPENDENTS 


Every year produced between 1957-1960 


ARA 
Mark IV 
Clardy 


Frigiquip 


Climatic Aire 


Parkomat — Equip-aire 


Wardaire 


Wizard 
Eaton 
Allstate 


Anderson Service Company 


Dallas 7, Texas 














By DAVID J. WILKIE 


IF YOU ARE a diligent or just 
an average reader of today’s copi- 
ous economic surveys, they leave 
you confused, 

You can read that the business 
decline has ended 
and that buying 
again is moving 
upward; you can 
read the exact 
opposite — that 
the buying lag 
will get worse be- 
fore it gets bet- 
ter. You can read 
that the decline 
will end in the 
April-June quar- 
ter; you can read David J. Wilkie 
that it will not end until after mid- 

year. 
Corvair on a Spit— It may be well that the econo- 


The estimated 100,000 persons who visited the Chevrolet show in Albuquerque saw| mists differ so widely in their ap- 
the working parts of Chevy's Corvair, rotating on a spit. The show was housed in a praisals; the variety of views 
balloon-like structure 25 feet high. Housing five separate displays, the structure required | suggests that all phases of the Te- 
three days to set up and two days to dismantle. striction on buying are being 
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THE FIRST NATIONWIDE T YOUR STOCK? 


HAVE YOU ORDERED 


Beginning April 24 & Continuing for 8 Long Weeks 
THE ABC TELEVISION NETWORK WILL BRING YOU 


47,0 
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Wilkie Views... 


Some Hopeful Signs 











studied, One point upon which all 
the experts agree is that the decline 
will end, even if they have to guess 
at just when, 

They have adequate historical 
precedent for that conclusion. 
The nation has been through de- 
pressions, recessions, business 
declines, buying strikes—or what- 
ever you want to call them—for 
generations. They always have 
ended. And, moreover, they in- 
variably have been followed by 
extended periods of prosperity. 

Of course, there are many en- 
couraging signs to justify predic- 
tions of an early return to normal- 
cy. The business analysts have not 
overlooked any of them, Of per- 
haps the greatest significance 
among the indicators of sustained 





factured goods, the stock markei 
has been moving upward steadily 
for more than four months. Scores 
of issues have reached new highs. 
The overall volume of Stock Ex- 
change sales also is higher than it 
was a year ago, 

Unemployed factory workers ob- 
viously do not invest their savings 
—if any—in the stock market. But 
all the stock transfers on the Stock 
Exchange are not traceable to 
wealthy speculators and investors, 
or to so-called institutional buying 
alone. Some of it comeg from salar- 
ied persons with somewhat better 
job security than the hourly rated 
factory worker. 

A rise in stock market values 
coincident with a decline in gen- 
eral business conditions may be 
somewhat difficult to understand. 
Paradoxical as it may seem, how- 
ever, it emphasizes a confidence 
in the business future of the na- 
tion. 


The experts who measure the na- 
tion’s economy with slide rules say 


confidence in the future is the con-| that, despite the high total of un- 


tinuing rise in stock market values. 
* * * 


Stock Market ‘Paradox’ 


IN THE FACE of the downward 
slide in consumer buying of manu- 
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employment, consumer savings gen- 
erally are larger now than ever 
before in a comparable economic 
situation. 


This means there has been no de- 
cline in purchasing power; only a 
lag in consumer confidence. But 
that consumer confidence, too, is 
again beginning to manifest itself, 
say many of the business commen- 
tators. 

a * * 


Don’t Blame Autos 


NO INDUSTRY in the world has 
a greater stake in the overall econ- 
omy than has the American auto- 
motive industry and its hundreds 
of thousands of wage earners. 
There have been attempts in the 
past to blame overproduction by 
the automobile makers for business 
depressions. 


The accusation, naturally, is 
without foundation in fact, The car 
industry always has been the first 
to feel the effects of a business re- 
cession and the last to recover en- 
tirely from it. It isn’t difficult to 
prove this, if proof were needed. 


For profitable operations the 
industry needs steadily increas- 
ing volume. The volume can be 
obtained only through substantial 
extension of credit. The greater 
part of the industry’s sales now 
are on the installment plan. 


And it doesn’t matter whether the 
credit is obtained through bank 
loans or other agencies. When the 
consumer’s confidence begins to 
waver even slightly, he stops buy- 
ing automobiles. 


The industry has been criticized 
to some degree for setting up dealer 
inventories of record size, But with 
the several new model economy 
cars brought simultaneously to the 
market, the makers maintain they 
had no choice. 


The industry’s unemployment 
total is mainly temporary, while in- 
ventories are being reduced. And 
worthy of note, in the overall eco- 
nomic picture, is the fact that only 
part of the unemployed normally 
work in auto factories. 


Mercury to Use 
New Material 
On’62 Gas Pedal 


DEARBORN, — The search for 
new materials and new ways to use 
them is an unending quest in the 
automotive industry. 


An example of what this search 
can produce is a new one-piece, 
self-hinging accelerator pedal made 
of polypropylene developed by the 
product study engineering office of 
Ford Motor Co.’s Engineering Staff 
for use on 1962 Mercurys. 


The new accelerator pedal will 
replace the two-piece, steel-inserted, 
hinged rubber pedal now used. It is 
both lighter in weight and more 
durable, 

The pedal for the 1962 Mercury 
will have a flexible section at the 
base to provide self-hinging for the 
20 degrees of flex between idle and 
full throttle. It will be installed in 
exactly the same way as present 
pedals with bolts through the base 
of the pedal and the floor of the 
car. 

The polypropylene pedals will be 
made at the company’s Brooklyn 
(Mich,) plant by the injection mold- 
ing process. 
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TURNINGS ... 
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Has Horsepower Race 


Shifted to Reverse ? 





By Joseph M. Callahan 


Engineering Editor 


Ane horsepower of the 
average United States 1961 auto- 
mobile engine declined 4 percent to 
228, compared with 238 for the aver- 
age 1960 engine. 
Average horse- 
power in 1959 was 
270. 

Much of this 
decline is repre- 
sented by the four 
new compact cars 
that arrived on 
the scene last fall. 
Their horsepower, 
while substantial- 

re ly greater than 
J. M. Callahan that of the earlier 
compacts, was below the industry 
average and tended to pull the av- 
erage down. 

Average U. S. engine horsepower 
was computed by adding the aver- 
age horsepower for each make and 
then dividing by the number of 
makes—22 this year. Each make’s| 
average horsepower was similarly | 
computed. These figures were not} 
weighted according to the popular-| 
ity of each engine. 

Nevertheless, many existing 
makes increased their average 
horsepower over the preceding 
year. If the engines of the new | 
compacts had not been included 
in the figures, the output of the 
typical 1961 auto would have 
been up five horsepower to 243, 
rather than down 10 horsepower. | 
For the 1961 model year, 10} 
makes hiked their average horse- 
power, five cars reduced it and| 
three makes—Buick, Imperial and 
Corvair—maintained the same 
power. 








* * * 


Ten Up Horsepower 


HE average horsepower was in- 

creased for Ford (up 52), Chev- 
rolet (up 52), Valiant (up 23), 
Dodge (up 15), Chrysler (up 12), 
Oldsmobile (up 8), Falcon (up 3), 
Comet (up 3), Studebaker (up 2) 
and Pontiac (up 1). 

Average horsepower declines 
were registered by Mercury 
(down 24), Lincoln (down 15), 
Rambler (down 11), Cadillac 
(down 10) and Plymouth (down 
9). 

There’s no question but that per- 
formance or power rating is again 
becoming important. to the auto 
makers. Evidence of this was the 
covert, but increasing participation 
by the auto companies in activities 
at Daytona Beach, Fla., last Feb- 
ruary. 





* * * 


LSO, the auto makers are again 

trying to outdo each other in 
horsepower ratings. An example of 
this was the recent Ford announce- 
ment that its newest engine (which, 
coincidentally, was announced just 
about the time of the Daytona 
Beach stock car races) had a 
horsepower of 401, the greatest in 
the industry. 

Meanwhile, there are several 
reports that certain auto makers 
are not going to take this an- 
nouncement with their engineers 
idling, and are currently develop- 
ing engines of even greater horse- 
power. 

The last peak in the horsepower 
race was reached in 1958 with an 
average horsepower of 281. These 
cars were introduced shortly after 
the auto makers agreed on a self- 
imposed ban on further power em- 
phasis. The average 1957 horse- 
power was 261. 

A total of 89 engine combinations 
are offered by the auto companies 
this year. Naturally, many of the 
variations are not different engines. 
They’re standard engines modified 
with special carburetors, manifolds, 


cams and other features. 
* * * 


Answering Questions 


UESTIONS about the auto in- 

dustry are endless. Here are 
some that have been recently put 
to this writer. 

Q. When is some auto maker 
going te have eneugh courage to 
produce a functional, durable, 





easy-to-enter and comfortable 
car? 

A. This question is asked more 
than any other. As a matter of fact, 
it was asked so often that Checker 
Motors is now producing such a 
vehicle for the public. However, 
current sales seem to indicate that 
this is a car people like to dream 
about, but they don’t particularly 
care to buy. 

Q. Does the wheelbase of a car 





Clarkston Motor Folds 
CLARKSTON, Mich. — Clarkston 
Motor Sales (Chrysler-Plymouth) 
has sold at auction its shop equip- 
ment, office furniture and machines 
and 20 new and used cars and pick- 
ups. 


THE NEW 





ever change while the car is mov- 
ing? 
* * * 
YES, the wheelbase on the av- 
® erage car that is moving 
changes frequently, depending on 
the contour of the road. However, 
this change amounts only to about 
a quarter of an inch. The shackle 
on a rear multi-leaf spring is de- 
signed to accommodate this vari- 
ation. It’s no problem on a car with 
rear coil springs. 

Q. Is there any reason why disc 
brakes have not been offered by 
U. S. auto makers? 

A. There are many arguments 
for and against disc brakes, but 
certainly a major factor in this 
country is the heavy investment in 
drum-brake equipment which the 
car makers and their suppliers 
have. 

Q. Is there any interest in anti- 
skid devices for automobiles? 

A. There has been a fair amount 
of research on antiskid devices 
which cause the brakes to release 
momentarily whenever a car begins 
skidding. However, most evaluation 
studies on this device have reveal- 
ed that, while skidding can be 
pretty well eliminated, the stopping 
distance of the car is actually in- 
creased. 

Q. Has the radio and television 


Now offered in regular transcontinental passenger service, 
American Airlines’ new 707 Astrojet brings you a new 
standard of jet performance by the airline that’s first 
choice of experienced travelers, 

Powered by revolutionary new Jet-Fan engines, the 707 
Astrojet greatly outperforms all other airliners. It takes 
off more quickly, uses far less runway than the best of 
standard jets. Aboard it, you experience a wonderful 
feeling of confidence as the Astrojet climbs swiftly to 


*Service mark of American Airlines, Inc, 








Average H. P. 


1960 
327 


Imperial 
Dodge 
Lancer 
Plymouth 


251 


Ford 


Lincoln 
Mercury 
Buick 
Special 
Cadillac 





Studebaker 
Average 


* * ok 
interference coming from vehicles 
in this country been completely 
eliminated ? 

A. No, although the resistor 
spark-plug cables now used on all 
U. S. cars was a major step in this 
direction. A good deal of static- 
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JET AGE: STAGE IT 


cruise easily, smoothly, within 





21 
producing interference still ema- 
nates from U. S. trucks and foreign 
cars. 

In the near future the Automo- 
bile Manufacturers Assn. may sug- 
gest a deadline at which time all 
American trucks should have their 
radio interference suppressed, just 
as they did in regard to cars. 

* * * 
WHY do some normally hon- 

© est engineers speak against a 

certain feature or device one year 
and speak for it the next year? 

A. Often, this can be explained 
by a basic rule that “you sell what 
you got.” This can be a particular 
problem for engineers and execu- 
tives when a device or vehicle 
concept (such as the compact 
car) has a long gestation period. 

Q. Automotive suppliers often 
have very worthwhile car improve- 
ments, but they seem reluctant to 
talk about them. Why? 

A. There are at least two reasons. 
If the improvements are accepted, 
the car makers prefer that they 
be kept secret until the new models 
are announced. If the advances are 
not accepted, the suppliers are 
afraid of being accused of attempt- 
ing to ram the improvement down 
the manufacturers’ throat by sell- 
ing it to the public. 





the transonic range— 


faster than any other jetliner in the world. 


In keeping with its 25-year tradition of leadership, 
American is proud to be first in bringing you this new 
dimension in jets—this historic new era in air travel. 


AMERICAN AIRLINES 


America's Leading Airline 








WHO BUYS THEM NEW-WHO BUYS TWO? 
A NEW REPORT ON YOUR BEST CAR MARKET. 


It was true in 1957-1958! True in 1959! True again in 1960! 
Holiday families are your best new-car, two-car market! A 
third annual study just completed shows that in 1960, 
31.9% of Holiday families bought at least one new car, of 
these, 13.5% bought two or more! Your Holiday salesman 
has the full story. Call him today! HOLIDAY MAGAZINE 
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A Monthly Section for those who make, sell and service America’s Trucks, 
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Profits Expected 
To Remain Off 
In School-Bus Field 


20,000 Sales Seen 
In ’61; Trend Is Noted 
To More Seats Per Unit 


—— the industry is looking 
ahead to another year of ap- 
proximately 20,000 school-bus sales, 
it does not see any opportunity for 
better-than-normal profits for ei- 
ther truck dealers or body distribu- 
tors. 

There is a definite indication, 
however, that a majority of the 
school districts will go for more 
seats per bus to take care of ex- 
ploding pupil loads. 

In the desire to get more pas- 
senger capacity without going to 
longer vehicles with their turning 
limitations, many districts are 
going to the pusher-type or for- 
ward-control type vehicle. 

With the pusher type they can 
get a 73-passenger body on chassis 
with wheelbases no longer than 
needed for 60-passenger bodies on 
the conventional chassis, 

Experts expect the 48-passenger 
bus to lose ground drastically this 
year, with most districts going to 
54 and 66 passenger in the conven- 
tional line, and from 71 to 79 in the 
pusher or transit type. 

To take care of pupils who live 
too far off established routes for 
the regular bus to pick them up 
economically, a new 12-to-15-pas- 
senger bus seems to be meeting 
favor. 

* * Ea 


Many to Modify Buses 


ANY school districts are con- 

sidering modifying the stand- 
ard specification of their school-bus 
chassis this year to get heavier 
axles and larger brakes. Both fac- 
tory and dealers say, however, that 
this will not aid the profit situation 
because there always will be some 
maker willing to meet the new spe- 
cifications at low net increases. 

The big problem in the school- 
bus business this year, and it 
looks as though it might continue 
for a number of years, is getting 
sufficient heat in the larger buses 
operating in the North, 

The industry reached a limit of 
heating by warm water from the 
engine a year or sO ago, and as 
engines have been improved, the 
heating situation worsens. 

Up to now bus makers have re- 
lied on warm water from the cool- 
ing system to heat school-bus bod- 
ies, but as bus sizes increase, the 
demands on the hot water heaters 
increase. 

Some school authorities have sug- 
gested that vehicle makers allow 
for larger openings in the cooling} 
system to enable the heaters to do| 
a better job, but the manufacturers 
oppose this violently because it} 





(Continued on Page 32, Col, 3) | 
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Sales Leaders— 


Ret-White Motor Sales (Ford), Walnut 
Creek, Calif., sold 208 trucks in 1960 to 
become the district's second largest Ford 
truck dealer. The firm was first in 1959 
with 270 sales. From left are Ret Turner, 
dealer, and Vaughn Graybehl, sales man- 
ager. 





* * * 


IRUCK sales continue to bear out 

the optimism expressed by both 
experienced dealers and factory 
sales prognosticators early in the 
year. Sales in January ran 7 per- 
cent above the sales for January, 
1960. 

Practically every major truck 
factory has announced that sales 
in the first 10 days of March 
were above the comparable Feb- 
ruary period. The gains ran as 
high as 19 percent. 

One heavy-duty manufacturer in- 
creased production 20 percent in 
January over December and an- 





Expects to Sell More in ’61... 





Calif. Dealer Optimistic 


Lipo Ret Turner says he thinks 
that 1961 will be a better truck 
year than 1960 it isn’t wishful think- 
ing. It is the considered opinion 
of a man who has been a top truck 
salesman for years. 

Turner bases his opinion on the 
reaction he is getting from many 
of the larger fleet customers he 
has been supplying for years. 
These customers didn’t buy last 
year but are in the market for 
trucks right now. 

Turner is the Ret of Ret-White 
Motor Sales (Ford), Walnut Creek, 
Calif. The dealership is located less 
than 30 miles from Oakland, within 
easy commuting distance from San 
Francisco. 

Before coming to Walnut Creek 
and opening the dealership in 1954 
with Cecil Whitebone as partner, 
Turner made a name for himself 
as a truck sales manager for one 
of San Francisco’s largest Ford 
dealerships. 

e % 

URNER’S record in Walnut 

Creek proves that he hasn’t lost 

his truck touch. Last year he sold 
208 trucks and 553 cars. 

In 1959, Turner put 270 cargo 
haulers in the hands of new own- 
ers to earn the title of the No. 1 
heavy-duty Ford truck dealer in 
the district. In 1960 he dropped to 
second place despite the fact that 
he sold 38 percent of all the 
heavy-duty trucks in the district. 
Turner credits his success to his 

knowledge of trucks and that he 
takes care of his customers. Deal- 
ers in the area also add that Turner 
is very promotion minded and is 
always working some program to 
capture the attention of both car 
and truck buyers. 

Figures seem to support the fact 
that Turner takes care of his cus- 
tomers. His absorption rate last 


year hit 76.9 percent, despite the 
hee eee 





‘Pusher’ School Bus Gains in Popularity— 





The 73-passenger ‘‘pusher-type”’ school bus is growing in popularity throughout the 
country, especially in suburban areas. This GMC Model SPV-5019 with Superior coach 
body has a 227-inch chassis and a 351-cubic-inch V-6 gasoline engine mounted trans- 
versely in the rear with a V-drive to the rear axle. 


fact that he was only able to hold 
16 percent of his car owners and 
42 percent of his truck owners as 
regular service customers. 

Being near the two large cities 
where the majority of his customers 
work and selling trucks to fleets 
work against Turner. Many of his 
car customers get their cars serv- 
iced in Oakland or San Francisco 
while they are working. 

* * o* 


Few Customers Return 


ANY of his truck customers 
rarely bring their trucks back 


to Walnut Creek for maintenance 
(Continued on Page 29, Col, 3) 


IH to Step Up 


Of Field, Retail Salesmen 


HICAGO. — International Har- 

vester’s Motor Truck Division 
has instituted a program to in- 
crease the efficiency of its sales 
force. It is under the direction of 
G. Byron Healy, general supervisor 
of sales personnel development, 

“We are doing a lot more busi- 
ness,” Healy said, “so it stands to 
reason our demands for qualified 
field personnel have risen pro- 
portionately. If we intend to be- 
come an even bigger factor in the 
truck business, those demands 
will rise still more.” 

He added that competition, cou- 
pled with rising costs which are 
cutting into profit margins, make 
it mandatory that “we continue to 
field the most expert selling team 
Wwe can muster.” 

Healy, a former Los Angeles dis- 
trict manager, has been with the 
Motor Truck Division 23 years. 

* * * 

pers his four years in Los 

Angeles, he doubled the dis- 
trict’s truck sales volume. In 1959, 
his last full year there, Los An- 
geles led the nation’s IH truck dis- 
tricts in sales, edging out New York 
and Chicago for the first time. 

He sees his new assignment fun- 
damentally as planning and coor- 
dination in four main areas. They 
are: 

1. Attraction of the best manpow- 
er available. 

2. Training of dealers in man- 
agement methods and dealer 
salesmen in selling methods, 

3. Training of all sales personnel 
for advancement. 

4. Followup training to keep all 
personnel abreast of product and 
market changes, 

* o* * 
ILE the first conference and 
much of the future efforts will 
be aimed at company-employed 





Optimism Borne Out... 


Truck Sales Gaining 





other 10 percent in February over 
January. At the end of the first 
10-day period in March, the com- 
pany still had a backlog of orders 
that was 38 percent higher than at 
the first of the year. 

Farm income has been reported 
as up 4.83 percent over last year. 
Since one out of every five trucks 
are sold to farmers or those in the 
farm-supply area this indicates 
that farm-truck gales this year may 
show a comfortable increase over 
last year. 

* * 

— expenditures in 

January were at a rate of $55.3 
billion as against a rate of $55.2 
billion for 1960. This is held to be 
another encouraging indicator for 
heavy-duty-truck sales because ap- 
proximately 15 percent of all trucks 
are sold for use in construction. 

Both dealers and factory sales 
departments continue to state that 
fleet buyers, who were not in the 
market at all last year, are plan- 
ning purchases for both renewal 
and expansion. 

The new “compact” market 
continues to expand as more and 
more truck users find a use for 
the new units. Ford claimed its 
Econoline sales in the first third 
of March were up 40 percent over 
sales in the like period of Feb- 
ruary. 

Most activity to date in the truck 
field seems to be centering around 
the light jobs under 10,000 pounds 


Its Training 


salesmen, Healy’s plans include a 
comprehensive program for dealers 
and their salesmen. 

The program will stress employe 
recruiting methods, evaluation of 
prospective employes, performance 
appraisal and a district sales- 
trainee setup to develop the zone, 
branch and district managers of 
the future. 

A manual of operation is being 
prepared for branch managers, 
and a product information de- 
velopment center is a project of 
the division’s sales engineering 
center. 

The information center will com- 
pile data on IH and competitive 
trucks for the company’s sales 
force and dealers, 

“There is a popular conception,” 
Healy said, “that good salesmen 
have to be born, that many things 
about selling just can’t be taught. 
I am convinced that this idea has 
been consistently overrated, and 

(Continued on Page 32, Col, 5) 





Dealers Urged to Seek 


School-Bus Business 


DETROIT.—School officials say 
that far too many dealers won’t 
even bid on school-bus business. 
They say they would like to buy 
locally and in many cases from 
dealers in a certain line. 

Many dealers no longer submit 
offers because highly competitive 
bidding has driven profits down, 
but, trade authorities say, every 
dealer should enter a profitable 
bid. If another dealer underbids 
him and he loses it, he has lst 
nothing but does have the assur- 
ance that if he had gotten the 
business, he would have made a 
profit. 













GVW and in the heavies over 19,500 
pounds GVW. 
* 


* * 


More Imports 


i 1960, the industry sold 520,641 
units in the 6,000-pound-or-less 
GVW class as against 506,120 sold 
in 1959. Of last year’s total 36,934 
were imports, an increase of 695 
import units over 1959. 

Thus, without the imports, the 
under-6,000 class represented 53.36 
percent of all truck sales. With the 
imports included, this class repre- 

(Continued on Page 36, Col, 3) 


Truckin’ 


Booster for ‘T Day’ 


A TIP of the chapeau and a bow 
from the waist to Claude Klugh, 
of the Pennsylvania Automotive 
Assn., for the fine presentation of 
truck retailing in the March 16 
issue of “The News Front,” official 
bulletin of Pennsylvania dealer as- 
sociation. 

He devotes the entire bulletin to 
the subject of “Truck Retailing— 
Don’t Treat Them Like Stepchil- 
dren.” 

In his treatise he points out 
that trucks represent about 20 
percent of the average dealer’s 
sales and profit opportunity. Some 
good combination car and truck 
dealers I know will dispute this 
and say that trucks represent 20 
percent of the vehicles built, but 
that they represent 30 or more 
percent of the dollar volume and 
profit opportunity. 

But regardless of whether its 20, 
or 30 or more, the ‘toncluding two 
paragraphs of his treatise mean the 
same. It’s a big enough potential 
for any dealer in business to make 
money to put some effort and study 
in knowing more about it. 

Claude says, “Trucks represent 
about 20 percent of the average 
dealer’s sale and profit opportunity. 
It should be reasonable to expect 
the dealer, then, to give 20 per- 
cent of his personal interest, time 
and management effort to trucks. 

“With this viewpoint, the dealer 
will quickly realize that trucks de- 
serve a fair share of his merchan- 
dising activities. Again, if trucks 
represent 20 percent of his busi- 
ness, why not 20 percent of facil- 
ities, inventories, manpower, adver- 
tising, training and sales direction 
to trucks? 

“It is this kind of thinking that 
has prompted many dealers to set 
aside one full day each week as 
‘T day,’ when all activities in the 
dealership are concentrated on the 
truck business, and salesmen make 
contacts exclusively on truck pros- 
pects.” 

* * * 


Profitable Game 


LAUDE points out that the truck 

business is profitable and that 

one “group of truck dealers earns 
(Continued on Page 28, Col, 1) 
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Start earning real profits with 
a ‘Jeep’ franchise. Average 
gross profit per vehicle is over 
$400 after washout! Sales vol- 
ume is at an all time high. 
And every vehicle sale opens 
up the door to sales of ‘Jeep’ 
approved special equipment, 
which are high profit items. 
As a ‘Jeep’ dealer you are sup- 
ported by Maverick and Hong 
Kong....two top national net- 
work TV shows...reaching 
millions of people every week 
of the year. No other commer- 
cial vehicle dealer gets sup- 
port like that from the factory! 


And consider this: you can —_ Fin QUT ABOUT A ‘JEEP’ FRANCHISE NOW! 


add the ‘Jeep’ franchise to a aT 
an existing line with little 
increase in your overhead! 
‘Jeep’ vehicles...made only 
by Willys Motors, one of the 
growing Kaiser Industries. 
® 


VEHICLES 


For complete information on how a ‘Jeep’ franchise can eliminate your pinched profits, write: Cruse W. Moss, Vice President in Charge of Sales. Willys Motors, Inc., Toledo 1, Ohio. 
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How They Fared... 
Commercial Car Registrations 


By Makes 


January, 1961 vs. 1960 


Percent 
Share of 
"61 Market 


34.54 
32.30 
9.75 
8.30 
4.54 


Percent 
Share of 
60 Market 


30.57 
32.20 
12,72 
6.87 
4.57 
3.20 


° Jdan., 
1961 1960 


17,805 
18,750 
7,408 
4,000 
2,660 
1,865 3.74 
1,232 1.40 2.12 
848 97 1.46 
127 53 22 
205 29 35 
88 09 15 
3,246 3.55 5.57 
58,234 100.00 100.00 
*—White includes Autocar, Freightliner, Reo and Sterling. 
**—Miscellaneous includes imports, Corbitt, Divco, FWD, Kenworth, Marmon-Her- 
ington, Peterbilt, etc. —Compiled from R. L. Polk & Co. data. 


Make 
Chevrolet 





Brockway 
Miscellaneous** 
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As Six Makes Widen Shares... 


Truck Sales Reach 6- Year High 


UCK sales for 1961 got off to 

the best start in six years in 
January, figures for R. L. Polk & 
Co, show. 

Registrations of new units in 
the month numbered 62,307, a 
gain of 6.99 percent over the 
58,234. registered in January of 
last year. It was the highest total 
for any January since 1956 when 
66,141 new trucks were sold in 
the year’s first month. 

Six truck lines had all of the 
gains in January. The other five 
and the miscellaneous group suf- 
fered sales losses in an expanding 
market. 

Chevrolet boosted sales to 21,519 
units to take first place in the sales 
race. This was good for 34.54 per- 
cent of the market, 3.97 points more 
than the line took in January of 
last year. 

* * * 
PART of Chevrolet’s increase 
and those of several other lines 
can be traced to the 1959 steel 
strike. In January, 1960, truck sales 





were held down by decreased stocks 
due to the steel strike. This Jan- 
uary, field stocks of trucks were 
adequate, 

The other four lines which in- 
creased their January sales and 
market penetration were: 

Ford, 20,123 units sold, 32.30 
percent of the market, up 0.10 
percentage points on penetration; 
GMC, 5.172 units, 8.30 percent, up 


Baker Equipment Named 


Highway Trailer Distributor 


CHARLESTON, W. Va. — Baker 
Equipment Engineering Co., Inc., 
has been appointed distributor for 
commercial truck-trailers manu- 
factured by Highway Trailer In- 
dustries, Inc. 

Baker Equipment will handle 
sales and service throughout most 
of West Virginia and adjoining 
counties of Southeastern Ohio. 
Charles S. Foutche, one of the 
founders, is president of the 25- 
year-old firm. 
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TOUGH-BUILT FOR SHOVEL SERVICE 


@ Compensating air delivery control. 


Delivered air is proportional to 


operating force. 
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MIDLAND-ROSS CORPORATION 


Owosso, Michigan 








1.43 points; Willys, 2,332 units, 
3.74 percent, up 0.54 points, and 
Studebaker, 330 units, 0.53 per- 
cent, up 0.31 points. 

Dodge increased sales to 2,830 
units but the gain was not as great 
as the increase in the total truck 
market. Therefore, penetration 
dropped 0.03 points to 4.54 percent. 

* * * 


HOSE with sales declines and 
their figures were: 
International, 6,074 units seld, 

9.75 percent of the market, down 
2.97. points; White, 871 units, 1.40 
percent, down 0.72 points; Mack, 
606 units, 0.97 percent, down 0.49 
points; Diamond T, 178 units, 9.29 
percent, down 0.06 points; Brock- 
way, 57 units, 0.09 percent, down 
0.06 points, and miscellaneous, 
2,215 units, 3.55 percent, down 2.02 
points. 

Perhaps the most significant de- 
crease was that of the miscellane- 
ous group, which consists largely of 
imported trucks. This is the first 
severe setback for the group after 
several years of increasing sales. 

a * ap 

ALIFORNIA was in its usual 

place as the top truck-buying 
state in January. The top 10 states 
and their registrations for January 
of this year and last were: 


Jan., Jan., 

1961 1960 
1. California. .............. 6,503 6,038 
| eee 5,180 5,277 
3. New York ............. 4,310 2,398 
Wis IONS sancecssikcistesveses 2,986 2,815 
Ee ee 2,553 2,571 
6. Pennsylvania ...... 2,342 1,773 
4. North Carolina ....1,987 1,826 
Bi OTN sie ivcisseiseiecs 1,936 2,021 
9. New Jersey .......... 1,770 1,714 
10. Michigan .............. 1,647 2,838 


January sales topped the year- 
earlier total in 32 states and the 
District of Columbia while 17 states 
reported decreases. In Kentucky, 
January sales amounted to 395 
units in both years. 


ATA Combines 
°61 Roadeo and 
Safety Meeting 


WASHINGTON.—The first com- 
bined National Truck Roadeo and 
annual meeting of the council of 
safety supervisors of the American 
Trucking Assns. is scheduled for 
Aug. 13-17 in Detroit. 

The two events, which have been 
held separately in the past, were 
combined “to help the truck fleet 
safety man conserve on travel time 
and expenses and to provide one 
big trucking industry safety affair 
which will better serve his needs,” 
according to Program Chairman 
Finley S. Lake, safety director of 
Interstate System, Grand Rapids, 
Mich. 

The Roadeo will begin Sunday, 
Aug. 13, in Cobo Hall, with regis- 
tration and written examinations, 
Lake said. Semifinals will be held 
Monday and Tuesday, and the an- 
nual roadeo drivers’ banquet is 
scheduled for Tuesday evening. 
Finals will take place Wednesday 
evening. 

The council’s sessions will begin 
Tuesday morning (Aug. 15) at the 
Fort Shelby Hotel. The five-day 
combined Roadeo-annual meeting 
will conclude Thursday evening 
with the annual safety awards ban- 
quet. 

Tentatively, four classes of com- 
petition will exist in the Roadeo 
this year. Representing the major 
types of trucks used in the nation, 
they are the straight or delivery 
truck, four and five-axle tractor 
trailers and tank truck. The top 
three semifinalists in each class will 
compete in the finals. 

As in the past, winners in each 
of the four classes will receive $50 
monthly for a year from ATA, and 
runner-up will receive $30 monthly. 


Navy Uses Electrode 


PHILADELPHIA.—An advanced 
type of electrode that Exide Indus- 
trial Marketing Division of Elec- 
tric Storage Battery Co. is using 
for its own fuel-cell electric power 
developments also is being used 
as a key component in yet an- 
other new type of fuel cell, this 
time for the Navy. 
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' stock car racers remove rayon tires 


At such leading tracks as Sebring and Daytona, you won't find a 


set of rayon tires in the race. Why? Because these tires aren't This 


considered good enough for the burning speeds of racing. 

What tires are used? Down the line, you'll find nylon cord 
tires. Stock car drivers know that only nylon cord can take it 
when the going gets rough. It’s been’provedinthelab, proved 
in road tests: at heat generated at high speeds, nylon cord has 


CHEMSTRAND 


NYLON 


almost twice the strength of rayon cord, including Tyrex rayon. 
preference for nylon cord tires shows up among regular 


drivers, too. When it’s time to replace tires, each year, more 
and more people choose nylon cord tires even though they 
cost a little more. Your customers would probably also pre- 
fer nylon cord tires on new cars if they had their choice. 
Why. not make the offer? It could help close a sale. 


Chemstrand’nylon 


Chemstrand makes only the yarn; America’s finest mills and manufacturers do the rest. 


THE CHEMSTRAND CORPORATION + GENERAL SALES OFFICES: 350 FIFTH AVENUE, NEW YORK 1, N. Y. 
DISTRICT SALES OFFICES: 350 Fifth Ave., New York 1; 344 Overwood Rd., Akron, Ohio; 197 First Ave., Needham Heights, Mass.; 129 West Trade St., Charlotte, N. C.; California Office: 707 
South Hill St., Los Angeles 14. Canadian Agency: Fawcett & Co.,34 High Park Blvd., Toronto, Canada» PLANTS: CHEMSTRAND® NYLON— Pensacola, Fla.; ACRILAN® ACRYLIC FIBER—Decatur, Ala. 
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Truckin’ . 


(Continued from Page 24) 


a substantial profit from the sale of 
trucks, with the variable gross run- 
ning $277 per unit nationally to 
say nothing about the profit from 
the sale of parts and service.” 

Commenting on the dealer who 
says there isn’t any money in the 
truck business, he points out, “Re- 
gardless of all of the other favor- 
able factors, the most important in- 
gredient of any business to produce 
a good profit is the degree of man- 
agement skill applied by the opera- 
tor. 

“As a matter of fact, there 
isn’t any money in the restaurant 
business, the grocery business, the 
clothing business, the passenger 
car business or any other busi- 
ness unless it has intelligent, con- 
scientious and enthusiastic man- 
agement and direction.” 

He points out that the demand 
for trucks is rising at a faster rate 
than the demand for new appli- 
ances, faster than the increase in 
population, faster than residential 
construction and faster than the 
demand for new cars. 

The reason? One is the shift of 
population to the suburbs. Another, 
the relocation of plants miles from 
the nearest rail line. Eighty percent 
of the nation’s freight now moves 


by truck. 
* * * 


240 Tons a Family 


a. annual freight tonnage haul- 
ed by truck amounts to 240 tons 
per family or putting it another 
way, the average American family 
has a truck working for its exclu- 
sively two months out of every year. 
And Claude doesn’t say anything 
about the growth in service trucks 
needed to take care of the furnaces, 
radios, washers, air conditioners, 
television and all the other elec- 
trical appliances that are so com- 
mon to the American way of life. 
Many people say the truck busi- 


20 Pct. Savings 
Claimed by Ford 
With Econoline 


DEARBORN. — A Ford executive 
reports that Econoline owners are 
saving 20 cents on the dollar due 
to a total cost of operation 20 per- 
cent under that of the conventional 
pickup. 

He further reported that Econo- 
line Owners save 29 percent on gas- 
oline, 23 percent on tires and 24 
percent on maintenance costs. 

J. L. Hooven, assistant chief en- 
gineer, Ford Division, said that 
these savings were revealed follow- 
ing a 20,000-mile durability test that 
included poor gravel roads, broken 
blacktop surface, high-speed high- 
way, a variety of severe grades, salt 
bath and potholes. This test was 
2% times more severe than average 
customer driving, he said. 

Results of an engineering test 
procedure developed from fuel 
economy data obtained from cus- 
tomer and fleet operators show that 
the Econoline has a fuel economy 
of 12 percent over the foreign truck 
and 48 percent over the conven- 
tional truck, Hooven stated. These 
fuel economy results are based on 
simulated stop-and-go city driving 
and a highway test at various 
speeds and acceleration. 


Fitzpatrick Defeated 


BURLINGTON, Vt. — Democratic 
Mayor James E. Fitzpatrick, a 
truck dealer, failed in his bid for 
reelection. He was defeated by Rob- 
ert K. Bing, a 30-year-old lawyer 
with no previous experience in city 
government. Fitzpatrick hag 15 
years’ experience in. municipal] ac- 
tivities. 







PORT-A-WALL 3” 
TOPPER 


Buy them black 
ond make them white 
with the new 

Port-A-Wall Topper. 












Bearfoot Airway Corporation 
Automotive Division @ Wadsworth, Ohio 
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ing together of truck stop opera- 

tors who have pledged themselves 
to a high standard of unquestioned 

integrity and honesty in business 
and to the maintenance of ade- 
quate facilities. 

Among the requirements for a 
truck stop operator to become a 
member is a pledge to observe the 
organization’s code of ethics and to 
have the following facilities: 24- 
hour service, diesel fuel, restaurant, 
sleeping facilities, showers, ade- 
quate parking facilities, tire repair 
facilities and overall cleanliness. 

Among activities of NATSO will 
be the furnishing of credit informa- 
tion, the maintenance of legal coun- 
sel and an information staff at 
Washington, operation of a group 
health insurance plan with special 
low rates, an annual convention and 
a public relations program design- 
ed to upgrade the truck stop indus- 
try on a national] basis. 

The truck stop movement with 
full service for truck and driver 
has been on the increase for some 
time. Just recently, Tidewater Oil 
Co. put out a booklet listing their 
65 truck stops in the seven west- 
ern states and 22 stops in the eight 








the factual, rather than the emo- 
tional or defeatist, approach. 

And being businessmen they are 
more direct and easier to deal with, 
especially if the dealer or salesman 
has convinced them that he knows 
what he is talking about and isn’t 
just “running off at the mouth.” 
They frequently know exactly just 
what they want and need but can 
be sold up if the dealer has the fig- 
ures to prove his statements. 

They respond more readily to 
salesmanship on product features 
—especially those which can help 
them do their work more effi- 
ciently at a lower cost. 

There is no great mystery about 
the truck business that a little 
solid concentration on the subject, 
and the prospect, won’t eliminate 
in the dealer’s mind. It may take 
a little more product “boning” than 
most passenger-car selling, but if 
done properly the rewards will 
amply justify the labor. 

CJ * * 







eo ce e By Jack Weed 















ness is America’s fastest growing 
business. Over 10% million trucks 
operate today, a number that has 
doubled just since the war. With 
the rapidly increasing population, 
the need for all kinds of goods 
and services, the growth in our 
nation’s economy and the Federal- 
aid highway program, the num- 
ber of trucks in operation is ex- 
pected to double again by 1975. 

With all of these factors on the 
plus side then why, oh why, do 
so many dealers continue to lessen 
their own opportunity for profit as 
well as undercutting the market 
for every other dealer in their 
area by giving their truck profits 
away? 



































oxy 


“Boss, are you sure we can’t 
afford our bookkeeper any more?” 























Truck Stop Assn. 


NEW trade association in the 

highway transportation field is 
the National Assn. of Truck Stop 
Operators, which has just been 
formed. Executive offices are now 
functioning in Washington, and of- 
ficers and a board of directors of 


the new organization have been 
named. 

Oran V. Jarrell, of Jarrell and 
Glancy Truck Terminals, Inc., Hew- 
lett, Va, has been named presi-| states covered by the eastern divi- 
dent of NATSO. sion. Some of these stations will 

He says that high on the list | be able soon to recap tires for 
of NATSO objectives is the band- | truckers while they sleep. 


* * * 


Practical Prospects 


INCE trucks are business ma- 
chines, truck owners in the main 
are businessmen who buy for prac- 
tical economic reasons. They like 








and 

















Separate Building for Trucks— 


Truck service at Ret-White Motor Sales (Ford), Walnut Creek, Calif., is taken care come from $763 to over $2,000 ajinserts, solid 


of in a separate building with doors high enough to accommodate any type truck. Month per salesman. 
In addition to this service, the dealership is considering putting on a “service wagon” whee . 
that will take maintenance service to the customer rather than have the customer vas is accomplished with a pay| partment BMD, Carborundum Co., 

plan that provides 35 percent of | P. O. Box 337, Niagara Falls, N. Y. 


come to the shop. 
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Expects to Sell More in’61... 





(Continued from Page 24) 


his heavy-duty equipment. 


averaged $12.36 on cars and $16.52 | units. 


is that he gets the best men avail- 


Currently he has nine car and two 
truck salesmen. 


Evinrude are winning 


the outboard race around the world 


Outboard Marine puts its message before nearly 65 million of the 
world’s best customers by using the Digest at home and abroad 


“Around the world, our sales volume today is 
more than 16 times greater than it was 20 years 
ago; Reader’s Digest has played an important 
part in achieving this growth,” says Stephen F. 
Briggs, Board Chairman of Outboard Marine, the 
outboard leader that produces both Johnson and 
Evinrude motors. 


“Outboard Marine began using Selecciones 
(the Latin American edition of the Digest) twenty 
years ago, during its first year,” Briggs continues. 
“The success of this investment led us to become 
one of the first advertisers in the U.S. edition. 
Since then we have consistently increased our 
Digest advertising for Evinrude and Johnson both 
here and abroad. Results have been so satisfac- 
tory that now we're using the Digest globally.” 


In the U.S.: a 12-page insert 


The backbone of the Johnson 
division’s 1961 promotion and 
merchandising in the U.S. was 
a detachable 12-page insert in 
the March Digest. This un- 
usual selling device reached 
a third of America’s out- 
ge’ board pleasure-boat own- 
ers in the Digest .. . and added 
millions through reprints. 








Outside the U.S.: 
109 pages in 26 Digest editions 


Evinrude and Johnson are running a bigger schedule 
than ever in the International Editions of the Digest 
during the current sales year. In selected editions 
they are also being joined by Gale, Outboard Marine’s 
other line of outboard engines. 


“We take full advantage of the Digest’s flexibility,” 


says S. A. Briggs, President 
of Outboard Marine Inter- 
national. “We can reach in 
the Digest not only mil- 
lions who want motors for 
pleasure boating, but a 
great many others who 
need motors to transport 
industrial products and com- 
mercial goods by water.” 







Quick Facts for U.S. and Global Advertisers 


World's largest circulation: U.S. Digest circulation 
(over 12,500,000) is nearly twice that of any other 
magazine. Overseas circulation (9,005,248) is 10 times 
greater than any other international magazine. 


Highest-quality audience: The higher the income 
level. the more Digest readers you find. In the U.S., 
nearly half are in the top economic third. 


Lowest cost: In the U.S. and most overseas markets, 
the Digest reaches responsive millions at lower cost 
than other U.S., international or foreign magazines. 


Double your chances-to-sell: Because each Digest 
copy is read repeatedly, you get extra chances-to-sell. 
In the U.S., for example, a typical Digest ad is looked 
at over 60 million times (against about 30 million 
times for Life, Look or Post). Allowing for page costs, 
each Digest dollar doubles your chances-to-sell. 








Truck Dealer Optimistic - 


work. One of his customers is a| the gross on new cars, with a mini- 
contractor who does most of his| mum of $50; one-third of the gross 
work outside of this country. Yet}on new trucks, 
Turner supplies him with most of| of $50, and 7 percent of the selling 
difference or 25 percent of the 

Last year, customer labor aver- | gross, whichever is greater, on used 
aged $13.66 per repair order on | units. A $10 minimum and $100 
cars and $16.96 on trucks. Parts | maximum has been set on used 


with a minimum 


on trucks. ’ Turner believes in keeping his 
Another of Turner’s basic reasons| servicemen busy. Long ago he 
for success and holding customers! fgynd out that when a mechanic 


h i . s 
able as salesmen and mechanics Cutting-Tool Catalog Out 


NIAGARA FALLS, N. Y.— Car- 

Ret-White’s sales force is not|borundum Co.’s new catalog on 
covered by contractual agreement,|Stupalox ceramic cutting tools, a 
an unusual situation in the San|28-page, two-color folder, gives the 
Francisco area. However, they are| properties data on Stupalox and 
among the highest paid in that sec-| specifications and prices on throw- 
tion of the country, ranging in in-|away inserts, heavy-duty button 


blanks, single point tools, and tool 
* holders. It is available from De- 
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tries to make work for himself 
that is when the shop gets the 
most comebacks, 

Neither Turner nor his sales man- 
ager, Vaughn Graybehl, are ever 
satisfied that they are getting the 
most out of their efforts. They even 
try to improve the programs that 
have been successful. 

An indication of the way this fast 
working team operates can be seen 
in the results they obtained recently 
on a check of the effectiveness of 
their direct-mail list. 

J * * 


Promotion a Success 


— mailed a proclamation of 
what the dealership had accom- 
plished in the past few years in a 
goodwill building effort. But they 
also included a coupon good for $25 
on the purchase of a new car, with 
the stipulation that the coupon 
didn’t have to be turned in until 
after the car had been purchased. 
This was designed to let the cus- 
tomer know that there would be no 
chance that the car price would be 
hiked to cover the $25 rebate. 

Greybehl said 11 persons col- 
lected on the coupon the first 
week and that they made rebates 
to 17 new customers in all. 

Turner and Greybehl got the an- 
swer they were looking for. They 
got better than four percent re- 
sponse on the mailing, which Grey- 
behl feels is high. 


Frantz Predicts 
New Attacks on 
Illegal Trucking 


FORT WAYNE, Ind.—-More ag- 
gressive action by the nation’s 
motor carriers to curb increasing 
activity of illegal operators was 
predicted here by a trucking offi- 
cial. 

Welby M. Frantz, chairman of 
the board of the American Truck- 
ing Assns., declared that the “solu- 
tion of illegal transport... and the 
erosion of traffic from the legiti- 
mate carrier by activities of some 
exempt haulers is a problem of 
such magnitude, volume-wise and 
geographically, that its solution 
will take some doing.” 

Under law, firms which haul their 
own goods in their own trucks are 
not subject to rate regulation by 
the Interstate Commerce Commis- 
sion. 

A “gray area” operation would be 
for-hire services performed by such 
a “private” hauler without author- 
ization, a circumvention of rate 
regulation. Carriers hauling only 
certain agricultural products are 
also exempt from rate regulation, 
but may not legally haul nonfarm 
items for hire in interstate com- 
merce. 

Speaking before the Central Area 
Shipper-Motor Carrier Conference, 
Frantz said that the ATA Execu- 
tive Committee has approved sug- 
gested legislation which would en- 
able a trucking company which 
suffers damages from illegal opera- 
tions to seek a court injunction 
against that operation. 

The present route to such relief 
lies through the Interstate Com- 
merce Commission, Frantz said. He 
noted, however, that “while our 
proposal retains in that body its 
exclusive jurisdiction to pass upon 
questions involving interpretation 
of its certificates, permits, rules, 
regulations and the like, this new 
approach will enable those suffer- 
ing from patent violations of the 
(Transportation) Act to initiate 
and obtain relief much more di- 
rectly and expeditiously.” 


Air Lubricates Bearings 


DETROIT. — Research engineers 
at Chrysler Corp.’s Missile Division 
have developed two air-lubricated 
bearings that are said to hold 
promise for a wide range of fu- 
ture military and space transpor- 
tation applications. One generates 
its own air film when rotated at 
high speeds. The other is made 
from a special porous sintered pow- 
dered metal through which pres- 
surized air is used to form a lubri- 
cating film. 
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AGAINST LOSS FOR 


2 FULL YEARS 


(OR 24,000 MILES!) 


NEW GUARANTEE GIVES YOU BIG 
NEW PLUS FOR YEAR ROUND PROFITS! 


In 1958 cars or newer, DOWGARD Coolant is 
guaranteed against loss by Dow for two full 
years or 24,000 miles, whichever occurs first. 
(Replacement for loss the first six months is 
free; from 6 to 18 months 50% of retail price; 
from 18 to 24 months 75% of retail price.) 
This means that customers will get all the 
benefits of DOWGARD through 1961, ’62 and 
part of ’63 (summer and winter) for only 
about 50¢ per month. The guarantee re- 
quires customer call-backs for an inspection 
every six months. DOWGARD must be in- 
stalled by a service dealer. (We insist on 
this because we honor the guarantee.) This 
new guarantee policy gives you a stronger 
sales approach. 


NOW, SELL TWICE THE VALUE— 
AT NO INCREASE IN PRICE! 


After continuous testing and use in the field, 
DOWGARD Coolant has proved it’s good for a 
lot longer than just one year. Therefore, 
Dow now recommends its use for two full 
years. There’s no change in price . . . no 
change in DOWGARD Coolant’ssuperior ability 
to stop rust and corrosion damage in the 
cooling system .. . plus guaranteed freeze 
protection anywhere in the continental 
U.S.A. and outstanding protection against 
overheating. What’s more, DOWGARD adds 
life to an engine—a bit more zip, a lot more 
dependability. DOWGARD gives you new sell- 
ing opportunities—not just for one season— 
but year ’round, year after year. 


DOWGARD COOLANT IS SOLD THROUGH SERVICE DEALERS 


DOW DISTRIBUTION POLICY ANNOUNCED EARLY IN 1960 STILL STANDS. DOWGARD COOLANT WILL BE 
SOLD THROUGH ESTABLISHED NEW CAR DEALERSHIPS, SERVICE STATIONS AND INDEPENDENT GARAGES 
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Announcing another premium product— 


DOWGARD Antifreeze! 


NOW! A NATIONAL BRAND ANTIFREEZE FOR SERVICE 
DEALERS WITH A GUARANTEE AGAINST LOSS, AND... 


IT’S COMPETITIVELY PRICED. 


Here, truly, is the quality antifreeze for 1961 that 
will equal or outperform any antifreeze formulation 
now available. Yet DowGaRpD Antifreeze is priced 
competitively with other dealer-installed antifreezes. 


For car owners who (for some reason) still insist on 
antifreeze, DOWGARD Antifreeze offers the finest 
engine protection for one full winter. It’s the premi- 
um national brand antifreeze guaranteed against 
loss for one full winter driving season—till May 1! 
Absolutely the finest antifreeze available today! 
Meets and exceeds every car maker’s specifications 
for an ethylene glycol antifreeze. 





THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN <> 


STRENGTHEN YOUR SALES NOW... WITH THESE PREMIUM PRODUCTS FROM DOW! 
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°61 Sales Expected to Hit 20,000 Again... 


Little Gain Foreseen 
In School-Bus Profit 


(Continued from Page 24) 


rT | 





Superior Unveils New Transit Buses— 


The Sightseeing Express is one of five 1961 transit bus models introduced by Superior 
Coach Co., Lima, O. Called the Express series, the line includes one model for over- 
the-highway transportation and four models for local service. The Sightseeing model 
features special seats and extensive window and roof glass areas. The model is avail- 
able in three seating capacities. 


would tend to reduce engine effici- 


ency. a 


EHICLE men claim that most 

engines in schoo] buses are run- 
ning too cold to get highest effici- 
ency, and if more hot water is 
taken out of the system, it would 
cause other problems in addition to 
less engine efficiency. 

The only solution to the prob- 
lem, the experts believe, is for 
the school authorities to switch 
to gasoline heaters. These, of 
course, would drastically cut gas- 
oline mileage during the winter 
months. 

Other growing modifications seen 
in the school bus field include a 
trend to larger generators to take 
care of the needed electrical] output 
and the use of shock absorbers on 
the rear of the chassis. 

More and more school districts 





are swinging to full air brakes to 
provide essential operating safety 
and to lengthen the life of the 
braking system, 

Power steering, which was 
thought might become one of the 
important options, still seems to be 
lagging in favor. Only a small per- 
centage of the buses being sold 
today call for this option, mostly 
because of a lack of money. 

However, larger front axles up to 
7,000-pound rating are being speci- 
fied, as well as 22-inch steering 
wheels to ease steering, especially 
in states where housewives are em- 
ployed as school-bus drivers. 

ok ok * 


Calif. Study Watched 


1. California investigation of 
auxiliary emergency braking 
systems is being watched closely 
since it is one safety item that ex- 


braking system 
with a 


high 1.0. 


The Kelsey-Hayes Three Way Safety 
Brake System has been tested in 
daily use for more than two years 

on school bus fleets. Approved in 
several state school bus 

specifications for 1961, this system 
provides maximum safety where 
needed most. 








The best features of air, hydraulic 
and mechanical braking have been 
combined to provide axle-by-axle 
protection reducing failure hazards 
to a minimum. 


1. If rear hydraulic line or wheel 
cylinder fails—you still have full front 
brakes with their own power assist! 


2. If front hydraulic line or wheel 
cylinder fails—you still have full rear 
brakes with their own power assist! 


3. If air supply should fail—you 
still have direct mechanical actuation 
of full rear brakes! 


Write Kelsey-Hayes Company, 
Detroit 32, Michigan. 


KELSEY 





perts feel is receiving too little at 

tention from both vehicle makers 

and school districts. 

The problems that are being ex- 
perienced this year are largely the 
same as those encountered in the 
past few years, late buying by the 
schools which will mean a grand 
rush for August deliveries with 
many school districts being left 
waiting for their new equipment, 
the demands for specialized equip- 
ment which disrupts straight line 
production and many times slows 
up the delivery of a chassis for sev- 
eral weeks and the lack of clearcut 
state specifications and the varia- 
tions in interpreting these which 
also slow up the production process. 

There seems to be a desire on 
the part of most school districts 
for the maximum in safety being 
built into the vehicles they buy 
but due to budget limitations 
many times these specifications 
must be cut back at the last min- 
ute. This also slows up the de- 
livery. 

This is usually due to an imbal- 
ance of school taxes or the eruption 
of a political clamor over the size 
of the school budgets. 

There is nothing much that the 
chassis dealer can do about this 
except to work for as early an 
order on the chassis as possible and 
get his part of it in the works as 
early as possible. 

He can also do himself and his 
school district a distinct service, 
especially where there is keen com- 
petition, by protesting any ease- 
ment on specifications brought on 
by cut-pricing that would tend to 
make the bus unsafe for the area. 

Despite the lack of profit in the 
school-bus business due to the 
fact that more states buy on bid, 
local truck dealers continue to 
make every effort to get school 
districts in their areas to buy 
their make of bus. 

They feel that the advertising 
and service from such sales is 
worth the effort expended to con- 
tact local school boards and make 
a “pitch” for the business. 

One of the things that make 
school boards tend to increase bus 
specifications is the number of ac- 
cidents in which schoo] buses are 
involved and which get widespread 
publicity. School boards are very 
safety conscious, as they should be, 
and will strain every point and dol- 
lar to get what they consider a 
thoroughly safe vehicle for their 
type of terrain. 

* * ed 

HILE the manufacturers have 

a committee of dedicated men 
who work closely with school au- 
thorities on developing the safest 
yet most economical vehicle for 
pupil transportation, the lack of 
profit in school-bus business is 
showing up in the degree in which 
the vehicle makers go after the 
business. 

This year there will be three re- 
gional and one national NEA con- 
vention, and while in former years 
several vehicle makers would be 
showing buses at all meetings, this 
year only one maker has shown at 
the regional meetings. No doubt 
more will show at the national. 

The committee of engineers on 
the school-bus committee for the 
truck makers is composed of Mil- 
ton Lichty, International Harvest- 





HAYES 
GOMIPRANINT 


World’s largest producer of automotive 
wheels, hubs and drums 


er; Larry Boyd, GMC Truck & 
Coach; Jack Gilson, Ford; Louis 
Taub, Chevrolet, .and Arnold Schu- 
pert, Reo Division, White Motor Co. 


IH to Step Up 
Its Training of 
Retail Salesmen 


(Continued from Page 24) 


OPERATIONAL PLANTS: Detroit, Jackson 
and Romulus, Michigan; Los Angeles, 
California; Philadelphia, Pennsylvania; 
Springfield, Ohio; New Hartford and Utica, 
New York; Davenport, Iowa; Rockford, Illinois; 
Windsor and Woodstock, Ontario, Canada, 


we’re planning a program that will 
prove it.” 
* * * 

E ADDED: “Ag business has 

grown and increased in com- 
plexity, the salesman’s job has fol- 
lowed suit. Management of an ef- 
fective sales organization today — 
whether it’s a dealership, a branch, 
a district or only a parts depart- 
ment — is continuously demanding 
new knowledge and new ideas.” 

Healy concluded: “It boils down 
to this. The old ‘better mouse- 
trap’ theory just won’t stand up 
in today’s highly competitive 
economy. 

“Success today depends on three 
things: A good product, economical 
and high-quality production and 
professional distribution by a pro- 
fessional sales organization.” 
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Across the Nation... 


Truck News in Brief 





CLINTONVILLE, Wis. — FWD 
Corp. has purchased all of the capi- 
tal stock of Wagner Tractor, Inc., 
Portland, Ore., for an undisclosed 
amount under FWD’s expansion 
program, according to Maurice E. 
Ash, FWD president. 

Wagner, with annual sales in ex- 
cess of $3 million, will be operated 
as an FWD wholly owned subsidi- 
ary under the direction of Ash. 
Wagner produces heavy-duty, rub- 
ber-tired tractors ranging in size 
from 130 to 700 horsepower for use 
in materials handling, agriculture, 
earth moving and construction and 


logging. a 


Equipment Show to Feature 


‘Perimeter Cooling’ Trailer 


SAN FRANCISCO.—A “perimeter 
cooling” van trailer produced by 
Utility Trailer Co. will be one of the 
new products featured at the In- 
ternational Truck, Trailer and 
Equipment Show here June 28-30. 

The refrigerated trailer, called 
the first of its kind, employs a new 
cooling method whereby a flow of 
cool air is thrown between outside 
shell and lining before prefrozen 
freight is loaded, a show spokes- 


man said. 
* * * 


Truck Tire Service Manual 


Announced by Cooper 

FINDLAY, O.—A truck tire serv- 
ice manual has been announced by 
Cooper Tire & Rubber Co., Find- 
lay, O. 

According to R. P. Rebhorn, 
Cooper truck tire sales manager, 
the manual contains literally hun- 
dreds of ideas for cutting truck tire 


costs. 
* ok * 


ICC Alters Regulations 


On Fire Extinguishers 


WASHINGTON.—V ehicles re- 
quired to carry fire extinguishers 
now may use a unit rated at 4 B:C 
or better by Underwriters’ Labora- 
tories, regardless of its size, if it 
meets certain other requirements 
set forth by the Interstate Com- 
merce Commission. 

Among the requirements is that 
the extinguisher be equipped -with 
a gauge or similar device to indi- 
cate whether it is fully charged or 
to what degree it is charged. Fire- 
extinguisher rules apply to trucks, 
truck-tractors and buses seating 
more than eight persons. 

ok * * 


Used Trucks Stressed 


At GMC Field Meetings 


PONTIAC.—A series of meetings 
pinpointing the profit opportunities 
for GMC truck dealers through in- 
creased used-truck sales is being 
held in GMC Truck & Coach Divi- 
sion’s 19 national sales zones. 

Sessions are conducted by dis- 
trict managers. A main feature of 
the meetings is a slide film titled 
“Back Breakers or Profit Makers.” 
It describes the value of a sound 
used-truck program and the ways 
in which a dealer can set up a full- 


scale used-truck department. 
* * ok 


New Steel Field-Tested 


On Transit-Mix Drum 


PITTSBURGH. — A _ prototype 
concrete transport mixer has been 
moved into a rigid on-the-job pro- 
gram to test laboratory findings 
that a new abrasion resistant steel’s 
lightweight toughness can add 
8 million pounds of payload capac- 
ity to the average service life of 
mixing drums on this equipment, 
reports National Steel Corp. 

The prototype’s mixing drum is 
21 percent lighter than steel drums 
now in service. It was produced at 
the St. Louis plant of Concrete 
Transport Mixer Co., a major pro- 
ducer of such equipment, with tech- 
nical assistance from the product 
development staff of National 
Steel’s Great Lakes Steel Division. 
The new steel’s extra high strength 
and superior abrasion resistance is 
expected to increase’ transport 
mixer drum life by about 30 per- 
cent, National said. 

* oe oe 


Baker Named Distributor 


CHARLESTON, W. Va. — Baker 
Equipment Engineering Co., Inc., 





has been appointed distributor for 
the line of commercial truck- 
trailers manufactured by Highway 
Trailer Industries, New York. 

* * * 


Private Truck Council Adopts 


Stand on Reorganization 

WASHINGTON.—Any reorganiz- 
ation plan affecting the reorganiza- 
tion of Federal’ transportation 
agencies should be approved by 
resolution of Congress, according 
to a resolution adopted by the mem- 
bers of the Private Truck Council 
of America, Inc., at its annual con- 
vention. 

Council members also reiterated 
their opposition to any increase in 
the federal gasoline tax. 

Es ag * 
Harris to Distribute 


Peterbilt in Midsouth 

CAPE GIRARDEAU, Mo.—Har- 
ris Motor Car Co. has been named 
a distributor for Peterbilt trucks 


Kentucky, Tennessee and Arkansas, 
previously not covered by Peterbilt. 
Harris, organized in 1917, has a 
long background of truck sales and 
service. It also distributes Dorsey 
trailers. 
* * * 


Trailmobile Expands 


Kansas City Branch 


FAIRFAX, Mo.—A building here 
has been leased by Trailmobile, Inc., 
as the firm doubled its Kansas City 
branch space. 

For the last 15 years, Trailmobile 
has occupied about 13,000 square 
feet in Kansas City. It has moved 
to the Fairfax property which in- 
cludes a _ 24,000-square-foot, one- 
story building and 60,000 square 
feet of adjoining yard area. 

Ea * * 


Truckers Continue Study 


Of Walkout Insurance 


MIAMI BEACH.—“Service inter- 
ruption insurance,” a type of mu- 
tual aid agreement currently in 
effect among members of several 
industries to assist firms hit by 
labor stoppages is still being con- 
sidered by the trucking industry, it 
was announced here. 

Benjamin R. Miller, director of 
the Industrial Relations Depart- 


in portions of Missouri, Illinois,| ment of the American Trucking 


Assns. and secretary of the ATA 
Industrial Relations Committee, in 
session here, said that while in- 
tensive research and review of all 
existing “service interruption insur- 
ance” plans are still continuing “to 
this date there appears to be no 
plan completely feasible, workable 
or applicable to the peculiar needs 
of the trucking industry.” 


* * * 


Ford Mechanic Plan 


Discussed at Convention 


DEARBORN, — Ford Division’s 
student technician training pro- 
gram was one of the subjects dis- 
cussed at the annual convention of 
the Illinois Vocational Assn. in St. 
Louis. 

A talk was given by Tom Nelles, 
supervisor of service training, serv- 
ice department, Ford Division. 

* ok * 


Humble’s Bulk Grease Truck 


Completes First Delivery 


PITTSBURGH.—tTests of Humble 
Oil & Refining Co.’s new bulk 
grease truck have been completed 
and the first delivery has been 
made to the Midland (Pa.) works 
of Crucible Steel Co. of America. 

Humble’s especially designed 
$50,000 truck has a semi-trailer 
body with three canister compart- 


ments, each with a capacity of 
10,500 pounds. Most deliveries will 
be made from the company’s plant 
here. 

* * ck 


Four-Man Truck Cab 


Is Announced by White 

CLEVELAND.—No longer will 
two men of a four-man crew be 
forced to take turns riding in the 
load compartment of a truck when 
the truck is equipped with the four- 
man cab announced by White 
Truck. 

Four men can ride in the new 
wide seat cab in comfort, regard- 
less of outside weather conditions, 
and arrive at their work location 
rested and ready for action, White 
said. 

* * * 


Mack Truck Appoints 


Three New Distributors 


PLAINFIELD, N. J. — The ap- 
pointment of three new distributors 
has been announced by A. G. Croc- 
kett, general sales manager, Mack 
Trucks, Inc, 

They include Dean Powers Mack 
of Rockford, Rockford, Ill.; Ray 
Meek Garage, Fort Wayne, Ind., 
and Mack Truck Sales of Spring- 
field, Inc., Springfield, Mass. 








Specify Parish Truck Siderails For 


Longer Vehicle Life, Lower Upkeep! 


Remember—you can specify the make and type of 
frame in the new trucks you order . . . so be sure to 
ask for Parish alloy steel siderails and get greater 
efficiency at less cost per mile! 


Parish siderails are made of heat-treated, Dana-Loy 
110 steel, are 277% stronger than ordinary carbon 
steel siderails. They’re designed and built to stay 





DIVISION OF DANA CORPORATION @ 


PRESSED 


READING, PENNSYLVANIA 


straight and strong under capacity loads and uneven 
terrain, hence protect the vehicle against costly 


misalignment. 


Your truck lasts longer, performs better, and costs 
you less to operate when it’s equipped with-Parish 
siderails. They’re available through some 30 truck 
and trailer manufacturers—so, specify Parish side- 
rails next time you order new equipment. 


For the complete story on 
Parish heat-treated alloy 
siderails, write for the in- 
teresting, illustrated book- 
let—“Load and the Road”. 
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TS THIS THE SHAPE © 


Ford Motor Company 


unveils a revolutionary 


concept in automotive 
design at New York’s 
International 
Automobile Show, 
April 1-9 


es Woo 
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Imagine traveling some future superhighway in 
a two-wheeled car perfectly balanced with 
gyroscopic stabilizers! Or “programming” a 
trip across the country with the push of a 
button! These are two exciting possibilities 
visualized in the Gyron, a unique experi- 
mental car developed by advanced stylists of 


Ford Motor Company. 


Displayed publicly for the first time at the 
International Automobile Show, the Gyron 
represents a complete departure from the 
traditional concept of an automobile. Delta 
shaped, with two wheels set in tandem, the 
futuristic vehicle could be stabilized with a 
gyroscope no larger than two feet in diameter. 
Two small retractable wheels toward the rear 
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and on each side would balance the car when 
the gyro was inactive. 


Potentially high aerodynamic efficiency is sug- 
gested by the Gyron exterior, which has an 
extremely low silhouette centering around a 
plastic canopy covering the passenger com- 
partment. The shape and silhouette also sug- 
gest the possible use of new power sources, 
such as fuel cells. 


While not fully operable in its present form, 
the Gyron nonetheless represents a dramatic 
“break” with today’s four-wheel approach 
to design, exposing countless possibilities to 
the imagination of automotive designers. It is 
one more example of the foresight and ingenuity 
at Ford Motor Company. 
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Present Gyron accommodates two people in con- 
toured seats separated by a console housing controls 
for canopy, air conditioning, gyro, and adjustable 
foot bars. Ford stylists visualize a steering “‘dial,” 
operable from either seat, with separate rings for 
automatic speed and steering control. A ten-button 
panel might permit the future motorist to indicate 
distance between points, starting time, speed and 
estimated time of arrival. Time of arrival and speed 
would be shown on viewing screen in front of the 
passenger compartment. An infra-red ray ““snooper- 
scope” might picture road conditions ahead regard- 
less of time of day or weather conditions. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY Ford «Falcon e Thunderbird e Comet « Mercury ¢ Lincoln Continental e English Ford Line 
eFord Trucks e Farm and Industrial Tractors and Equipment e Industrial Engines e Special Military Vehicles 
e Aeronutronic— Products for the Space Age e The American Road Insurance Company e Ford Motor Credit Company iadeiteeas ‘eaunbia bers 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 








AUTOMOTIVE NEWS, APRIL 3, 
Optimism Borne Out... 






sented 55.18 percent of all trucks 
sold. 

The 6,000-10,000 GVW classifica- 
tion registered 136,832 sales in 
1960 as against 134,258 in 1959 or 
14.50 percent of total truck sales 
in 1960 as against 14.22 percent in 
1959. 

Total under-one-ton truck sales 
or the under-10,000 GVW classifica- 
tion represented 69.68 percent of 
truck sales last year. 

This is the category of trucks 
that should show an increase in 
sales this year, if the early indica- 
tions and prophesies continue to be 
borne out because it is this classifi- 
cation that contains the new com- 
pact trucks and the farm market, 
and where the age of the trucks 


















Oneida Unveils Two New Buses— 


Oneida Division, Marmon-Herrington Co., Inc., Indianapolis, has introduced the 
Starline, above, and Guardian bus body styles. Both units feature four protective 
roof beams extending the length of the bus, a skin-stressed roof, a “hi-arch” ceiling, 
16-gauge steel side panels, reinforced rear structure and heavy-duty bumpers. 





1961 


Truck Sales Continue 
To Show Increases 


(Continued from Page 24) 


may necessitate replacement purely 
from an economic standpoint. 
* * * 
r IS also indicated by surveys 
that it is in this GVW range 
where less actual selling is done by 
the average truck salesman than in 
practically any other size vehicle. 
It is claimed, too, by experienced 
truck men that it is in this weight 


class that more results and profits 


Dealers Name Winter 


WALNUT CREEK, Calif—James 
F. Winter, a Pittsburgh, Calif., 
Chevrolet dealer, is the new presi- 
dent of the Contra Costa County 
Motor Car Dealers Assn. Carl E. 
Jefferson, (Lincoln-Mercury), Con- 
cord, is vice-president and Walt 
Jorgensen, (Ford), Pittsburgh, sec- 
retary-treasurer. 


Be 


“Now look here, Charlie, au dump bodies 


not alike! Why are more Heils sold than any other? Because they’re 





and hoists are 





tougher, Charlie, stand up better and last’longer. They’re money in your 


pocket . . . a chance to bid low and still come out. Think about it, Charlie, there’s gotta be 


reasons why Heil is most popular.” He’s right, and he could also tell you that Heil bodies 


and hoists are sold and serviced by the best distributors in the business. 


THE HEIL co. 


MILWAUKEE 1, WISCONSIN 














DUMP BODIES and HOISTS 
















to the dealer can be obtained by 
having salesmen call on owners of 
older trucks and point out the ad- 
vantages of the new units. 

The downward trend that has 
been evident in the 10,000-14,000 
GVW classification continued Zast 
year. Sales of trucks in this 
weight class amounted to only 
10,170 units as against 12,468 units 
in 1959. This weight classification 
in 1960 represented but 1.08 per- 
cent of total sales and was the 
lowest of any weight class, 

The 14,000-16,000 GVW classifica- 
tion lost the heaviest of any clas- 
sification last year. Sales in this 
range last year dropped to 30,361 
from the 77,492 that were registered 
in 1959 and represented but 3.22 
percent of the total trucks regis- 
tered in 1960. 

* * a 
Seek More Power 


_ a large share of the loss 
to this classification was due to 
some factories increasing the 
weight classification of certain 
models, it also indicates the strong 
buyer preference for more power in 
the medium-weight trucks. 

Part of the gain in the 16,000- 
19,500 GVW classification was due 
to the weight reclassification. It 
also is indicative of the desire of 
more buyers in this weight classifi- 
cation for more power and carrying 
ability. 

This category jumped to 132,416 
registrations in 1960 from the 
100,265 that were registered in 
1959. In percentage of total sales, 
this weight class finished in third 
place with 14.04 percent of total 
sales. 

The 19,500-26,000 GVW classifica- 
tion showed a strong growth, jump- 
ing in registrations to 51,628 from 
the 46,654 units sold in 1959. This 
classification represented 5.47 per- 
cent of total sales last year. 

The 26,000-33,000 GVW classifica- 
tion lost in sales last year dropping 
to 33,020 units from the 34,438 units 
sold in 1959. This weight class rep- 
resented 3.5 percent of total truck 
sales in 1960. 

The 33,000-and-over GVW classi- 
fication about held its own last year 
with 28,417 units sold as against 
28,438 the year before. In 1960, this 
heavy-duty class represented 3.01 
percent of total truck sales. 


Alcoa Executive 
Cites Saving with 


Aluminum Bodies 


CHICAGO.—Aluminum truck 
bodies put money into the pockets 
of their operators because they 
offer increased payload and superi- 
or performance, according to W. C. 
Weltman, manager of the automo- 
tive section of Aluminum Co. of 
America’s Sales Development Divi- 
sion. 

He spoke before the Fox Valley 
section of the Society of Automo- 
tive Engineers. 

An example of the use of alumi- 
num rock bodies, according to 
Weltman, is a fleet of 16 bauxite 
haulers, now in use in the Domini- 
can Republic. Significant feature of 
the use of aluminum in these units 
is the light weight, allowing the 
16-unit fleet to do the work normal- 
ly requiring 18 steel-bodied trucks, 
he said, 

“Elimination of two trucks en- 
ables the operator of these units 
to save approximately $30 per hour 
in operating costs,” Weltman ex- 
plained. “Since the fleet is in use 
‘round-the-clock,’ this affords a 
saving of $720 per day, or over 
$160,000 annually.” 

Weltman also cited a fleet of 
frameless, semi-trailer dump trucks, 
representing a per-unit capacity in- 
crease of 4,000 pounds, now hauling 
uranium ore in Utah; and six 40- 
cubic-yard-capacity off-highway 
trucks which deliver coal from 
mines in the Rocky Mountaing to 
transfer points 3,500 feet lower in 
elevation. 


PORT-A-WALL ~~ 
TOPPER 


Buy them black 

and make them white 
with the new 
Port-A-Wall Topper. 


Bearfoot Airway Corporation 
Automotive Division @ Wadsworth, Ohio 
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Terminated Dealer Sues Distributor .. . 





~ BMC Legal Rows Flare in L.A. 


By William Carroll 
West Coast Editor 


SANTA MONICA, Calif. — “We 
were told that 
light sedans, we’d not get road- 
sters,” Jack Berman, part owner 
of Imported Motors, told Automo- 
TIVE News in discussing his $200,000 
loss-of-franchise lawsuit against 
Gough Industries, British Motor 
Corp. distributor in Los Angeles. 

Later, John Beazley, manager of 
Gough’s automotive division, which 
distributes Austin, Austin-Healey, 
Morris and MG cars, said 


“No, I’ve not cancelled him. I’ve 
told him I’m not going to renew 
his contract as of the next contract 
year. He’s been planning to sell 
for some time, so I’ve just made up 
his mind for him. His contract ends 
July 31 (1961).” 

Imported Motors, operating at 
2808 Wilshire Blvd., is owned by 
Berman Motor Co., with 40 per- 
cent of the stock held by Curt Spar- 
hawk and the balance by Jack Ber- 
man. Sparhawk manages the Im- 
ported deal, while Berman owns 
and manages British Motor Car Co., 
9372 Wilshire Blvd in Beverly Hills. 
Both locations handle BMC cars, 
though the Beverly Hills location 
is not presently involved in the 
nonrewal or lawsuit. 

According to Berman and Spar- 
hawk, in 1955 Gough was being 
sued over franchise problems in 
Santa Monica. Berman said: 

“I told them (Gough) I'd help 
settle the suit if they’d give me 
the franchise. I gave them 

(Gough) $20,000 for Santa Monica 
and John Beazley verbally prom- 
ised he’d not open another dealer 
from Los Angeles to the Coast. 

“He said I’d have the dealer- 
ship as long as I would be a good 
dealer. On this basis I paid him 
the $20,000, in the form of $10,000 
in cash and a note for the balance. 
Payments on the note began after 
the dealership opened. Since then 
we've improved the property with 
a $10,000 building and $2,000 worth 
of equipment. 

“In September, 1960, we were 
given a notice of cancellation for 
the Santa Monica operation. (Bev- 
erly Hills, like some other BMC 
dealers, was put on a month-to- 
month basis). 

“At Gough, they told us the rea- 
son for the nonrenewal was that 
we'd been trying to sell the dealer- 
ship. ‘But as long as you do a 
good job, and remain in business, 
you'll continue to get cars,’ they 
said.” 

In early February, Berman said, 
he was informed that Gough was 
shipping cars to a Renault dealer, 
Len Sheridan, about two miles 
from Imported Motors. After veri- 
fying display and sale of com- 
petitive BMC units, Berman sent 
the following telegram to Gough 
Industries Feb. 23: 

“Expect you to live up to your 
obligations to me as your dealer 
in Santa Monica and not appoint 
another dealer in this area. You 
should be reminded that you have 
received $20,000 for the privilege 
of being your dealer in this terri- 
tory.” 

A letter reply, dated March 3, 
from Gough Industries read in 
part: 

“Exclusiveness is not a require- 
ment of any contract or under- 


Dealer Expansions 


Modernization Complete 

INDIANAPOLIS.—Charlie Stuart, 
president of Charlie Stuart Oldsmo- 
bile, 1510 N. Meridian St., has an- 
nounced the completion of a mod- 
ernization program which started 
2% years ago when he took over 
the dealership. Final project in the 
program which was supposed to 
take three years was the installa- 
tion of a 113-foot aluminum canopy 


to cover used cars. 
* + *K 





Kemp Starts Building 
EL PASO, Tex.—Kemp Motor Co. 
has started construction of its 
44,000-square-foot sales and service 
building on a six-acre tract adjacent 
to its present building in the 6000 
block of Montana St. 


if we didn’t buy 
1960 . 


standing between us with regard 
to product or territory ... We sent 
to you our notice of intention not 
to renew your dealer contract in 
Santa Monica on about Oct. 11, 
. . and you yourself have, 
both before and after this notice, 
waivered as to your own desires 
in this connection. . 
and no less, and no understanding 
exists to the contrary ... ” 

On March 6, Gough Industries is 
reported to have been served, in 
connection with the Imported Mo- 
tors $200,000 suit alleging unfair 
competition, violation of exclusive 
franchise 
damages. 

In response to Automotive News 
questions, Beazley said: 


agreement and 


“Mr. Berman misunderstands. 
He did not pay $20,000 for exclu- 
siveness in Santa Monica. What 
happened was that (Ted) Dillon 
had sued us for $600,000, but was 
willing to settle for $20,000 or 
two dealerships in the area. Jack 
(Berman) came along and asked 
if he could help. He said, ‘I'll pay 





Tie up with Quaker State’s great, new ad- 
vertising program featuring the “‘engine life 


preserver’’ symbol of quality and protection 


. and no more 


other 





37 


from making “false and malicious 
representations for the purpose of 
injuring competitors and destroy- 
ing competition.” 

The injunction was issued under 
the Unfair Trade Practices Act in 
connection with a $100,000 damage 
suit which charges that Lane in- 
terfered with car purchase con- 
tracts made with Federal by mili- 
tary personnel returning from over- 
seas. ‘ 

The suit specifically charges that 
Lane fraudulently represented that 
Federal no longer was in business 
and could not fulfill its delivery 
contracts. 

Judge Raymond Sherwin of 
Solano County Superior Court is- 
sued the injunction after a hearing 
in which a _ serviceman testified 
that such representations had been 
made to him by military and civil- 
ian representatives of Lane upon 
his arrival at Travis Air Force Base. 


1961 


would be terminated as of July 
31.” 

Another lawsuit, for $300,000, was 
recently filed against Gough by 
Westland Motors, of 20021 Ventura 
Blvd., Woodland Hills, Calif. 

Westland’s attorney said Gough 
had reneged on a promise to par- 
ticipate in dealer financing in the 
amount of $15,000 to $30,000 and 
after giving Westland a full BMC 
dealership, cut it to MG and Morris. 

Beazley replied that Gough 
“tried to arrange a capita] loan, 
but as time passed the amount re- 
quired reached $40,000 and the 
banks wouldn’t touch it.” 

A third suit, reported to be for 
$8,000, has been filed against Gough 
Industries by Richter Motors, for- 
merly at 4055 E. Firestone Blvd., 
South Gate, California. 

“They quit and sent their cars 
back,” said Beazley. “The suit is 
for warranty claim money, which 
as you know we only process for 
the factory. Sometimes it takes a 
lot of time.” 










you the $20,000 if you’ll give me 
Santa Monica.’ 

“So you see, Jack (Berman) vol- 
untarily came up and give us 
$20,000 to settle a lawsuit.” 

(Berman told Automotive NEws 
that he received nothing but the 
franchise for his $20,000, of which 
$10,000 has been carried on the 
ledger since the dealership opened. 
The other $10,000 was not ledgered 
because it was carried as a side 
note, according to Berman.) 

On the subject of verbal or letter 
dealer agreements, Beazley said: 

“We've not had a franchise in 
effect from Hambro (United States 
importer of BMC products) for 18 
months. So we couldn’t give sales 
contracts to our dealers because 
the franchise (for Gough) had not 





















Changing Market 





come from Hambro. s* ¢ 8 
dealers in Segtember thas wera | Euick Dealer Curbed geared. ‘betech sho OnMa aE 
n 
In Car Sales to GIs District Court here to determine 






Operate on a month-to-month 
basis, this arrangement to expire 
on July 31, 1961. Some dealers 
were given (in September) a nine 
months’ warning their contracts 


the value of a 1954 car. One said 
it was worth $765 and the other 
said it was valued at $300. A junk 
dealer had bought it for $65. 


SAN FRANCISCO. — Federal 
Automotive Services here has ob- 
tained an injunction restraining 
Lane Buick Co. of Fairfield, Calif., 








The symbol of protection 
that helps make satished customers! 









: . and profit for you! Display the famous 
eG 


Rey green and white Quaker State sign. It’s your 





best way of saying—‘‘quality sold here.” 


Quaker State Oil Refining Corporation, Oil City, Pennsylvania 
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Performance 





Made by a company with 29 years automotive experience 


SELL 
CLIMATIC 
AIR 


The 
Profit 
Line 


The 










imperial 


Line 





Hot & Cold 


For 


196] 


Climatic Air auto air conditioners for 1961 offer YOU more 
Profits, more satisfied customers, more prestige with a 
quality performing unit. A model for every style and make 
of automobile including most foreign models and American 
compacts. The Portamatic truck unit offers the finest per- 
formance on record for every truck cab on the road. It will 
PAY you to check NOW with the auto air conditioner line 
that SELLS with a sales promotion plan for dealers: 


for Distributor and Dealer information — contact: 





Portamatic 





AUTO AND TRUCK AIR CONDITIONING 


3030 CANTON 804 W. ERWIN 
DALLAS, TEXAS TYLER, TEXAS 


FORD Te 


* MERCURY * COMET 


FORD * FALCON * LINCOLN 


MOTOR COMPANY 





Norick Accounting Forms 
are designed and 


prove . 





for your use 


NORICK HAS A COMPLETE LINE 
OF BUSINESS FORMS DESIGNED FOR 
FORD MOTOR COMPANY DEALERS 
Accounting Forms © Statements © Receipts 
Repair Orders © Time Tickets ® Stationery 
Parts Inventory Cards © Purchase Orders 
Sales Invoices ® Checks © Floor Mats 
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3909 N. W. 36th @© OKLAHOMA CITY, OKLAHOMA 


San Francisco 















Capsule Reports ... 


Auto News in Brief 


Field Paper Box to Build 


Plant in Chicago Suburb 


CHICAGO.—Field Paper Box Co., 
@ major supplier of folding and 
setup boxes to the automotive in- 
dustry, will move to a custom-de- 
signed manufacturing plant and 
office early this summer. 

The $750,000 structure will be in 
Elk Grove Village, a suburb of 
Chicago, Plans call for a one-story, 
70,000-square-foot plant to be built 
on a 300,000-square-foot site. 

* * ok 
4 More Firms Planning 


Car Plants in Venezuela 


CARACAS, Venezuela. — V olks- 
wagen, Fiat, Renault and Japan’s 
Nissan reportedly are planning to 
establish auto assembly plants in 
Venezuela. All auto makers have 
been informed by the government 
they must establish plants here or 
have their import quotas cancelled. 

General Motors and Chrysler 
Corp. have plants here and Ford 
Motor Co, has announced it will 
build one. The object of the gov- 
ernment action, it was said, is to 
promote local industry and to save 
dollars. 

* ok 


Nuclear Metals to Spend 


$500,000 on Capital Goods 


CONCORD, Mass.—H. H. Willis, 
president of Nuclear Metals, Inc., 
has announced that the board has 
approved a capital-equipment pro- 
gram designed to expand the com- 
pany’s position in “new materials 
technology.” 

This announcement, coming after 
news of the acquisition of Crowell 
Tube Co., Lexington, Mass., and the 
establishment of a custom services 
department, emphasizes Nuclear’s 
aggressive plans for growth in the 
area of materials for industry, he 
said. The 1961 capital-equipment 
expenditures of over $500,000 cover 


a broad range of technology. 
* * * 


Proxmire Asks More Funds 


For Small Business Loans 


WASHINGTON. — Senator Wil- 
liam Proxmire, Wisconsin Demo- 
crat, has introduced a bill to amend 
the Small Business Act. It would 
increase by $75 million the author- 
ization for the revolving fund for 
SBA’s business loan program, 

It is similar to a bill which 
passed the Senate during the last 
Congress but which died in confer- 
ence. 

ok * oe 


3 From Northwest Enter 


National Roadster Show 


OAKLAND, Calif.—Three of the 
Pacific Northwest’s car-builders 
had entries in the 1961 National 
Roadster Show in the Oakland Ex- 
position Building. 

The out-of-state trio includes 
Robert W. Tindle, Portland, Ore.; 
Lore Sharp, Bremerton, Wash., and 
John Buchan, Seattle. 

* * 


Giant Sweepers Keep Path 


Of Jets Free of Debris 


BETHLEHEM, Pa.—Internation- 
al Fermont Machinery Co., Inc., 
Ramapo, N. Y., is using special 
abrasion-resistant steel from Beth- 
lehem Steel Co. to build 180 giant 
vacuum machines to sweep Air 
Force runways to prevent jet en- 
gines from sucking up harmful de- 
bris. 

The nine-ton, 30-foot-long sweep- 
ers can clean up to a million square 
feet of runway an hour. They pick 
up such items as rock and stone 
as large as a baseball, inch-thick 
bars and bolts, small tools left be- 
hind and dead birds and wildlife. 

* * of 


Missouri Bill Proposes 


Annual Vehicle Inspection 


JEFFERSON CITY, Mo.—A bill 
calling for compulsory annual in- 
spection of autos and trucks was 
introduced in the Missouri Legisla- 
ture as part of Gov. John M. Dal- 
ton’s proposed traffic-safety pro- 
gram. 

The plan would be administered 
by the State Highway Patrol, which 
would authorize privately operated 
inspection stations to check brakes, 





lights, steering, horn, mirror, wind- 
shield wipers and other safety 
equipment, Private garages and 
service stations would pay $5 for 
a permit and would be allowed to 
charge fees of from 75 cents to 
$1.25, of which 25 cents would go to 
the state. 
* * * 

Brunswick Boats Shows 


2-Cycle Inboard Engine 

LITTLE FALLS, Minn. — The 
Owens Exeter Comboard, featur- 
ing a two-cycle inboard engine, 
was displayed by Brunswick 
Boats at the National Motor Boat 
Show. Brunswick Boats is a divi- 
sion of Brunswick Corp. 

The boat has a new Brunswick 
Thunderhawk X-808 engine which 
will not be available for sale 
until 1962. It is a two-cycle alumi- 
num engine which develops 80 
horsepower at 4,750 revolutions 
per minute, The engine weighs 
145 pounds, and the drive unit 
weighs 75 pounds. 

* * * 


10-Vehicle Fleet Sale 


Is Record for Ford Outlet 


CENTRALIA, Wash.—Eddins 
Auto Co. (Ford) has delivered 10 
new vehicles to Pacific Sand & 
Grave] Co., Centralia. 

Leo C, Eddins, dealership presi- 
dent, said it was the largest single 


sale ever made by his company. 
* of * 


Ford M-151 Truck Meets 


New Army Reliability Coals 

DEARBORN, — The Ordnance 
Tank Automotive Command has 
cited Ford’s M-151 military truck 
as the first vehicle to meet Army 
Ordnance’s new higher reliability 
goals, according to Ford Motor 
Co. The quarter-ton M-151 is a 
general purpose personnel and 
cargo carrier. Six units under- 
went 400,000 miles of tests. 

Ford said the new Army and 
OTAC testing standards require 
that a vehicle have a 90 percent 
probability of going 10,000 miles 
without any maintenance other 
than replacement or adjustment 
of minor parts and 20,000 miles 
without failure of components. 

* * * 


Standard Spring in New Plant 
MINNEAPOLIS. — Standard 
Spring Co. has completed a new 
$110,000 building at Fourth St. and 
Tenth Ave. N. here, Standard 
Spring manufactures springs for 
automobiles and trucks. 

* ca * 
Automotive Division Formed 
By Minneapolis-Moline 

HOPKINS, Minn.—Minneapolis- 
Moline Co. has formed the Moline 
Automotive Division to diversify its 


product line of engines, transmis- 
sions and power trains, as well as 
expand its related design and de- 
velopment services for industry and 
original equipment manufacturers. 

Under the direction of M. E. 
Carroll, marketing vic e-president, 
Roger R. Hipwell has been appoint- 
ed manager of the new division, 
and George W. Balch has been 
named sales engineer, Hipwell for- 
merly was industrial sales man- 
ager. 

* + * 


Dealer Must Pay $150 


In Used-Car Wrangle 


ALLENTOWN, Pa. — Lehigh 
County Judge Henry V. Scheirer 
has ruled that William Cawthray, 
trading as Fullerton Motors, Ful- 
lerton, Pa., must pay $150 to Mr. 
and Mrs. Bruno O. Schmidt, Allen- 
ton, in a controversy over pur- 
chase of a used car. 

Scheirer handed down the verdict 
after the Schmidts charged that a 
car they purchased from the dealer 
was not as it was guaranteed. They 
said they kept the vehicle only a 
few days and returned it to the 
firm. 

* * 


Keever Named to Head 


N. C. Auto Finance Group 

PINEHURST, N. C.—Kenneth L. 
Keever, Winston-Salem, was elect- 
ed president of the North Carolina 
Assn, of Auto Finance Companies 
at its 14th annual convention. 
Other officers are: 

James Knox, Morganton, first 
vice-president; Jim R. Brown, 
Greensboro, second vice-president, 
and Sam W. Colerider jr., Kanna- 
polis, secretary-treasurer. Colerider 


is the retiring president. 
* * oe 


Allied Chemical Creates 


Displays to Boost Seat Belts 


NEW YORK.—A “do-it-yourself” 
counter display designed to stimu- 
late the sale of seat belts has been 
created by market specialists at 
Allied Chemical Corp., producers of 
Caprolan nylon. 

The basic purpose of the display, 
according to R. E. Ellsworth, man- 
ager of fiber marketing for Allied 
Chemical, is to demonstrate that 
many crash injuries result when 
people are catapulted through win- 
dows or doors. It is believed the 
unit also will spur the impulse sale 
of seat belts, Ellsworth added. 

* 


Bus-Taxi Operator Charged 


With Selling Mortgaged Cars 


ROCKLAND, Me.—Herbert C. 
Wood, Rockland, former proprietor 
of Wood’s Bus and Taxi Service, 
was arrested after a county grand 
jury returned four secret indict- 
ments charging he sold four mort- 
gaged automobiles to a Bangor 
firm last spring. 

Wood’s indictment followed a 
state police probe touched off when 
General Motors Acceptance Corp., 
which held title to four 1960 auto- 
mobiles being purchased by Wood, 
learned they had been sold, 





First Turbine Fire Engine— 





This is said to be the world’s first gas turbine-powered fire pumper. This 1,000 gallon- 


ener 


a-minute pumper powered by a 330-shaft-horsepower Boeing gas turbine was delivered 
recently to the San Francisco Fire Department by American LaFrance Corp., Elmira, N. Y. 
Immediately behind the driver is a stainless steel stack which is the turbine’s exhaust. 
The turbine in this installation weighs 335 pounds and is said to give the fire appar- 
atus excellent starting, acceleration and hill-climbing capabilities. In acceleration tests, 
the 31,500-pound unit has turned in a zero to 50-miles-an-hour performance in 45 
seconds from a “cold” engine starting. From a standing idle, the truck has accelerated 
from zero to 45 miles-an-hour in 26 seconds. The Seattle fire department has ordered 
a 100-foot aerial ladder truck which will be delivered at a later date. 
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HEAVY-DUTY CLUTCHES 


Helo your truck customers 
combat major cause of clutch failures! 


Spicer Heavy-Duty Clutches, the Standard of the Industry, are specifically designed to 

combat heat—to help fleet owners prolong clutch life and reduce the cost of engine and 

power train maintenance. That’s why two out of three truck operators who specify clutches 
specify Spicer. Specify Spicer Heavy-Duty Clutches for your customers—give them these 
cost-cutting advantages : 

* Cooler Operating— Simplicity of construction with minimum number of parts—plus the 
ventilating effect of the louvered cover—make the Spicer clutch cooler operating, 
longer lasting. 

* Combats Heat Set—Spicer’s two pressure springs don’t contact the pressure plate, so 
spring pressure is more constant and your chances of burning up your clutch under 
heavy load are greatly reduced. 

* Uniform Contact Pressure—Spicer’s multiple levers and centrally located springs give 
uniform overall pressure plate loading regardless of wear or adjustment. There’s no 
chance of uneven wear. 

* Smoother Engagements— Because of multiple lever flexing, a rigid disc can be used. 
‘Passenger Car’’ engagement is obtained with the durability of rigid discs. Smoother 
engagements mean longer clutch facing life, less wear on transmissions and drive line 
components. 

* “Like New” Adjustment—Special adjustment ring makes normal wear adjustments 
easier, with “like new” performance. 

* Functional Design—Pull-type release, a Spicer exclusive, uses a lubricated enclosed 
release bearing, making possible an effective clutch brake for easier shifting into 1st 
and reverse. 


SPECIFY SPICER 








Spicer Heavy-Duty Clutches are available in 13” 
2-plate, 14” single and 2-plate, and 1544” single 
and 2-plate sizes. All Spicer Heavy-Duty Clutches 
are available with ceramic facing for added 
torque capacity. 


WRITE for Bulletin 707, a 23-page illustrated 
service manual on Spicer’s complete line of 
Heavy-Duty Clutches. Contains complete step- 
by-step service information for your customers. 











DANA ........c. 


Toledo 1, Ohio 
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Lawsuits Affecting Dealers ... 
Court Decisions 





By Leo T. Parker 
Attorney at Law 


CCASIONALLY, but not often, 

a single higher court opinion 
establishes several important points 
of law. 

For example, in Henningen v. 
Bloomnield 
Motors, 161 Atl. 
(2d) 69, the testi- 
mony showed 
facts, as follows: 
A man named 
Henningen pur- 
chased a new 
aute, 

T he _ contract 
containeda 
clause to-the ef- 
fect that the 
manufactur- 
er warranted the auto for 90 days 
or 4,000 miles free from defects in 
material and workmanship. The 
contract also contained another 
clause to the effect that this war- 
ranty was in lieu of and “rendered 





Leo T. Parker 


void all other expressed and im- 
plied warranties or guarantees.” 
According to testimony, the auto 
had been driven only 468 miles 
when suddenly there was a loud 
noise under the hood while Hen- 
ningen’s wife was driving. The 
car’s steering wheel spun in her 
hands; and the auto ran off the 
highway and into a stone wall. 
The car was a total wreck and 
so badly damaged that it was im- 
possible to determine for a certain- 
ty whether or not the accident was 


Wright Leads Dealers 


KANNAPOLIS, N. C.—James E. 
Wright, Wright Motor Co., has 
ben elected president of the Cabar- 
rus County (N. C.) Automobile 
Dealers Assn. Roy Fortner, Con- 
cord Ford Inc., Concord, was named 
vice-president and secretary-treas- 
urer. 


caused by defective steering mech- 
anism. However, the driver of a bus 
in the rear testified that the auto 
was being driven only 22 miles per 
hour when suddenly he noticed the 


car cut sharp to the right and run} 
into the wall. Also, the insurance |. 


company’s inspector testified that 
in his opinion the accident was 


caused by defective steering mech-| ‘ 


anism. 
* cd * 


Factory Held Liable 


AMtEOUGs no positive testi- 
mony was given that negligence 
in the manufacture of the auto re- 


sulted in the wreck, the higher|~ 


court held the manufacturer liable 


in damages to Henningen and his Wide-Open Spaces— 


The new facilities of Kemp Motor Co. (Ford), El Paso, Tex., will be located on a 
6%-acre site, directly across from a shopping center. The dealership will consist 
of a 6,000-square-foot, air-conditioned showroom; a 12,000-square-foot parts depart- 
ment, and a service department, including a truck center, body shop and paint shop. 
The building also will have a used-car reconditioning department and an automatic 
car wash. The service department will feature a customer lounge and cafeteria for 
employes and customers. Outside facilities include a used-car lot and display area 


wife for breach of its “implied war- 
ranty” that the auto wag reason- 
ably free from defects. 

The higher court also held in- 
valid the contract clause which 
stated that all “implied warran- 
ties” are void. This court explain- 
ed that a manufacturer’s implied 
warranty extends to the buyer of 
the auto, his wife and family, and 
all other persons using the auto 
with his consent, 

Another important point of law 
was decided by this higher court 
involving the franchise contract be- 


Every Eaton “2-Speed” Trip 
is an ECONOMY RUN 


Whenever you deliver a truck equipped with an 
Eaton 2-Speed Axle, you’ve added to your list of satis- 
fied customers. Why? Because when drivers can select 
from twice the conventional number of gear ratios— 
the right ratio for the immediate road and load condi- 
tion—savings in hauling costs mount up fast. Added 
savings are made in running time—because trucks 
equipped with Eaton 2-Speed Axles make 
more, quicker full load trips. Savings in 
shop costs—because Eaton 2-Speeds keep 
trucks on the road longer with less main- 


tenance. 


Eaton 2-Speed Axles also cut operating 
costs. With the right gear ratio for every oper- 
ating situation—on or off the highway—en- 
gines run in their most efficient and economical speed 
ranges. Gas and oil consumption goes down; wear 
and tear on engines and all power transmitting parts 
are lessened. Trucks last thousands of miles longer. 

Recommend Eaton 2-Speed Axles to your truck 
customers. They'll thank you f 


for more. 


EATO 








or it—and come back 





More than 2 Million 
Eaton Axles in Trucks Today 


AXLE DIVISION 
MANUFACTURING COMPANY 


for 150 cars. 


tween the manufacturer and dealer. 
A clause in this contract clearly 
stated that the dealer is not the 
legal agent or the representative 
of the manufacturer, In other 
words, the manufacturer, by inclu- 
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sion of this clause in the contract, 
attempted to avoid liability for any 
and all contracts, agreements and 
promises made by the auto dealer. 

This higher court in effect held 
that the purchaser of an auto can- 
not relieve himself from contract 
responsibilities by testifying that 
he did not read the contract which 
stated that the dealer is not the 
legal agent of the manufacturer. 

And this higher court also re- 
fused to hold valid in its entirety 
the manufacturer’s usual guaran- 
tee of a new auto. With respect to 
the clause requiring the purchaser 
to send defective parts to the manu- 
facturer’s factory, transportation 
charges prepaid, after which the 
part will be replaced if examination 
discloses to the manufacturer’s sat- 
isfaction that the part is defective. 
This court said: 

‘It is difficult to imagine a 
greater burden on the purchaser, or 
less satisfactory remedy ... Some 
courts have declared that the pur- 
chaser is not bound by the manu- 
facturer’s decision.” 

* * * 


When to Compromise 


Faring legal question has arisen as 
to when and under what circum- 
stances an auto dealer should com- 
promise a legal controversy, rather 
than enter a court. 

A quick look at damage awards 
to injured employes and other 
persons by the higher courts only 
last month should convince any 
prudent dealer that, when rea- 
sonably possible, a compromise 
settlement may be profitably made 
out of court. Here are damage 
awards by higher courts last 
month: 

In Foreman v. Elic. 180 Fed. 
Supp. 882, $95,000 damages were 
awarded to a 35-year-old employe 
who suffered injury to the inter- 
vertebral disc and nerve supply. 

In Gist v. Allentown Whole- 
sale Distributor, 158 Atl. (2d) 777, 
$45,000 damages were awarded a 38- 
year-old man whose annual earn- 
ings were reduced by the injury 
from $4,700 to $2,200. 

In Resken v. North, 350 Pac. (2d) 
831, the higher court awarded 
$60,000 damages to a housewife be- 
cause she still suffers some pain 
two years later. 

In Audit N. Y. 199 N.Y.S. (2d) 814, 
a higher court awarded $80,500 
damages to a 53-year-old man for 
amputation of his left leg. 

* * * 


Worker Awarded $75,000 


N MISSOURI v. Young, 355 S. 
W. (2d) 678, a 34-year-old em- 

ploye was awarded $75,000 damages 
for total and permanent disability. 

In Hover v. MacDonald, 183 
Fed. Supp. 427, $75,000 damages 
were awarded to a 42-year-old 
employe who was permanently 
disfigured but he still is able to 
do his regular work. 

In Rauch v. Standard, 104 N. W. 
(2) 697, $90,000 damages were 
awarded a woman for burns suf- 
fered over half her body. This 
court, also, said: 

“The fact that the manufacturer 
purchased defective parts from an- 
other manufacturer does not free 
him from negligence in marketing 
a defective article . . . The verdict 
($90,000 damages) is large, but the 
decreasing purchasing power of the 
dollar . .. has an inevitable tend- 
ency to bring about larger ver- 
dicts.” 








“What are friends for...?” 


‘The kid was 25 years old,” said the Sales- 
manager, “‘and he’d never sold anything in his 
life. I told him we had absolutely no room in 
the dealership for beginners, but he kept com- 
ing back. I told him he had no clientele, no 
experience, and few prospects. But he wouldn’t 
take ‘no’. So I made him a deal. I offered him 


a desk, a phone, business cards, and the use of 


a demonstrator during business hours. He got 
no salary, no draw, no floor time, just our 
regular commission. And he was to bring all 
prospects to me for closing. It was sort of a 
glorified bird-dog arrangement, but he took it. 


‘**Everybody called him the Greenhorn, but 
he was too busy making phone calls and writ- 
ing cards to mind. He was credited with four 


sales the first two weeks. Then his sales fell 
off for a while. But now he’s back up with the 
veterans. They call him the Eager Beaver, and 
he’s going to make it. How did he do it? 
Simple. He was born and raised in this town, 
so he sat down with his girl friend and a little 


black book and they put down the names of 


every single, solitary soul they knew. ‘What are 
friends for,’ he asked, ‘if you can’t ask them 
to help you?’ He was certainly right.” 


The story above is condensed from the cur- 
rent Profit Pointers, the monthly Associates pub- 
lication. This issue, like all of them, is devoted 
to an aspect of agency management of genuine 
importance—in this case, prospecting. If you’d 
like a copy, send in the coupon or contact your 


Associates representative, and we’ll be delighted 
to put you on the list. It’s entirely without 
obligation, of course—a regular part of the 
extra service we give at The Associates. 


Mail to your nearest Associates branch office 


Please put me on your complimentary mailing list for 
‘Profit Pointers’ Publication. 


: 
: 
‘ 
; 
: 
' 
Dealer Name a al 


A naan a a 


Os ceeneinie ccna 


ASSOCIATES 


INVESTMENT COMPANY « South Bend, Indiana 
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FTC Chief’s Role in Auto Study Recalled. . . 





Hearings Return to Haunt Dixon 


By Helen Kahn 
Washington Staff Writer 

WASHINGTON. — Hearings on 
Rand Dixon’s nomination as chair- 
man of the Federal Trade Commis- 
sion contained some extended ques- 
tioning on the 1958 Kefauver Sub- 
committee Report on administered 
prices in the auto industry. 

Senator Norris Cotton, New 
Hampshire Republican, quoted 
from the report for which Dixon, 
as subcommittee chief of staff, 
had full responsibility. 

The quotation said in effect, that 
advertising of cars in the early days 
performed “its socially desirable 
function of expanding the market,” 
but now it merely adds to the cost 
of cars because it shifts prospects 
from one make to another. 

Under probing by Cotton, Dixon 
said that as chairman of FTC, he 
would not make decisions on what 
was “socially desirable’ and that 
he was not opposed to advertising. 

Dixon continued: “What had 
been illustrated in these automo- 
bile hearings was this: That auto- 
mobile market sharers were very 
sensitive to price; not so much to 
promotion. Every hundred-dollar 
difference in price had been proven 
to be reflected in a number of auto- 
mobiles.” 

Dixon went on to explain that he 
was not against advertising per se, 
and whether car advertising ex- 
panded the market or merely re- 
divided it was not a matter of con- 
cern to FTC. Its concern lay with 
false advertising—“an excellent tool 
of monopoly, you see, just like price 
discrimination.” 

Cotton also questioned Dixon 
about another portion of the auto 
industry hearings. He quoted an- 
other sentence of the report: “It 
would appear that the courts have 
extended the classic abuse theory 
to where a recognition of size and 
power may be the abuse in them- 
selves.” 

Dixon still thought the courts 
were approaching it, but he admit- 
ted that bigness in itself was not 
actionable in a court unless it was 
“harmful to some of the stream 
of commerce or to the public here 
somewhere.” 

However, Dixon agreed with Cot- 
ton that size and power alone were 
not enough to be violation of Sec- 
tion 5 of the FTC Act or Section 2 
of the Sherman Act. Abuse of power 
would have to be shown. 

Cotton then returned to the mat- 
ter of car advertising and Dixon 
tried to clarify his position in these 
words: “The question here was 
once everybody accepted automo- 
biles and they were here to stay, 
what function then, so far as price 
and market shares are concerned, 
does advertising play when you 
compare it and study it in compari- 
son with the actual price, rather 
than spend, we will say, $5 million 
for advertising, and that is reflect- 
ed in price decreases, that that 
would more effectively affect the 
market than advertising.” 

Since Dixon was with the Ke- 


Quick-Service Tour— 





fauver Committee in its study of 
administered prices, Senator John 
Butler, Maryland Republican, 
asked the nominee if “those hear- 
ings reveal areas in which the 
Federal Trade Commission can 
undertake enforcement activities 
without the need for additional 
legislation?” 

Butler said that Senator Andrew 
Schoeppel, Kansas Republican, had 
asked him to query Dixon on this 
matter. 

Dixon responded: “Without pre- 
judging anything, sir, I think they 
raise some very serious problems 
which need to be studied very care- 
fully, evidence sifted, more evi- 
dence added to it, and then laid 
beside the Congressional responsi- 
bility contained in that Act, to de- 
termine whether they should be 
challenged or not. I have no pre- 
judgment, because we will need 
much more facts than we have here 
at this date.” 

In the course of the nomination 
hearing, frequent reference was 
made to a study by the Budget 
Bureau recommending organiza- 
tional changes in FTC. This report 
is not being disseminated, though 
copies have been made available to 
interested officials and members of 
Congress. 

Automotive News has learned 


that the Budget Bureau report 


Finance Firm Sold 


In Oklahoma City 


OKLAHOMA CITY.—R. F. Camp- 
bell Finance Co., said to be the 
city’s oldest independent automo- 
bile finance firm, has been sold to 
General Acceptance Co., Bartles- 
ville, Okla. The company was form- 
ed by R. F. Campbell, who came 
to Oklahoma City in 1923. 

General Acceptance was founded 
in 1947 and has 13 offices in Okla- 
homa, Kansas, Colorado, Arizona 
and Arkansas. The Oklahoma firm 
is not connected with General Ac- 
ceptance Corp., Allentown, Pa. 


ry-Comet dealers in a wide Mid- 
west area have come up with their 
own advertising and promotion 
program to stimulate buying in- 
terest, and they report that it has 
produced results. 

About 140 members of the Lin- 
coln-Mercury Dealer Advertising, 
Cincinnati District, are involved. 
They come from an area about 
100 miles around Cincinnati, in- 
cluding Dayton, Indianapolis, 
Louisville and Lexington, Ky. 

Ads designed specifically to build 
up the dealer image were prepared 





In L-M’s Cincinnati District .. . 


Dealers Get ‘Tailored’ Ads 


CINCINNATI. — Lincoln-Mercu-| by S. Fabian Advertising, Cincin- 





Several Oldsmobile dealers from the Philadelphia area visited Oldsmobile main 
offices in Lansing recently to discuss a quick-service program, designed to increase 
efficiency and productivity of dealer service departments. As part of their visit, the 
dealers toured Story Oldsmobile, Inc., to view the quick-service facilities that have 
been installed there. Here, gathered in the Story Olds showroom, are, from left, 
Karl Story, owner; George L. Ruggiere, Main Line Motors, Wayne, Pa.; A. H. Homeyer, 
Oldsmobile's Philadelphia zone service manager; Henry Faulkner jr., Faulkner, Inc., 
Philadelphia, and Charles Plachter, Plachter Cadillac & Olds Co., Philadelphia. 


suggests that FTC establish a 
“program planning unit” to select 
the economic irritants that should 
be given precedence in FTC ac- 
tivity. 

The report is not uncritical of 
FTC as it exists today. It notes 
that FTC finds it difficult to admit 
that any illegal act can be “trivial” 
and that the agency is bogged down 
in trivia. 


Greater stress on economics in 


FTC activity is urged in the Budget | , 


Bureau report. The report says 
FTC should give “greater emphasis 
to economic considerations and an- 
alyses in developing programs and 
policies,” that it should have an 
“economic adviser to work at the 
commission level,” and use econ- 
omists in the proposed new plan- 
ning unit. 

In the interest of speedy han- 
dling of cases, the document pro- 
poses that FTC more often cease 
further prosecutions after assur- 
ances by defendants that the prac- 
tices to which it objects will be dis- 
continued. 

The report also suggests that 
FTC’s trial examiners be given 
more precise guidelines which 
would indicate the importance that 
the commission itself attaches to 
each case. This would be of par- 
ticular use to FTC’s field offices, 
it is said. 

The bureau finds both advan- 

tages and disadvantages in the 

present setup within the commis- 
sion. The investigative and trial 
bureaus are now divided and the 
Budget Bureau does not recom- 
mend a return to the pre-1954 
division based on types of cases. 

Dixon has stressed cutting down 
on the investigatory branch and re- 
organizing FTC so that one group 
will handle one case from beginning 
to end and thus shorten the time 
spent on one case. He suggested 
three bureaus, one for deceptive 
practices cases, one for anti-monop- 
oly cases, and one one to administer 
textile labelling. Investigation would 
become “leg work” and FTC would 
operate mostly on a litigation basis. 


nati. 

Stewart S. Maxwell, a partner in 
the ad firm, said the dealer group 
took action after deciding that 
L-M’s national adg are aimed 
mainly “at building a strong desire 
for the product.” 

He added that while the dealers 
believe the basic sales objectives 
and ideas remain much the same 
year after year, “they should be 
expressed in new and different 
ways — new words, unusual art 
techniques, etc.” 

He added that the dealers are 
“extremely enthusiastic’ over the 
messages carried by the ads. 

In most of the ads, said Max- 
well, the emphasis is on pictures 
and art and with a minimum of 
words. In one ad there were only 
14 words in the copy. 

“Another interesting point we 


| discovered in working with this 


dealer group is that many of them 
are located in small towns and 
rural areas,” he continued, 

“Somehow these outlying dealers 
do not get the full benefit of the 
large promotional investment made 
in metropolitan areas. Because of 
this they are particularly enthusi- 
astic about having a well-planned 
advertising campaign of their 
own,” 

Maxwell said James D. Platt, 
L-M district manager, and Jerry 
Kahler, executive secretary and ad- 
vertising consultant to the LMDA, 
Cincinnati District, aided in draw- 
ing up the series of ads. 

He added that the dealers are 
so confident of the continued suc- 
cess of this promotion that they 
already are planning on the next 
big promotion, which he said will 
be one of several that will be 
used throughout the selling year. 

In addition to the newspaper ads, 
the promotion included showroom 
display material and television and 
radio commercials, Maxwell said. 





















































Salesmen Join Ford's Top Hatters— 


A first string sales team in any league is represented by the six Ford retail salesmen 
chosen by Ford's Richmond (Va.) district sales office to receive Top Hatter awards for 
their 1960 sales effort, Collectively, the salesmen sold more than $2.5 million worth 
of new Ford cars and trucks and used units for their respective dealerships. Front row, 
from left, are Carroll S$. Winn, Richmond Motor Co., Inc., Richmond; John W. Fleming, 
Petersburg Motor Co., Petersburg, Va; Leonard D. Hall, Bowditch Ford, Inc., Hampton, 
Va.. Back row: J. W. Sognier, assistant Ford Richmond district sales manager; Joe L. 


Aicoke, Coleman Motors, Inc., New Bern, N. C.; Samuel M. Hubbard, Virginian Motor 


Co., Lynchburg, Va.; R. L. Pearce, Community Motors Corp., Goldsboro, N. C., and 
C. W. Ramsay, Ford Richmond district sales manager. 


S-P Aims Lark Ad Drive 


By Ed Brown 
Staff Correspondent 

NEW YORK.—Built around eye- 
catching phrases in a casual look 
of “loose” lettering, the new Stude- 
baker Lark ad campaign has been 
catching praise from many quar- 
ters. Headlines like: 

Would You Let Your Sister 
Marry a Lark Owner? 

Ladies, Ditch Your Husbands! 

Be Your Own Worst Enemy! 

It’s Not Too Late to Join Hate 
Yourselves Anonymous! 

In looking around for a new 
campaign technique, it was felt that 
the classic automotive style suited 
Studebaker’s more expensive and 
exclusive line of Hawks, but that 
something bright and new was 
needed now that the introductory 
period of Lark advertising is over. 
Because of the introduction of the 
nine competing compact cars, 
Studebaker and its agency decided 
to target on the best potential mar- 
ket for the Lark, the young adult. 

Recent survey information in- 
dicated that young adults like ads. 

They read ads for information, 
said a Gallup poll, and they wel- 

come daring and original art and 

copy trends, the light-hearted ap- 
proach. 

The new themes mentioned ear- 
lier all take advantage of this in- 
formation. 

Following the headline in each 
ad is short, fact-packed copy on 
Lark’s sales points: Economy of 
purchase and operation, transmis- 
sion and engine options, perform- 
ance, styling and trim options and 
the like. 

Some ads use the reverse psy- 
chology telling the reader to buy 
another compact without looking 


MEMA Members 


Favor One Show 


NEW YORK.—A majority of 
members have approved a resolu- 
tion calling for one “jointly con- 
ducted and sectionally rotated In- 
ternational Automotive Service 
Industries Show annually,” accord- 
ing to the Motor and Equipment 
Manufacturers Assn. 

F. J. Lanning, MEMA general 
manager, said that only seven of 
327 members who voted expressed 
opposition to the resolution. Three 
wanted the show held every two or 
three years, two preferred a cen- 
tral location such as Chicago and 
two wanted a West Coast show 
when the ASI event was held else- 
where, 

The resolution stated that “it is 
our opinion that funds which have 
been allocated to participation in 
regional shows can be more effec- 
tively and gainfully utilized in 
other means of merchandising our 
products,” 


Collins Opens Ford Deal 

DALLAS. — Carrol Collins has 
opened a Ford dealership at 9407 
Garland Rd. 


At Young-Adult Market 


at the Lark or reading the ad. 
Studebaker offers a “30-Day Hate 
Yourself Guarantee” for those who 
do, however. A key phrase in all 
print ads is “Why Hate Yourself? 
Test Drive It Today.” 

Photography leans toward the 
“boy-girl” genre with headon and 
overhead shots of the Lark seem- 
ingly ready to leap out of the 
page. Newspaper insertions are 
1,600 lines in black and white, 
running every two weeks through 
spring in 482 papers in key mar- 
kets. 

Point of purchase display mate- 
rials follow the same copy line, in- 
cluding “30-Day Hate Certificates.” 

Radio spots have been produced 
in 30 and 60-second versions, using 
night club entertainer Ronnie 
Graham in a series of “far-out” 
readings based, loosely, on well- 
known fairy tales. Included are 
Snow White, Chicken Little, Cin- 
derella and Jack and the Bean- 
stalk. 

An interesting facet of the new 
campaign is the fact that it is 
one of four submitted by the ad- 
vertising agency, D’Arcy, at the 
request of Sherwood Egbert, 
Studebaker’s energetic new presi- 
dent. The campaigns were pro- 
duced by separate agency teams 
giving Studebaker a choice sim- 
ilar to that of four different agen- 
cies competing for the account. 

The new one won the nod as that 
with the greatest potential impact 
on young adults. 
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European Delivery— 


A “Double Your Fun" plan, offering 
delivery of a Mercedes-Benz while touring 
Europe has been developed by Mercedes- 
Benz Sales, Inc., South Bend. Tourists can 
order their cars at European retail prices 
from their local dealers, use them for 
travel in Europe after delivery, and receive 
service on the vehicles from their dealers, 
after they return home. Booklets to assist 
purchasers using the plan are available 
at Mercedes-Benz dealerships. In addition 
to explaining the plan, they provide in- 
formation on passports, international driver 
licenses, international road signs, traffic 
laws, insurance requirements, ocean ship- 
ping regulations and general travel tips. 
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Truckers Hit Tax Hike... 





Kennedy’s Road Plan 
Draws Fire, Praise 


WASHINGTON.—President Ken- 
nedy’s highway program received 
both strong support and strong op- 
position in hearings on the financ- 
ing proposals before the House 
Ways and Means Committee. 

Administration spokesmen told 
Wilbur Mills, Arkansas Demo- 
crat and chairman of the com- 
mittee, that the road program 
must be completed on schedule 
and that it must be kept on a 
pay-as-you-go basis. 

Treasury Secretary Douglas Dil- 
lon testified that to divert the tax 
on autos, parts and accessories from 
the general fund into the highway 
trust fund “would constitute a de- 
liberate unbalancing of the budget.” 


Commerce Secretary Luther H. 
Hodges, Budget Director David E. 
Bell and the Bureau of Public 
Roads chief, Rex Whitten, joined 
with Dillon to ask that the federal 
gas tax be continued at 4 cents 
a gallon and to urge higher Fed- 
eral taxes on tires, tubes, diesel 
fuel, tread rubber and on trucks 
and buses over 26,000 pounds. 


If this is not possible, then the 
Administration spokesmen agreed 
with President Kennedy that the 
federal gas tax must be increased 
to 4% cents a gallon. 


The AFL-CIO gave its “com- 
plete support” to the President’s 
program and said that it was 
“only fair” that heavy trucks and 
their equipment bear their share 
of the cost. It accepted “reluct- 
antly” the need to defer the 
scheduled decrease in the gas tax. 
The United States Chamber of 
Commerce said that the pay-as- 
you-go principle was sound and 
should be maintained. The program 
should be completed on schedule, 
said the Chamber, and “to the 
maximum extent feasible from cur- 
rent revenues.” 


However, if necessary, “additional 
funds should be obtained by rea- 
sonable and equitable increases in 
taxes among the various classes 
of persons using the federal-aid 
highways or otherwise deriving 
demonstrable and direct benefits 
from such highways.” 

The bulk of the opposition to the 
highway proposals came from 
trucking interests, which will have 
to pay increased taxes if the plan 
is adopted. 

An American Trucking Assns. 
spokesman said that the program 
would actually result in a loss 
of highway funds. He said that 
many truck firms ran in the red 
in 1960 and increased taxes would 
force these companies out of 
business. 

“The ironic result of this (de- 
struction of motor carriers) would 
be an actual diminution of taxes 
available for the highway trust 
fund, not to mention a loss of high- 
way taxes to the states and a severe 
aggravation of the unemployment 
problem,” according to Edward V. 
Kiley, director of the ATA depart- 
ment of research and _ transport 
economics. 


“If the highway program faces 
an alternative of higher taxes on 
trucks, or a stretch-out in the con- 
struction of the interstate system, 
then the trucking industry is forced 
to recommend a stretch-out or cut- 
back,” Kiley declared. 

This recommendation, he said, is 
being reluctantly made because the 
nation’s motor truck operators, for- 
hire and private, large and small, 
cannot take increased costs of op- 
eration. He pointed out that in all 
previous federal highway tax pro- 
posals, the trucking industry has 
never argued the possibility of be- 
ing put out of business, despite the 
heavy taxes imposed. 

Kiley added: “Trucks have been 
labelled a principal beneficiary of 
the improved road network. If 
this be so then it logically follows 
that trucks are a principal loser 
if the program is stretched out 
or cut back. In such a case, as 
@ principal loser, we say tailor 
the program to the extent requir- 
ed by revenues from taxes in ef- 
fect today. The alternative of 
punitive truck taxes is unaccept- 
able. We are being benefitted to 





death—we can’t afford any more 
benefits.” 

Kiley said that federal highway 
taxes cannot be increased without 
regard for the amount of state 
taxes being paid by trucking com- 
panies. Because no consideration 
has been given to the pyramiding 





Ore. Plate Setup Revised 


SALEM, Ore. — Oregon dealer 
plates for 1961 carry a new system 
of numbering providing more accu- 
rate control of plates. issued to 
salesmen, pickup men and other em- 
ployes. The basic number has not 
been changed from 1960, but num- 
bers. have been added to indicate 
how many plates a dealer has pur- 
chased. If a dealer ordered five 
plates, and his basic number hap- 
pened to be 123, the five plates will 
read: 1-123; 2-123; 3-123; 4-123 and 
5-123. 


of federal and state taxes, the 
“larger trucks that have been sin- 
gled out for discriminatory treat- 
ment are caught in a vicious 
squeeze play between the federal 
and state governments,” he charged. 

Strong support for termination 
of the temporary fourth cent of 
the federal gasoline tax this June 
30 and dedication of a larger share 
of highway-user taxes to roadbuild- 
ing was voiced by a petroleum in- 
dustry witness. 

Approximately $250 million a year 
more will be available for high- 
way construction if these provisions 
are carried out, it was stated. 

The testimony came from 
John E. Swearingen, president of 
Standard Oil Co. (Indiana). He 
represented the American Petro- 
leum.: Institute and various other 
industry groups. 

The Automobile Manufacturers 
Assn. supported the Kennedy pro- 
gram in general. However, AMA 
urged a fair distribution of the 
costs of the program and called 
for sufficient studies to assure a 
proper distribution of the costs. 

AMA said that the general pub- 
lic should pay a part of the cost, 
rather than have direct users of 
the highways pay the full cost. In 
addition, the association attacked 
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Automatic jacks built into the 
chassis have been suggested as an 
aid when one gets a flat tire. For 
example, if the rear right tire 
needed fixing, the motorist would 
push a button and the jack would 
lift the rear of the car off the 
ground. 


any thought of diverting any ve- 
hicle taxes to nonhighway uses. 


seeded 43 


|D. H. Bray, president of the Ameri- 
jean Assn. of State Highway Offi- 
cials. He told the committee that 
| his group considered completion of 
the interstate program not later 
| than 1972 to be essential. 


Bray asked that “a continuing 
revenue program of adequate and 
known size be adopted and the 
highway authorizations be resched- 
uled to conform.” 


Such a step, he said, “will per- 
mit the state highway depart- 
ments to properly budget funds 
and to execute planning, right of 
way acquisition, and construction 
in an orderly fashion.” 

Ray Burgess, director of the 
Louisiana Department of High- 
ways, testified as being “generally 
in favor” of the Kennedy proposal. 

Rep. Ralph Beerman, Nebraska 
Republican, urged that the sched- 
uled reduction in the federal gas- 
oline tax be made. 

Gov. Steve McNichols of Colorado 
strongly supported the principle of 
pay-as-you-go and saw “no substan- 
tial reason why the people who are 
receiving the benefit of this newly 
created system should not under- 
take the responsibility of paying 





Support was also expressed by 
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permit efficient hot-air transfer to 
the automatic choke without spurts 
or sputtering because of cold spots. 
It eliminates hard starts, over- 
comes gas wastes and carburetor 
failures and provides a permanent 
automatic choke repair, it is said. 
* * * 


UNIT LOAD FLOOR—A unit load floor 
which can facilitate the palletless loading 
and unloading of Volume-VYans apd plat- 
form units has been announced by Frue- 
hauf Trailer Co., Detroit 32, Mich. This 
floor is a part of an overall system which 
integrates mechanical handling and trans- 
porting of products in unit loads (sizes 
40 inches deep by 48 inches wide) from 
manufacturing point to ultimate destina- 
tion. In actual operation, unitized loads 
are lifted on multiple fork-truck tines and 
moved to the trailer. The aluminum floor 
with 2%-inch grooves is formed to mate 
with the truck tines and serves as a solid 
base on which the load rests. The fork- 
truck is driven into the van, depositing the 
cargo where desired and then driven back 
for another load. 


CONCRETE MIXER—The Transmatic con- 
crete mixer, designed to operate on any 
truck with flywheel drive transmission, has 
been announced by Transit Mixer Division, 
Hercules Galion Products, Inc., Galion, O. 
This mixer can be driven equally well by 
flywheel drive power take-off, separate en- 
gine or front-of-truck engine, it is said. 
Pushbutton controls, located in truck cab 
and at either end of the mixer, is said 
to insure maximum ease of operation, re- 
duce operating effort. To insure maximum 
power for operating over rough terrain, 
the Transmatic offers cab controlled push- 
button activated drum drive cutout. This 
is said to insure full engine torque for 
maximum traction when needed. As an 
added safety check an auxiliary manual 
control is provided for mixing and dis- 
charging of concrete, it is claimed. 

i Bes, 





POWER TAKE-OFF —A flywheel power 
take-off unit which can deliver 200 horse- 
power directly from engines rated up to 
400 horsepower is said to eliminate costs 
of auxiliary engines and ‘‘service-heavy” 
shafts for many PTO configurations.The 
heavy-duty flywheel PTO, designed by 
Cotta Transmission Co., Rockford, Ill., 
mounts independently between engine fly- 
wheel and master clutch. Power can be 
taken off even when clutch is disengaged, 
it is said. Compact unit adds 12% inches 
to power train length. Installation adapts 
this flywheel PTO to any gasoline or diesel 
engine. No alterations are required for 
other power train components. Standard 
mounting—front and rear—is provided by 
either SAE No. 1 or No. 2 housing. Hous- 
ing cast as one unit endures heavy shock 
loads, it is said. 





LOAD HOLDER—An adjusting section 
has been added to the Load-Holder, spring 
loaded, telescoping steel tubes which snap 
into perforated belt rails. The adjustable 
section allows a variance in the length of 
the brace rod of 16 inches. This is said to 
: permit the user to put correct amount of 

ed , spring pressure either in a vertical or 
Se) eS ee B | horizontal positioning of the rods within 


ad a F the 16-inch limit. It is said to fit any 
oe re eed ; dimension from 78 to 94 inches. Cargo 
big palace 4 ciel Stabilizing Devices, Inc., 8242 McCormick 


Blvd., Skokie, Ill. 
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SHORING BARS—Hauling methods can 
be simplified by equipping a van with 
Aeroquip Series ‘“E’’ track and shoring 
bars. The equipment is said to segregate 
and secure loaded dollies and cans, The 
system prevents rear door damage and 
cargo damage, and supplies greater speed 
and versatility, it is said. The track and 
shoring bars used in this application are 
produced by General Logistics Division, 
Aeroquip Corp., 2929 Floyd St., Burbank, 
Calif. 





SIDE VIEW MIRROR—The Pathfinder No. 
3538, 10-inch West Coast type side mirror, 
designed for small trucks and panel de- 
liveries, has been announced by Auto 
Lamp Mfg. Co., 2909 S. Indiana Ave., Chi- 
cago 16, Ill. The 10 by 6'%-inch mirror 
is clear glass, set in a rubber-ring channel 
for moisture and shock protection. AIll- 
metal back is finished in noncorroding 
grey hammerloid baked enamel or chrome 
plated, it is said. Back is curved to mini- 
mize air resistance at freeway speeds. 


* * * 


Choke Tube Repair Kits 


Announced by Houser 


Houser Engineering & Mfg., Inc., 
Bluffton, Ind., has introduced two 
choke tube repair kits for Ford 
Motor, General Motors and Chrys- 
ler Corp. cars. 


Houser’s kit No. 765 is said to 






























WIRING ADAPTER — To meet wiring 
regulations covering commercial tractors 
and trailers, the Electrical Division, Baker 
Mfg. Co., Marine City, Mich., has an- 
nounced the Tractor-Trailer Wiring 
Adapter. This device is designed to adapt 
the seven wire system of any tractor to 
the six wire system of any trailer, elim- 
inating the necessity of rewiring trailers 
and simplifying the electrical connection 
between tractors and trailers with different 
wiring systems, it is said. The adapter is 
manufactured to fit existing plug and re- 
ceptacle terminations of tractor and trailer 
wiring systems. 


































HORNS—A line of freon-powered horns 
for truck and marine use has been an- 


| nounced by Falcon Alarm Co., 243 Broad 


St., Summit, N. J. Because they operate 
on their own power, there is no drain on 
the truck's power and they are ready in 
any emergency. A wide range of horn 


| sizes and tones is available. Three differ- 


ent mounts are provided to enable installa- 
tion in all situations. 
ee 


New Monarch Machine 
Offers Two-Seat Kart 


A two-seat “Monarch Trainer” 
kart, suitable as a training model 
for youngsters, has been developed 
by New Monarch Machine & Stamp- 
ing Co., Des Moines, Ia. 

In addition to its use for driver 
training, the Monarch Trainer is 
said to have educational value in 
the field of mechanics and con- 
struction. 








COMPRESSION BRAKES — Incorporation 
of stainless alloy castings into an auxiliary 
truck braking device is said to have solved 
problems of warping, leaking, cracking, 
corrosion and excessive fabrication costs— 
which previously made this unique design 
impractical. Developed by Power Brake 
Equipment Co., 1632 S. E. 11th Ave., Port- 
land, Ore., the Williams compression brake 
is designed for use on diesel and gasoline 
engines to provide increased safety and 
reduce operating and maintenance costs. 
The braking device is a safety feature 
which operates independently of air or 
mechanical brakes. Braking action and but- 
terfly valve position are controlled by air 
or a mechanical overide and lever. When 
the truck descends a grade, the butterfly 
valve automatically closes to begin pres- 
sure buildup when the foot throttle is re- 
leased. 
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Rubber Seals Credited 
With Halting Oil Leaks 


Oil leaks from the rear main 
bearings of automotive, diesel, 
marine and similar engines have 

















TRUCK NEW PRODUCTS 


been eliminated by specially de- 
signed seals made with oil-resistant 
synthetic rubber, according to 
Brummer Seal Co., Chicago Heights, 
Til. 

The three components of the seals 
—a steel torque-loading band, wire 
spring and chemically treated fabric 
—are molded and bonded in Chemi- 
gum, a synthetic rubber made by 
Goodyear Tire & Rubber Co. 





BRAKE—Designed for off-highvsay oper- 
ations, the Stopmaster Brake, announced 
by Brake Division, Rockwell-Standard Corp., 
Ashtabula, O., is said to provide equal 
braking effort by both brake shoes for 
improved performance. Hydraulically actu- 
ated, the Stopmaster is available in 17, 
20%, 22 and 26-inch diameters, and in 
4 to 10-inch widths. The brake is said to 
be equally suited to straight hydraulic, air- 
over hydraulic, or vacuum-over hydraulic 
actuation, and offers a compact design, in- 
creased mounting flexibility and quicker 
response. 


COMPACT AIR CONDITIONER — De- 
signed especially for compact cars, the 
Sportsman air conditioning unit has been 
added to the Mark IV line. Among special 
features of the Sportsman are said to be 
its size, which permits greater leg-room 
in small cars. Also, the stationary ‘‘depth- 
flow” louver affords more efficient direc- 
tion of cold air to the back seat, it is 
said. Blowers move up to 240 cubic feet 
per minute, fully adequate for compacts, 
but not recommended as sufficient for 
larger cars. John E. Mitchell Co., 3800 
Commerce St., Dallas 21, Tex. 





TOW BAR COUPLER—The BG Hook-All 
Con-Ver-Tow three-in-one adaptor coupler 
is designed for all shaft or tongue-type tow 
bars and all trailer ball hitches. The coupler 
is said to enable operators to attach to 
any tow bar to be used in conjunction with 
any trailer hitch, whether it be a bumper 
or frame that has a trailer ball. When used 
with the BraKing tow bar, the operator 
is said to have a tow bar with brake that 











will hook to a trailer ball. In addition, the 
user can have controlled steering by using 
a guide cable attachment for frame hitches, 
it is said. The unit is manufactured by 
Berluti Mfg. Co., Saginaw, Mich. Two Bar 
Sales Co., 40 S. Clinton St., Chicago 6, is 





the national distributor. 


SEAT — Unison-Action seats with  full- 
floating back and two-way contouring are 
said to feature a tilt mechanism that allows 
adjustments to 675 positions. Controls give 
a boost of up to two inches at the rear, 
one inch at the front and can be used 
as a vertical adjustment to elevate the 
seat, it is said. Used with the regular 
back adjustment, air cushion control and 
smooth slide tracks, truck drivers are able 
to ‘‘tailor’’ Unison-Action seats to their in- 
dividual physical requirements and per- 
sonal driving habits, it is claimed. Ameri- 
can Metal Products Co., 5959 Linsdale Ave., 
Detroit 4, Mich. 





TRUCK, TRAILER LINERS — Refrigerator 
truck and trailer liners molded entirely of 
fiber glass reinforced plastics with in- 
tegral air-circulating ribs and a nesting 
edge for efficient installation have been 
announced by Molded Fiber Glass Body 
Co., Ashtabula, O. These panels offer 
reefer body builders and operators such 
advantages of molded fiber glass as a 
gloss-white surface, easy cleaning and 
maintenance, excellent thermal insulation, 
high strength and rigidity at high and low 
reefer operating temperatures, and quick 
in-place repair in case of fork-lift damage; 
it is claimed. These MFG panels are avail- 
able in two sizes: 374%, by 84 inches and 
49, by 84 inches. Both are 0.120 inch 
thick, The smaller panel has four ribs 
on 9-inch centers; the larger unit six 
ribs on 8-inch centers. Precise dimensions 
and a highly finished surface are assured 


through the use of matched metal dies 


for the molding of these panels, it is said. 
oo ee 





STARTING INJECTOR—Phillips Mfg. Co., 
8200 Grand Ave. South, Minneapolis, 
Minn., has announced a model Zero Start 
ether base diesel and/or gasoline engine 
starting fluid injector, model E700. The 
fluid injector is electrically operated by 
a dashboard-mounted pushbutton control. 
Each push of the button activates an elec- 
tric solenoid that releases the starting fluid 
into the intake manifold, it is said, The 
amount of starting fluid released can be 
regulated by a solenoid adjustment. The 
model E700 is adaptable to six, 12 or 24 
volts. 
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69 PARCENT 


OF DELAWARE VALLEY’S 
AUTOMOTIVE SALES 
ARE MADE 
IN THE SUBURBS 


The Philadelphia Anguirer delivers your advertising to 27% more 
suburban men readers than does any other Philadelphia newspaper. 
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Sources: 1960 Sales Management Survey of Buying Power; Continuing Study of Adult Newspaper Readership by Sindlinger & Company, Inc. based on over 50,000 interviews, 1957-59. (Summary of 1959 study available on request.) 
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The Man Behind the Wheel... 





Sales Testing the “61 Datsun 


Eprror’s Note: This is another 
in a series of articles exploring 
the selling features of imported 
cars. 

By Ed Brown 
Staff Correspondent 


_— FAIRLADY is a Jap- 
anese entry in the sports-car 
field which, at $1,995, should do a 
creditable job for both dealers and 
the company. 

This four-seat, four-cylinder, 
60-horsepower vehicle, which was 
introduced at the International 
Automobile Show in New York, 
uses curves in a graceful man- 
ner, 

Performancewise, the vehicle 
lives up to its name ag well, being 
lithe of spirit, deft and graceful, 
yet indicating that it has the heart 
and muscle of a ballet dancer for 
really tough sprints and pickups. 

The exterior shows good work- 
manship, which any customer will 
be happy to see. Paint finish is 
good, and the small details, such as 
rain-proofing the juncture of con- 
vertible roof and doors, have been 
accomplished successfully. 

The interior also is nicely finish- 
ed. The black car we tested had 
red leather seats and deep-pile red 
floor rugs. The bucket seats provide 
adequate forward and rear adjust- 
ment for comfortable seating. The 
rear seats also are bucket-type, 
which is a distinct improvement 
over the hard-bench type found in 
most so-called four-seat sports cars. 

* * * 

HE seats are foam-rubber lined 

and quite comfortable, consider- 
ing that this is a sports car and 
not a limousine. Legroom in the 
rear leaves a little to be desired, 
but again we must bear in mind 
that this is a sports vehicle. 

Headroom in the front is ade- 
quate except for the especially 
tall person, who will find the 
sports-car slouch a most advan- 
tageous posture. The mid-strut 
for the roof has been relocated 
behind the front-seat passengers, 


Car Tested: 
1961 DATSUN 
FAIRLADY 


Overall length, 158.5 inches; 
overall width, 58.1 inches; over- 
al] height, 54.3 inches; wheel- 
base, 87.4 inches, 

Engine: Four-cycle, four-c y I- 
inder in line; water-cooled; bore, 
2.875 inches; stroke, 2.796 inches; 
capacity, 1,188-c.c. or 72.5 cubic 
inches; 60 horsepower at 5,000 
revolutions per minute. 

Maximum torque, 67.4 foot 
pounds at 3,600 RPM; compres- 
sion ratio, 8.2:1, 

Clutch: Single dry disc with 
cushioning springs. 

Brakes: Hydraulic internal ex- 
panding two-shoe type. 

Suspension: Front, parallel 
torsion-bar type independent 
suspension; rear, longitudinal 
semielliptic springs. 

Tires: 5.20x14 whitewall, 

Accessories: Tool set, spare 
wheel and tire, tonneau cover. 


At Superior Open House— 





eliminating the usual banging 
which takes place on bumpy 
roads in sports cars of this va- 
riety. 

With the removal of a few but- 
tons, the top lifts off handily, and 
the supporting struts fold away 
nicely to the rear. No sweat and 
strain are involved, and a woman 
can handle it just as easily as a 
man. 

The test car’s windscreens have 
a strange arrangement in which it 
is necessary to poke your hand 
through a small flap if you want to 
pay a toll or signal a turn. How- 
ever, we were informed that a 
modification ig expected momentar- 
ily, which will provide a sliding 
window for more comfort and ease. 

The directional signal is fitted to 
the steering post, but is not self 
cancellable, a possible problem with 
a fussy customer. Pedals are well 
placed and of adequate size, with 
little likelihood of complaints aris- 
ing on that score. 

This is one of the few sports cars 
that is fitted with a good bumper. 
Even on New York City streets, 
most big cars are not likely to 
crush this bumper unless they are 


deliberately careless. And they are 


placed well enough that most other 


vehicles won’t ride over them. 
* * ~ 


It’s Ideal for Racers 


Ir A dealer has some racing en- 
thusiasts among his customers, 
they’re almost sure to want to 
know about the Fairlady. It is built 
for modification, For instance, the 
windshield lifts off with the re- 
moval of four screws. Remove a few 
more screws and disconnect some 
electrical work under the dash and 
the fixtures lift away ready for 
modification. 

The throw of the shift is good 
and short. With a little practice 
on the highway, it becomes hard- 
ly necessary to use even your 
clutch. This is a vehicle built for 
fun, and the customer so oriented 
wil discover it for himself in a 
short time. 

The car rides well. In city traffic 

and on highways it performs equal- 
ly well. Although it is a four-for- 
ward-speed vehicle, we never start- 
ed from anything but second in 
New York traffic. But for quick 
getaways in the country, we used 
first. 
‘The ride can be a little bumpy 
on a badly rutted road, but the 
foam-rubber seats eliminate most 
of the difficult part of such rides. 

This vehicle has parallel torsion- 
bar independent suspension in the 
front and longitudinal semiellipitic 
springs in the rear. It develops a 
very level ride, which means that 
in cornering it is a master, 

The 60 HP engine, which igs new 
to this country, replaces last year’s 
48-HP units. It gives speed and 
muscle where it felt rather soft 
and pokey before, Pickup in low 
speeds is dramatic, and a burst of 
speed in high can be quite a joy. 

* * * 


ATURALLY, it is a smal] ve- 
hicle, which means that ma- 
neuvering in traffic is a breeze. Its 
parking ease will delight even 


An estimated 1,000 persons visited the Southern Division plant of Superior Coach 


Corp., Kosciusko, Miss., during the company's 10th anniversary celebration. Here are| the administrative code adopted by 
some of the guests who were toured, dined and welcomed to the first formal open| the state board of education. 


house to be held at the factory since its opening 10 years ago. 


women, Highway travel on good 
roads is particularly delightful, 

The four-cylinder, water-cooled 
engine has more than adequate 
space for working. Average miles 
per gallon was 31.8 over 600 odd 
miles of rugged travel, 

There are a number of small ex- 
tras which should be pointed out. 

There is a light in the trunk for 
loading and unloading after dark. 
A light has been placed in the en- 
gine compartment for night-time 
emergencies. The gas cap locks. 
The doors lock from the inside as 
a safety percaution. 

Sunvisors are standard equip- 
ment, and the heater is more than 
adequate for most cold-weather 
driving. The engine hood locks 
from the inside. 

The car comes undercoated, with 
the engine hood provided with a 
silencing material as well. One side 
of the carburetor is fitted with a 
viewer for looking at its level. Vinyl 
pipes lead to the carburetor so that 
in times of trouble, you can see 
whether gas is being pumped 
through. 

The radiator cap is chained to 
the radiator so that there is no 
chance of losing it. 

Nothing is as convincing as a 
ride. Give your customer a thor- 
ough grounding in the vehicle, then 
let him test it for himself, For the 
perfectionist you will find that the 
steering is not quite as accurate 
as he might like, but make sure he 
puts the car through all of its 
paces. 

























Datsun's Fairlady— 

The Datsun Fairlady is a car for both the sports-car enthusiast and those who are 
rocing-minded, according to Ed Brown, Automotive News staff correspondent who sales- 
tested the new Japanese entry. It can be modified for racing fans, he said. 


Tax Court Backs Dealer 
In Dispute on Reserves 


Bunn’s Auto Sales, Inc., that the 
Commissioner could not construe 
section 6501 of the 1954 Revenue 
Code to mean that the period of 
limitations for assessment of de- 
ficiencies with respect to an 
earlier year is enlarged except to 
the extent that the deficiency is 
based upon an error made in the 
computation of the net operating 
loss carryback. 

The court’s opinion holds that 
“there is no indication in section 
4(a) of the Adjustment Act that it 
was intended that the election 
should apply to a year that would 
not be subject to adjustments other 
than the limited one of correction 
of a net operating loss carryback. 

“Section 6501(a) states that ‘Ex- 
cept as otherwise provided in this 
section, the amount of any tax im- 
posed by this title shall be assessed 
within three years after the return 
was filed.’ There is no provision 
in section 6501 for an extended 
period to assess a deficiency result- 
ing from an election under section 
4(a) of the Adjustment Act.” 


The court also notes that under 
its earlier rulings in other cases, 
any deficiency or overpayment aris- ' 
ing from adjustments to income 
and deductions for the particular 
fiscal year at issue would be barred. 


“The provisions of section 6501 
(h) of the 1954 Code would per- 
mit the assessment and collection 
of a deficiency for petitioner’s 
(auto sales company) fiscal year 
1955 occasioned by a reduction in 
the net operating loss carryback 
arising from inclusion in peti- 
tioner’s income on an accrual 
basis of finance company’s re- 
serves for the fiscal year 1958. 
“However, no such deficiency ex- 

ists. The parties are agreed that 
the adjustment to place finance 
companies’ reserves on an accrual 
basis in petitioner’s fiscal year 1958 
increases the amount of the net 
operating loss carryback to its 
fiscal year 1955 over that previously 
allowed. 

“The assessment and collection of 
the claimed deficiency as com- 
puted” by the Commissioner’s for 
the auto sales company’s taxable 
year ending July 31, 1955, is barred 
by the statute of limitations. 






WASHINGTON. — The United 
States Tax Court has ruled in a 
case involving an auto dealership 
that, notwithstanding the avail- 
ability of an extended limitation 
period for assessing a deficiency of 
net operating loss carryback, the 
commissioner of internal revenue 
cannot also assess — subsequent to 
the ordinary three-year limitation 
period—a deficiency for the same 
year based on changes made under 
the 1960 Dealer Reserve Income 
Adjustment Act. 

The court upholds the view of 

























Highways & Safety 






be two seat belts in the front seat 
of student-driven cars and two or 
more in the back seat. 

* * 


Publisher Writes 
About Own Study 
Of Seat Belts 


George J. Hecht, publisher of 
Parents’ Magazine, made his own 
investigation of auto seat belts and 
reported on their merits in a March 
article entitled, “My Wife Was 
Saved by a Safety Belt.” 

Nearly 40,000 persons were killed 
in auto accidents last year in this 
country and 4.5 million more were 
injured, he pointed out. 

Yet the National Safety Council 
found that not one of the 442 vic- 
tims of last July 4’s highway death 
toll wore a seat belt, Hecht said. 

A detailed study of each accident 
indicated that about half of these 
persons would have survived if they 
had been wearing them, he con- 
tinued. 

Hecht said Dr. E. Vincent Askey, 
president of the American Medical 
Assn., blames “instinctive human 
laziness ... carelessness and ignor- 
ance” for public reluctance to use 
them, 


WASHINGTON. — The Highway 
Research Board Award for a tech- 
nical paper of outstanding merit has 
been presented to Kenneth A. 
Stonex, assistant director of General 
Motors Proving Grounds. 

The paper, “Roadside Design for 
Safety,” details how such roadside 
features as ditches, slopes, trees, 
posts and signs were landscaped, 
redesigned or removed to improve 
safety for proving ground drivers. 
Also related were reports of guard- 
rail impact tests conducted by GM 
engineers and suggestions for re- 
design of roadside guardrails to 
lessen severity of automotive 
crashes against their end structure. 

* * 


U.S. Notes Dip 
In Highway 
Building Costs 


The cost of highway construction 
in the fourth quarter of 1960 drop- 
ped 1.2 percent below the previous 
quarter, the Bureau of Public Roads 
announced. 

Trends in highway construction 
costs are measured by an index of 
average bid prices compiled by the 
Bureau of Public Roads from re- 
ports of Federal-aid highway con- 
struction contracts awarded by 
state highway departments. 

The decrease in the bid price in- 
dex in the fourth quarter of 1960 
follows a 2.2-percent increase in the 
previous quarter. The small fluctua- 
tions of the last several years, to- 
gether with the latest change, indi- 
cate continuance of a trend of sta- 
bilization in prices. 

With 1946 as a base year, the 
price index has risen from a low 
point of 125.5 in the second quarter| * 
of 1955 to an all-time high of 143.4]! 
in the fourth quarter of 1957, a 
total increase of 14.3 percent. The 
total increase from the same low 
point through the fourth quarter 
of 1960 is 7.6 percent. 


* * * 
Student Cars Require 


Seat Belts in California 
SACRAMENTO, Calif.—All driver 
training cars in California school 
districts will be required to have 
seat belts under an amendment to 




































































Summerfields Deliver Truck Fleet— 

This fleet of GMC tractors, powered by the GMC V-6 engine, was delivered to 
National Cartage Co. by Summerfield GMC Truck Co., GMC truck distributorship in 
Gary, Ind. The distributorship was recently acquired by former Postmaster General 
Arthur E. Summerfield and his son, A. E. Summerfield jr. The Summerfields also operate 


The amendment says there must|a Chevrolet dealership in Flint. 














Triumph Signs 13... 
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Import-Car News Notes 


HIRTEEN dealers in nine states 

have received Triumph fran- 
chises, according to Alan F. Bethell, 
president, Standard-Triumph Motor 
Co., Inc., New York. The new. deal- 
ers are: 

Cheshire Motors, Inc., Cheshire, 
Conn.; Vee and Grant, Inc., Laur- 
el, Md.; Hedges-Sattler, Inc., 
Springfield, Mass.; Major Im- 
ports, St. Louis; Imported Cars of 
Roslyn, Roslyn, N. Y.; Economy 
Motor Co., Lawton, Okla.; Fred 
Russell Auto Service, Memphis; 
Al’s Auto Sales, Pompton, and 


Konner Auto Sales, Inc., Pine 
Brook, N. J. 
New dealers in Florida include 


George Dayton Motors, Inc., Sara- 
sota; Performance Cars, Inc., Ft. 
Lauderdale; Florida Motor Co., 
Warrington, and Seabreeze Motors, 
Daytona Beach. 
* 


* * 


Volkswagen 


OLKSWAGEN CANADA LTD., 

is establishing its own head- 
quarters at Vancouver, B. C., ac- 
cording to Werner Jansen, man- 
ager. He said the firm will open 
a $285,000 parts depot and whole- 
sale distributing warehouse early in 
April in Lake City Industrial Park. 
Burnaby, which is between the 
cities of Vancouver and New West- 
minister. 

Volkswagen Pacific Sales, which 
has been a distributor for the last 
eight years, will revert to the retail 
end with three dealerships. 


R. Borden De Wolfe, president 
and general manager, Pacific Volks- 
wagen, said the wholesale operation 
had grown too large to be handled 
by anyone other than the company. 
He and his brother, Jack, intro- 
duced Volkswagen to British Col- 
umbia in 1953 and sold 176 cars 
and trucks. In 1960 sales exceeded 
3,200. They set up 34 dealers 
throughout the province, 

The new factory plant will carry 
a $500,000 inventory and will im- 
port most of its parts directly 
through the port of Vancouver via 
the Panama Canal, Jansen said. 


The company has its Canadian 
headquarters in Toronto. 
ok ok ok 
OLKSWAGEN drivers’ swept 


the field in the recent 400-mile 
rally between Blantyre, Nyassa- 
land, and Quelimane, Portuguese 
East Africa. 


A total of 44 vehicles were en- 
tered in the competition, including 
cars from France, Italy, Britain 


and Germany. 
eS * * 


Saab 


ADLEY E. CLEMENS has been 
named Western regional man- 
ager for Saab Motors. Inc., New 
York. 
With headquarters at 321 S. 50th 
Ave., 


Omaha, Neb., Clemens will 
have responsibil- 
ity for marketing 
efforts in Ohio 
and the states to 
the West. 

Clemens will be 
assisted in the 
field by Henry B. 
Douglas, Ver- 
sailles, O., who 
will cover’ the 
eastern part of 
™ the region, and 
R, E. Clemens Jack Hergen- 
roether, Indianapolis, who will 
cover the western part. 

* * * 





Jaguar 
AGUAR CARS, INC., New York, 
has announced the appointment 
of two new dealers, They are: 
Alamo Sports Cars, Inc., San An- 
tonio, and Motor-Sport Enterprises, 
Inc., Wilmington, De 
* BS 
Daimler 


AIMLER CARS, INC., New 
York, has announced the ap- 
pointment of three new dealers. 
They are: 
Denkert Motors, Inc., Newburgh, 
N. Y.; Pallotti & Poole, Inc., Hart- 
ford, and New Canaan Imported 


Cars, New Canaan, Conn. 
ok * ok 


Volve 
W. PAT SAMUEL, who was 


sales manager of Auto Imports 
(Swedish), Ltd., Vancouver, has 


1, 
oS 





gone to Toronto where he was ap- 
pointed general manager for Volvo 
(Canada), Ltd. 

This is a newly incorporated com- 
pany which took over Auto Imports 
(Swedish), Ltd., which had been the 
chief Volvo distributor for all of 
Canada. The Vancouver company 
becomes a subsidiary with Jan Nyt- 
zen as manager. 

* * * 

Triumph 
OUR dealers have received fran- 
chises for handling Triumph 
cars. They are: British Motor Car 
Co., Beverly Hills, Calif.; Hayward 
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Auto Imports, Hayward, Calif.; the rest of the world May soon ex- 
Larry Reed Sports Cars, Inc., Tor-| ceed that of the United States, 
rance, Calif., and Loh Motors, Inc., | Cyrus R. Osborn, executive vice- 
| New Canaan, Conn. : | president of General Motors, told 
Tri | the Rotary Club here. 
re | The Dayton-born Osborn told old 
oo more dealers have been! friends and members of the Ro- 
signed by Standard-Triumph | tary: 
Motor Co., Inc. They are Rontell’s | “I wouldn’t be surprised to see 
ae ee ae os Calif. ; auto production outside of this 
en ors, inc. San Francisco, ! country exceed our figures soon, In 
- yee 7 Cars, Inc.,| tact, I wonder when we will have 
_— — s, oo : |car plants in the Congo.” 


Prince | Osborn conceded that there are 
| : 
HE Fuji Precisi MV | many obstacles in the way of full- 
7 name of Fuji Precision Ma-| scaje auto production in the rest of 
chinery Co, Ltd, has been! the world. In England, for instance, 
changed to Prince Motors, Ltd., ac-| roads are nightmarish, with only 60 
cording to Ino Dan, president.| miles of freeway, and the new-car 
Autos are the firm’s main product.| buyer is socked with a 50 percent 
* | Sales tax on his purchase. 

GM’s Osborn Sees U. S. But “the automotive industry is 


Trailing in Output growing at an amazing rate over- 
DAYTON. — Auto production in| seas because they have the same 


o 











transportation urge that we 


have,” Osborn said, 

Today, he said, America has one 
car for every 2% persons; Germany 
and England, one for every 15; Bel- 
gium, one for 11; Australia, one for 
five, and Japan, one for every 35. 

Osborn told his audience that GM 
did 70 percent of its business in this 
country, 18 percent in Canada and 
overseas and 12 percent in nonauto- 
motive products. 

In stressing the importance of 
GM’s overseas operations, Osborn 
said GM has manufacturing and 
assembly plants and warehouses 
in 19 foreign countries, dealers 
everywhere and 110,000 employes 
overseas, 

In stressing the growth of the 
foreign auto industry, Osborn noted 
that only 100 of the Opel car manu- 
facturing employes in Germany had 
autos in 1936 but that now 6,000 now 
drive to work. 





Only this label can assure you of Air Express priority service 


Let’s clear up a frequent misunderstanding: AIR EXPRESS is not a general term for all air cargo. It’s 
a specific air-ground shipping service: AIR EXPRESS Division of R E A Express. Many businessmen 
learn this the hard way. They assume that the famous AiR EXPRESS advantages of jet speed and door- 
to-door service apply to all air shipping companies. /t just isn’t so. There’s only one way to be 


sure your shipment is first on, first off, first there—via 
all 35 scheduled U. S. airlines. Or gets kid-glove handling 


throughout the U. S. 


it gets this label. If it doesn’t... it’s not AIR EXPRESS. 


and Canada. And that’s to be sure 


BERL a 


AIR E} 





RESS 


& CALL AIR EXPRESS DIVISION OF R E A EXPRESS ° GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 
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NAFA Members Hail Small Car’s Economy... 





Compacts Get Boost as Fleet Unit 


expelled quickly under such condi- 
tions,” Runzheimer said. 
He also said studies indicate that 


keep both initial costs and running 
expenses down, 


By John E. Walsh 
Staff Writer 








DETROIT. — The compact car 
gained stature as a fleet vehicle at 
the fourth annual meeting of the 
National Assn. of Fleet Administra- 
tors. 

Impressive savings in operating 
expenses were reported by three 
seminar speakers who said their 
companies are turning more to 
the smal] auto, especially for low- 
mileage operations. 

W. A. Groening, Automotive De- 
partment manager, Procter & 
Gamble Distributing Co., told of a 
study his firm made of 200 ’60 
model compacts and a like number 










As further aids, he cited extended 
warranties, more durable mufflers, 
self-adjusting brakes, longer oil- 


nylon-cord tires are preferable in 


warm-weather states and for travel |; 










offered by Ford. 


driving.” 

“And the nicest thing about all 
of these savings is that there are 
a lot more to come next year and 
the year after,” Iacocca said. 


The fleet chief’s “biggest stand- 


change intervals and 30,000 miles 
of driving between lubrication, all 





He estimated that such cost-re- 
ducing features could result in sav- 
ings “of about $200 per car over 
30,000 miles or about two years of 





ing cost of all” could be wiped out, 
he continued, with the elimination 
of the federal excise tax on new 
cars and trucks, 

“The removal of the excise tax, 
which the customer pays when he 
buys a new car, would give a pow- 
erful impetus to automobile sales, 
would have an almost immediate 
effect on employment and would 


of ’59 standards operated for about 
15,000 miles under similar driving 
conditions. 

“Savings on oil, tires, repairs and 
gas over a 12-month period amount- 
ed to $150.69 per compact car,” he 
said. “Thus, a firm with a 1,000-car 
fleet could save almost $151,000 on 
running expenses.” 







over rough, pitted road surfaces. 


A growing number of firms are 
making wider use of air condition- |; 


ing, Runzheimer continued, with 


one of the biggest problems being 


the point at which to cut them off. 

He called air conditioning most 
advantageous in areas where 
there are more than 70 days in 
the year when temperatures hit 
90 degrees or more, Such cars 
need eight-cylinder power plants, 
he said, 

More firms are including radios 
in their cars because of the in- 
creased tradein value and because 
they feel it helps to boost morale 
of drivers on the road for long 
periods, he said. 

Safety factors such as body col- 
ors and seat belts also should be 
considered in vehicle selection, 
Runzheimer said. 

Light-colored cars, such as white, 


He said the P & G study showed 
savings on compacts of $4.48 per 
car for oil, $4.93 for tires and tire 
maintenance, $7.48 for repairs, and 
$133.80 for gas. 

In addition, Groening said, the 
firm has found that the small 





serve to stimulate the whole na- 










tional economy,” Iacocca added. 

R. E. Runzheimer jr., vice-pres- 
ident, Runzheimer & Co., Inc., 
told the group that factors other 
than cost per mile should figure 
in the selection of vehicles, 


cars performed as well as the 
standards. 

He said P & G Distributing has 
a fleet of 1,800 vehicles, all but 40 
percent of which are compacts. 


He mentioned specifically geog- 
raphy, climate and the personal 
feelings of the people who operate 
the vehicles. It is unlikely that one 
type of car will fit all the require- 






There are not enough compacts 
in the used-car market to make a 
reliable judgment on depreciation 
and tradein values, Groening said, 
“but we think they will be good.” 


It will be another year before any 
accurate figures on depreciation are 
available, he added, and until then 
the savings on operating expenses 
are the only true measure of the 
compacts’ merits. 

Andrew Lutz, Motor Lease 
Corp., West Hartford, Conn., said 
his firm conducted an eight- 
month study from last July 
through last February, and found 
that it cost $1.39 less per month 
to operate each compact car. 

He said 25 percent of Motor 
Lease’s 1,200 units are compacts. 
When the Big Three compacts were 
introduced a year ago, the small 
cars accounted for only 16 percent 
of the firm’s fleet, he added. 

In the company’s 16-month ex- 
perience with compacts, it has 
found there are substantial savings 
in tires due to lower replacement 
costs and better wear, he continued. 

“We also found that the com- 
pacts coming in have fewer dents 
and are cleaner, reflecting the 
greater handling and parking ease,” 
Lutz said. 

Another compact-car enthusiast 
was Warren E. Begas, Automobile 
Fleet Department manager, Gen- 
eral Adjustment Bureau, Inc., New 
York. 

He said his firm expects to have 
400 of the small cars in its motor 
pool by the end of this year. 

“We've been so satisfied with 
the compact’s economy and per- 
formance that 75 percent of our 
replacements have been com- 
pacts, and we anticipate that the 
figure will go to 90 percent.” 

At a roundtable discussion later 
in which representatives of 55 firms 
or government agencies participat- 
ed, 38 reported they now are using 
compacts on a trial] basis. 

Twenty of these said they planned 
a more extensive test, particularly 
in urban areas and places where 
there would be only short-distance 
travel. 

The chief drawbacks to wider ac- 
ceptance, several administrators 
claimed, are the individual user’s 
complaints that he is being down- 
graded when asked to take a com- 
pact and a lack of trunk space to 
carry supplies and other equipment 
used in connection with his work. 

Many of the administrators 
who use compacts said that some 
of the. downgrading complaints 
were resolved by equipping the 
cars With automatic transmission. 

“You only lose about a mile a 
gallon by having automatic trans- 
mission,” said one fleet manager. 

At NAFA’s annual banquet, Lee 
A. Iacocca, Ford Division general 
manager, called the compact car 
one way in which the manufactur- 
ers have helped fleet managers 











ments of a company that has na- 


tionwide operations, he said. 
For 


are high for long periods. 


instance, Runzheimer con- 
tinued, eight-cylinder engines are 
preferable in mountainous areas 
and in places where temperatures 


cream or pink, or two-tones com- 
bining both light and dark are best 
from the visibility standpoint, he 
said. Dark blue, green and red are 
the hardest to see after dark, he 
added. 

A detailed preventive-mainte- 
nance program is the chief factor 
in holding maintenance costs at a 
minimum, according to Edward K. 


Shea, technical editor, Commercial 


Car Journal. 

He called the car maker the first 
source of help and urged fleet men 
to make use of factory service bul- 
letins, get to know factory service 
supervisors, and exchange ideas 
with other fleet administrators, 

“Repair costs can be kept 













“Drivers in the mountainous re- 
gions can make better use of the 
added torque, and the extra horse- 
power is preferable in operating air 
conditioners in the hot-weather 
states,” he said. 

He said his firm has found a 
growing trend to compacts for fleet 


down by training your drivers to 
recognize trouble signals and get- 
ting the work done promptly,” he 
said. “It’s also best to make out 
a PM checklist for the operator 
and be specific about what you 
want checked.” 






















use, and called them and six-cylin- 


der vehicles especially suited for 
extensive city driving and other 


short-distance operation. 

Tires and accessories also are im- 
portant factors, Runzheimer said. 

The type of tire, again, should 
depend upon road surfaces, loads 
and the temperature ranges in 
the areas in which they will be 
used, he added. - 

Snow tires are advisable only in 
areas where there are several 
inches of snow on the ground at 
least four months in the year, he 
said, 

“Snow tires wear out twice as 
fast on dry roads because they ab- 
sorb so much heat that can’t be 


Dealer Nominated 


BIRMINGHAM, Ala.—Ed Molli- 
son jr., vice-president, Dement- 
Mollison Chevrolet Co., has been 
nominated by the Birmingham 
Automobile Dealers Assn. for the 
title of “Mr. Auto Dealer of Ala- 
bama.” This honor will be conferred 
by the Automobile Dealers Assn. of 
Alabama at its convention in Biloxi, 
Miss. 





Packing Truck— 


Shea, a former service manager 
for an auto dealership, recommend- 
ed that firms avoid major repairs 
by early tradein, “even if the car 
is only one year old.” 

In a session on operating-cost 
controls, C. R. Trzcinski, purchasing 
agent, General Insurance Co. of 
America, said firms should create 
a cost consciousness among their 
drivers in order to get them to take 
better care of their cars. 

Periodic reeducation of drivers on 
the need for rigid vehicle inspec- 
tions also will help to keep costs 
at a minimum, he said. 

Lee A. Westberg, Gerber Prod- 
ucts Co. fleet manager, was elected 
president of the association, suc- 
ceeding Emil J. Ames, Car Control 
Department manager, Universal 
CIT Credit Corp. 

Other officers are Walter H. 
Langseder, Thomas J. Lipton, Inc., 
first vice-president; W. E. Prescott, 
Kendall Co., second vice-president; 
J. C. Sinclair, Imperial Tobacco Co. 
of Canada, Ltd., vice-president for 
Canada; Clarence E, Fenger, Ab- 
bott Laboratories, secretary, and 
S. L, Landau, Picker X-Ray Corp., 
treasurer. 





Wolverine Moving & Storage Co., Detroit, is using the Dodge P-200 forward-control 
unit as a packing truck. According to Al Monro, Wolverine president, it’s ideal for 
the one or two-piece pickup. The unit has a 104-inch wheelbase and is powered by a 
140-horsepower or 101-horsepower, six-cylinder engine. It has a maximum gross 


vehicle weight of 7,500 pounds. 
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Leyland Truck on U. S. Tour— 


This British-built Leyland Super Comet tractor, hauling a Danish-built van, left 
San Francisco for New York on a promotional run for the Danish Food Fair, which 
is to be held in Aalborg, Denmark, June 2-11. The unit is expected to arrive in 
New York April 1. The refrigerated trailer van features a combined office and kitchen. 
The promotion is scheduled to visit 22 cities. 


Used-Car Notes 


ATLANTA —Tom Palmer has 
taken office as executive vice-presi- 
dent of the Georgia Independent 
Dealers Assn., succeeding Cy 


AAA Fights Hike 
In Truck Size, 
Weight Limits 


WASHINGTON. — Current pro- 
posals for large-scale increases in 
permissible sizes and weights for 
commercial vehicles will be strongly 
opposed by the American Auto- 
mobile Assn., Charles L. Wilson, 
president of the motorists’ organ- 
ization, announced. 

He pointed out that a large-scale 
highway test recently has been 
completed near Ottawa, IIl., under 
the sponsorship of the American 
Assn, of State Highway Officials. 
This test, costing in the neighbor- 
hood of $27 million and measuring 
the effects of various types of loads 
on many different categories of 
highway construction, must be fully 
evaluated before determination is 
made as to allowable weights on 
major highways, Wilson said. 

The AAA statement was directed 
at a policy declaration of the Ameri- 
ean Trucking Assns. which calls 
for a “double standard” for trucks 
using the nation’s highways. Under 
this policy, there would be one set 
of standards for trucks using free- 
ways built up to the requirements 
for the National System of Inter- 
state and Defense Highways and 
another set of standards for trucks 
using other highways. 

In an “alert” message sent to 
all affiliated AAA clubs, it was 
pointed out: 

“For freeways built to interstate 


standards, ATA proposes raising 
the permissible single-axle load 
from the 18,000 pounds — now 


recommended by the American 
Assn. of State Highway Officials 


and specified in federal law as to| 


federal-aid highways — to 24,000 
pounds, an increase of 33% per- 
cent. 

“The truckers would increase the 
allowable tandem-axle load from 
32,000 to 40,000 pounds, an increase 
of 25 percent. As to length, the ATA 
recommendation is for 105 feet for 
‘double bottom’ combinations — 
tractor with two 40-foot trailers— 
as compared with the current limi- 
tations of 50 feet, according to the 
Uniform Vehicle Code (or 60 feet 
according to present standards of 
the American Assn. of State High- 


-| way Officials). 


“Sharp upward revisions in gross 
loads on the basis of a sliding 
scale representing various axle and 





Young, who has returned to private 
business. 

Palmer was a member of the 
Georgia Legislature from Mitchell 
County for six years and is a for- 
mer executive secretary of the 
Georgia Assn. of Finance and Loan 
Companies. 

x x 


Warren Elected President 


Of Jacksonville Independents 


JACKSONVILLE, Fla—Ellis 
Warren has been installed as the 
new president of the Jacksonville 
Independent Automobile Dealers 
Assn. 

Other officers and directors elect- 
ed for 1961 include Bob Jackson, 
first vice-president; Orville Shan- 
non, second vice-president; Carlton 
Sutton, third vice-president; Ray 
Schenks, treasurer, and Ted Jordan, 
Kent Lewis, Don Buffkin, Billy 
Reese and Beryl Duncan, directors. 
* * 


* 
Burns Buys Lot 


FLINT.—Oliver Motor Sales, 
4517 Fenton Rd., has been purchas- 
ed by Charles H. Burns. The lot 
now is operating as Plaza Motor 
Sales. 


* * * 
Clinic for Used Cars 
MINNEAPOLIS.—A used-car “re- 
habilitation” center, specializing in 
revamping vehicles for used-car 
dealers, has been opened here by 
Harry Stone and Leon Frankel. 
The center, called the Kar Klinic, 
also is open for retail automobile 


work. 
* x * 


Van Fleet Elected 


PHOENIX, Ariz—L. A. Van 
Fleet has been elected president of 
the Arizona Used Car Dealers Assn. 
Other officers are Joe DeMascio, 
vice-president, and H. L. Bonner, 


secretary-treasurer. 


axle-space considerations also are|'V@ 


proposed with a maximum of some- 
thing more than 146,000 pounds 
(the present UVC and AASHO load 
limit is 73,280 pounds). 

Wilson commented, “Any upward 
revision in any of these limits 
should await the results of the 
AASHO Road Test. Necessarily 
some time will be involved in com- 
puting and evaluating the millions 
of pieces of information involved 
in history’s most extensive road 
test. Until that job has been com- 
pleted, we urge holding the line 
against upward revisions of size 
and weight limits at both the na- 
tional and state levels.” 





S-P Dealer Relocates— 

Lewis E. Minkel, left, Studebaker-Packard 
marketing vice-president; Martin Kenin, 
president, Keenan Motors, Inc., and A. G. 
Ackert, S-P Philadelphia zone sales man- 
ager, look over the hark’s OHV Skybolt 6 
while attending the opening of Keenan 
Motor's new location at 3900 N. Broad St., 
Philadelphia. The dealership covers over 
88,000 square feet of floor space. 
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More to Newspapers .. . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Newspaper advertising for new 
cars in the United States in 1960 to- 
talled $113,015,000, an increase of 
17.2 percent over the $96,461,000 
spent in the medium the previous 
year, according to figures released 
last week by the Bureau of Adver- 
tising of the American Newspaper 
Publishers Assn. 

Advertising for domestic com- 
pact cars showed the largest gain, 
climbing 93.7 percent from $14,- 
951,000 in 1959 to $28,964,000 last 
year. 

Medium-price cars, however, con- 
tinued as the most heavily adver- 
tised among the various groupings, 
with a total of $32,787,000 spent in 
newspapers in 1960. Advertising for 
cars in that price group, however, 
was off 0.9 percent from the $33,- 
087,000 spent in newspapers in 1959. 

Showing the biggest decline was 
advertising for the low-price stand- 
ard group, which was off 32.2 per- 
cent from $27,492,000 in 1959 to 
$18,635,000 in 1960. 

The highest-priced class showed 
expenditures totalling $6,676,000 in 
1960, or 214 percent above the 
$5,498,000 spent in newspapers a 
year earlier. 

Expenditures for advertising of 
foreign cars rose 25.5 percent from 

$7,620,000 in 1959 to $9,563,000 last 
year. 

Advertising under the “all other” 
class, which includes combination 
copy, sports cars and institutional, 
rose 109.8 percent from $7,813,000 in 
1959 to $16,390,000 in 1960. 

ok 


* * 


New Approach by Ford 


A new direct-mail approach is 
being used by Ford Division in a 
nationwide effort to interest over a 
million owners of competitive-make 
light trucks in Ford’s new light 
truck compact, the Econoline. 

A unique mailing piece has been 
sent to a prime prospect list of 
1,100,000 1953-through-1956 truck 
owners. It is unique because of its 
unusual 3%x7%-inch size and its 
display of the contemporary type 
of art that has proved so popular 
on greeting cards. 

Entitled “Time May Be Picking 
Your Pocket,” the slim size card 


. depicts Father Time casually “lift- 


ing” a back-pocket bankroll with 
the point of his scythe. This off- 
beat illustration piques the reader’s 
interest and draws him inside to 
a hard-hitting sales message that 
spells out major performance, 
economy and convenience features 
on the three Econoline models — 
van, pickup and station bus. 

A Ford dealer may obtain addi- 
tional Econoline impact with local 
mailings, using five other slim- 
size cards. Four are aimed at three- 
four-five-and six-year-old light 
truck owners, while a fifth card, 
general in nature, may be sent to 
any Econoline prospect. 

* * ed 


American Home Show 


The American Home magazine’s 
“Pictures at an Exhibition,” which 
has reached the status of a classic 
advertising presentation moved into 
Detroit last week for three shows 
a day for five days. 

Beginning in April, 1960, more 
than 200 performances have been 
given at the magazine’s headquar- 
ters in New York, and bookings 
there are expected to continue on 
a daily basis through May of this 
year. In addition, three “road 
shows” have been touring major 
advertising and industrial commu- 
nities in the South, West, Middle 
West and Northeast since last July, 
with each company presenting an 
average of 50 shows a month. 

American Home officials in at- 
tendance at the Detroit showings 
were Frank C, Nieman, sales man- 
ager; Milton Peek, Curtis Publish- 
ing Co. representative in Detroit, 
and James A. Cummins, American 


Home representative in Detroit. 
oe 2 * 


1H Adds to Sign Program 


International Harvester Co. has 
extended identification of its dealer 
business establishments with the in- 
troduction of a new roadside high- 
way sign. 

Reportedly the largest “signing” 
program in the history of the in- 








dustry, TH now has approximately 
3,000 dealers in the process of 
obtaining sites and ereéting signs 
along local right-of-ways. 

The sign is of flexible design to 
emphasize product lines, yet pro- 
vides. dealer and trademark dom- 
ination. The basic sign is com- 
prised of two product panels, with 
the dealer having a preference of 
the following options: “Interna- 
tional Trucks,” “Farm & Industrial 
Equipment,” “Farm Equipment,” 
“Industrial Tractors & Equipment,” 
“Construction Equipment,” and 
“Parts & Service.” 

Underlying theme of the program 
is to bring into sharper focus to 
customers and the public the fact 
that “There is an IH Dealer Near 
You,” officials said. 


* * * 

Adams Heads Michigan 4-As 
Charles F. Adams, executive vice- 
president of McManus, John & 
Adams, Inc., Bloomfield Hills, Mich., 
has been elected chairman of the 











Michigan Council of the American 
Assn, of Advertising Agencies. 


Campbell-Ewald Co., as vice-chair- 


& Co., as secretary-treasurer. 
* * * 


Personnel Changes 


public relations representative for 
the National Cotton Council to pub- 
lic relations manager for Capitol | 
Car Distributors, Ltd. ... Allen E. | 
Church from advertising manager 
of American 
Poultry Journal 
to advertising| 
manager of Na-| 
tion’s Agriculture 
... Herbert W. 
Hall from _busi- 
ness manager of} 
the magazine to 
Eastern man-| 
ager, with head- 
quarters in New 
Oe: ies Rae 

A. E. Church new vice-presi- 
dents at Campbell-Ewald Co., De- 
troit: Francis L. Congdon, Thomas 
D. Murray, Albert Schroeder, and 
Willard Glose jr., all creative men, 





|the transportation and travel ad- 


Meltzer Advertising Agency, 


lations 


and Eugene A. Trombley, produc- | 
tion director. 
: Esquire magazine... 
Other officers elected included legg from general manager of| 
Jack L, Thornhill, vice-president of | Forbes Marketing Research, Inc., 
New 
man, and Charles F. Rosen, execu-| poard member with Center for| 
tive vice-president of W. B. Doner| Research in Marketing, Peekskill, | 
New York ... George R. Abels from 
| public relations director of Trail- 
| mobile, Inc., 
public relations firm 
George Wells from Washington | burg, W. Va. 


John A, Kel- 


York, to vice-president and 


to head of his own) 
in Parkers- 


Edward Vopni from manager of 


vertising department of the Detroit 
Free Press to Detroit manager of 

George Lowe from Richard N. 
San 
Francisco, to creative director for 
Kraft, Smith & Ehrig, Seattle ad- 
vertising, marketing and public re- 
firm ... William Burke 
from West Coast representative of 
Sports Cars Illustrated to advertis- 
ing manager of Motor Trend maga- 
zine ... Lester Nehamkin from free 
lance work to advertising manager 
of Sports Car Graphic and Motor 
Life magazines. 

Arthur C. McCarroll from West 
Coast public relations manager for 
Chrysler Corp. to public relations 
director for Hoffman Electronics 
Corp., Los Angeles...John R. 





Spaulding from the Scripps-Howard 
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advertising sales office in Detroit to 
the Detroit sales staff of TV Guide 
magazine. 

C. Richard Johnston from Radio 


Corp. of America to vice-president 


and Detroit manager of Marplan, 
marketing research, product plan- 


|ning and motivation and advertis- 


subsidiary of Inter- 
public, parent corporation of 
McCann-Erickson, Inc. . . . Robert 
J. Sinclair to manager of public re- 
lations and sales promotion for 
Saab Motors, Inc., New York... 
John R,. Winter from press relations 
department of. Chrysler Corp. to 
account executive on the British 
Motor Corp. account at Rowland 
Co., Inc., New York public relations 
firm. 

Gerald Alexander from assistant 
marketing manager in the textile 
fibers department of duPont to di- 
rector of market planning for B. F. 
Goodrich Co., a new post... Otis 
Chandler, publisher of the Los An- 
geles Times to vice-president of the 
newspaper division of the Los An- 
geles Times and Los Angeles Mir- 
ror ... Robert M. Allen jr., from 
assistant to the publisher of the Los 
Angeles Times to acquisitions vice- 
president, with responsibility for 
the Times-Mirror Co.’s diversifica- 
tion and expansion. 


ing research 
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PISTON RINGS ARE 
BUILT TO TAKE IT 


STs 
Sy 


In any new or rebuilt engine there are many areas where 








moving metal surfaces must adjust to each other. Of all 


these areas one of the most important is the bearing surface 


between piston rings and cylinder wall. To assure rapid 


mating, and protect against ‘‘borderline lubrication,’’ 


Perfect Circle compression rings are either chrome 


plated or coated with Ferrox. 


Where Perrox is required the coating acts as a polishing 


time—preferred for pe 


Perfect Circle offers genuine Ferrox protection. 


rformance. 


agent—much like jeweler’s rouge—smoothing away surface 


irregularities, and protecting against scuffing. Only 


No matter how hard the miles, from first to last, Perfect 


Circle rings are built to take it. Use Perfect Circles every 


PERFECT_4..CIRCLE 


PISTON RINGS : PRECISION CASTINGS - POWER SERVICE PRODUCTS - SPEEDOSTAT 
HAGERSTOWN, INDIANA - DON MILLS, ONTARIO, CANADA 











Plymouth Cites Byers— 


One of the few Plymouth dealerships in the country to be honored four years in a 
row as a Quality Dealer is George Byers Sons, Inc., Columbus, O. On hand for a 
recent presentation of the fourth award were, from left, W. Heartsill Wilson, Plymouth 
sales promotion director. From left next to Wilson are George Byers, Frank Byers and 
L. G. Rice, local Plymouth representative. 


““Ads under 7 Yellow Pages headings and 5 trade-marks promote 
our complete Chrysler operation!’”’ says R. LaFayette, 
S. L. Savidge Inc., Seattle, Wash. ‘‘The Yellow Pages has promoted 
our Sales-service business for 32 years. During this time, we’ve 
constantly increased our Yellow Pages program since it works 
so well. One example is the many customers for auto loans who 
say our Yellow Pages ad under LOANS brought them in.” 





Find Us Fast 
In The 

|| Yellow Pages 

Ses >I Display this emblem. It builds your business! 


ES 


~ 
— 
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What's New... 








Dealer Merchandising Kit 


Distributed by Fram 

PROVIDENCE.—The Fram Mil- 
lion $$$ Giveaway Dealer Kit, a part 
of Fram Corp.’s 1961 merchandis- 
ing program, contains a 1961 car- 
tridge checker wall chart with 
complete data for oil, air and fuel 
cartridge replacements on all makes 
of United States cars, light trucks 
and imported cars. 

Other sales tools in the kit in- 
clude a gift catalog, a gift cer- 
tificate book, a dealer’s suggested 
resale price list and a cartridge 
cross reference. 

ok * * 


ASIA Management Institute 


Set for Dallas University 
CHICAGO.—“Credit and Collec- 
tions” will be the subject matter 
for a key presentation by Reeves 
Russell, Burton Auto Supply, Inc., 
Weslaco, Tex., during the Sales 





Ad Megr., 


Display ad (shown reduced above) runs in Seattle Yellow Pages under 
AUTOMOBILE DEALERS—NEW CARS. Call the Yellow Pages man at your Bell 
Telephone Business Office to plan your own business-building program. 
















In Parts and Accessory Distribution 


queens 
. 


S.L. SAVI 


9th & Lenora (Downtown) 












oe re ‘ 


Young Executives Forum of the 
Automotive Service Industry Assn., 
in a Forum-sponsored essay con- 
test. 

Members have been invited to 
submit 2,500-word essays on the 
theme, “How to Insure Company 
Growth Through Personnel Devel- 
opment.” The young executives 
will be competing for two scholar- 
ships to the 1961 ASIA Automotive 
Wholesalers’ Top Management In- 
stitute at University of Illinois May 
14-19. In addition, the two winners 
will each receive $50 cash. 

* * * 
Parts Firm Expands 


ANN ARBOR, Mich.—Automotive 
Supply Co., Ypsilanti, Mich., has 
leased a building at 2666 W. Sta- 
dium Blvd., and will conduct a 
wholesale and retail business there. 
The firm igs owned by William Di- 


donato and Bruce Halle. 
* * 


ca 
Shock-Absorber Catalog 


TOLEDO.—Columbus Parts Corp., 
1801 Spielbusch, Toledo, has pub- 
lished a 56-page shock-absorber 
catalog which contains assembly 
and mounting instructions and 
step-by-step illustrated installation 
tips in addition to the usual listings 
of shock numbers. 


High Door Bids 
Trucks Welcome 


At Dodge Shop 


JEFFERSON, Wis.—To make a 
rabbit stew, the saying goes, first 
you have to catch a rabbit. And to 
do much truck service, believes 
J, L. Hickey, Hickey Motor Sales 
(Dodge), first you have to have a 
nice high door to get trucks 
through, 

“That’s one of the secrets of being 
able to do a volume of truck serv- 
ice,” said Hickey. “When we re- 
modeled our garage, we made sure 
the doorway was big and high.” 

A well-run service operation, of 
course, is a prime necessity in an 
area where the population is sparse 
and car and truck sales are com- 
paratively few. 

“We don’t speak of service vol- 
ume in the same sense they do in 
a big dealership,’ said Lorraine 
Hickey, who serves as office man- 
ager and who last year received the 
Chicago Dodge region’s highest 
award for accounting proficiency. 

“Nevertheless, we’re busy al] the 
time. We regularly service the Jeff- 
erson County farm cooperative fleet 
of 15 units, the N. J. Brown Lum- 
ber Co. fleet of 10 trucks, as well as 
several other small fleets around 
the county.” 

The Hickey service department 
is equipped to handle most vehicles 
up to the D500 and D600 classes, al- 
though the majority are of the 
smaller, farm-type trucks. To keep 
truck service customers informed 
of their needs—and the work roll- 
ing in — Mrs. Hickey periodically 
sends out follow-up cards. 

Service sales average $1,460 per 
month; parts, $1,188 per month, 


McGaughey Heads 
Negro College Fund 


DETROIT.—William H. Mc- 
Gaughey, communications vice- 
president, American Motors Corp., 
has been appointed general chair- 
man of the United Negro College 
Fund’s 18th annual appeal in Mich- 
igan. The campaign opens April 4. 
McGaughey will head a committee 
of volunteer workers seeking finan- 
cial support for the UNCF’s 33 pri- 
vate, accredited member colleges 
and universities. All but one are 
located in the South. He succeeds 
Louis G. Seaton, personnel vice- 
president, General Motors Corp. 


C of C Elects Dealer 


INDIANOLA, Miss. Frank 
Baker, coowner and general man- 
ager of Indianola Motor Co. (Ford), 
and a past president of the Delta 
Automobile Dealers Assn., has been 
elected president of the Indianola 
Chamber of Commerce for 1961- 
1962. 


Management Institute to be pre- 
sented by the Automotive Service 
Industry Assn., April 9-14, 1961 at 
Dallas University, Dallas. 

Other industry speakers will in- 
clude Richard L. Nardi, sales man- 
ager, Thompson Products Replace- 
ment Division, and Richard A. Mel- 
vin, executive assistant, Automotive 
Service Industry Assn. ASIA will 
also offer its wholesaler members 
a “top” management institute at 
the University of Illinois, May 14-19. 

* * * 


ASIA’s Young Executives 


Competing for Scholarships 
CHICAGO.—Competition has be- 

gun among wholesaler and ware- 

house distributor members of the 


Madison Celebrates 
PHOENIX.— Madison Motors 
(Ford) is celebrating its 20th anni- 
versary here. The firm is operated 
by Gray Madison. 
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Wagon (8) 4-dr., $1,190*; Custom 300 







Average Price of Used Cars Sold at Auction Lowy $2..“haey fee 
‘58 Thunderbird (8) 2-dr. hardtop, $1,- 


(Compiled by Automotive News from Auction Reports.) Falvinne B00.) Bae 


(ps); Country Sedan (8) 
4-dr., $845*; Ranch Wagon (8) 2-dr., 
$740* (ps), $730*, $650*; Custom 300 
(8) 2-dr., $660*, 

’57 Country Sedan (8) 4-dr., 


935* (ps); 
toria, $935* 





$790*; Fair- 


lane 500 (8) 2-dr, Victoria, $650*; 4- 
dr., $565* (ps). 

IMPERIAL—’60 Imperial 2-dr. hardtop, 
$3,025* (ps). 

MERCURY—’59 Monterey 2-dr. hardtop, 


$1,220*. 
’58 Monterey 4-dr., $780*. 
’57 Montclair 2-dr, hardtop, $605* (ps). 


’°56 Custom 4-dr., $375*, 
OLDSMOBILE—’59 (88) conv., $1,775* 

(ps); (88) Super 4-dr, Holiday, §$1,- y 
770* (ps); 4-dr, Holiday, $1,440* (ps). 

658 (98) conv., $1,250* (ps); (88) 4-dr., 
$840". 

"57 (88) 4-dr., $865* (ps), $650* (ps); 
4-dr, Holiday, $800*, $770* (ps); (98) 


4-dr., $620* (ps), 
’56 (88) Super 2-dr, Holiday, $520* (ps), H 
$345* (ps). } 
PLYMOUTH—’59 Fury (8) 2-dr, hardtop, i 





S $1,170*; Belvedere (8) 4-dr., $820*. 

oe 57 Belvedere (8) 4-dr., $530*, j 

i ’56 Fury (8) 2-dr, hardtop, $485°. | 

$5 PONTIAC—’59 Bonneville conv., $2,000*; i 
Catalina 4-dr. Vista, $1,600", $1,560* 





"59 °60 "59 =°60 "59 
March April 


60 61 "60 ~’61 "60 61 


(ps). 
Jan. Feb. March ’°55 Chieftain 2-dr., $185* 


RAMBLER—’59 Rebel (8) Cross Country 
4-dr., $1,290*, 

’57 Custom (8) 4-dr., $600*, $535* (ps). 

STUDEBAKER—’59 Lark (6)° 2-dr., $760. 

MISCELLANEOUS—’ 57 Ford pickup, $605. 


"59 60 759 (60 "59 =°60 °69 °60 "59 °60 "59 4°60 
June duly Sept. Oct. Nov. Dec. 


Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars, 


59 ’60 
Aug. 


"60 
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i marked with an asterisk 700* (ps). ’57 Bel Air (8) station wagon 4-dr., ’59 Coronet (8) 4-dr., $1,250* (ps). 
eee = ake equi ped with an ’55 (62) conv., $540* (ps). $1,050*; 4-dr., $910*, $800*; sport ’57 Royal (8) 4-dr, hardtop, $670*; Cor- DYER, IND. q 
maica e. qv Pp CHEVROLET—’61 Corvair 900 (6) 2-dr., sedan, $885* (ps); Two-ten (6) station onet (8) 2-dr. hardtop, $655*; 4-dr., Dyer Auto Auction, Sale every Friday. qi 
a one "oa) eadioue ee $1,925. wagon 4-dr., $805"; sport coups, $760°;| | $865" (6) deae., $1, | Piiees, ate for sale of March 24. Sold 282 : 
drive, an s) indicates power : la (8 ee 1,725*. -dr., . ; Two-ten ) 2-dr., | F —" anc agon ) 2-dr., $1,-| cars from 371 consignments, 
steerin . ‘ae Ab te ote wre ates $1,175° $700*; One-fifty (6) 2-dr., $580. 460*, $1,400; Falcon (6) 2-dr., $1,-| BUICK—'59 LeSabre 2-dr, hardtop, $740* q 
g. e e $1,100*, $1,050, $1 050* (ps): Bel Air ’56 Bel Air (8) sport coupe, $650*; sport 450*, $1,320; Fairlane 500 (8) 4-dr., (ps). 
ACH, FLA (6) 4-dr., $1,160, $1,150°. CHRYSLER--'56 NY 2-dr, hardtop, $400*.| °59 ‘Thunderbird (8) 2-dr_ h s2,-| '56 RM 4-dr. Riviera, ’$550";, 
aa , : a ‘ e i —’ r. hardtop, , underbir ) 2-dr, hardtop, 7 "56 RM 4-dr, Riviera, $550*%; Century q 
DAYTONA BE ’ , FE mae GSpot COUP. Moe. Beso. | COMET—'61 Comet (6) 2-dr., $1,860°. 350* (ps), $2,260* (ps); Galaxie (8) 2-dr. Riviera, $400*; Special 4-dr. 4 
Florida Auto Auction, Sale every Tues- amhod. (8) 4-dr.. $1 050* (ps); Bel Air DeSOTO—’61 4-dr. hardtop, $2,575* (ps). skyliner, $1,750* (ps); 2-dr, Victoria, Riviera, $395* (ps); 4-dr., $315* (ps); ‘ 
day. Prices are for sale of March 21. 4) 4-dr.. $1 050° "(ps): Bel Air (8) "59 Adventurer conv., $1,575* (ps). $1,550* (ps), $1,430*, $1,410*; conv., 2-dr, Riviera, $300*, f 
BUICK—’59 LeSabre 4-dr., $1,415* (ps). sport sedan, $1,100*: 4-dr., $1,030* DODGE—’61 Dart (8) Phoenix 4-dr., $2,- $1,550* (ps), $1,475* (ps); 4-dr. Vic- 55 Special 4-dr, Riviera, $215*; 2-ar. i 
'58 Special 4-dr, Riviera, $1,000* (ps); (ps), $925*: Seoian’ (8) 4.40 "$1.- 375* (ps); Lancer (6) 2-dr., $1,685. toria, $1,500* (ps); 2-dr., $1,260*; Riviera, $200*, $105*; 4-dr., $190*, i 
Estate Wagon 4-dr., $885* (ps); 4-dr., 075": Biscayne (6) 2-dr.. $950*: Bis- ’60 Dart (6) Phoenix 4-dr., $1,600*; Country Sedan (8) 4- dr., $1, 300°; Fair- $155*. | 
$820*. cayne (8) 2-dr., $850": Delray (6) is Pioneer (8) 4-dr., $1,580* (ps), $1,- lane 500 (8) 2-dr, Victoria, $1, 280* | CADILLAC—’60 (60) Special 4-dr. hard- 
’57 Century Estate Wagon 4-dr., $905* r., $690. re i 535. (ps); 4-dr., $1,185*, $1,140"; Ranch (Continued on Page 52, Col. 3) 
(ps) ; prec? a $685* (ps); RM| +57 “Pwo-ten (8) station wagon 4-dr., 
~ iS). : o' - 
+56 acer 4-dr P$400* (ps), $390* (ps); nl yo gt jaar, = ee 
I ” ae $875*, $825*, $785, ;_2-dr., 0, ; 
- Special conv., $385 (P . 2-4 $800, $750; station wagon 2-dr., $700*; 
55 Special 4-dr., $390*; Century 2-dr., Bel Air (8) conv., $910*; 4-dr., $720*, | 
ar ceanece *maeate Wagon 4-dr., $300*; ’ were” (ee); SR Aer pd By ® +i ng OM 
. ivi 285* ( 3) $165* 56 Bel Air (8) conv., $700*, 0*; Be 
uper 2-dr. Riviera, $ PSs), Air (6) 4-dr., $700*, $650*, $410*; 
(ps). : Two-ten (8) station wagon 4-dr., Frequency Rates: (maximum: three lines of 
niet tat, tr. $135 Oe as teats sain $650", $400*; Two-ten (6) 2-dr., $475, See on} Spe os ane lemons Vor play Rates contact Wont Ad 
60 de Ville 4-dr, hardtop, $3,925° (ps):| sgt aig ten ity ‘Sue plone, Two-ten Automotive News, 7, Michigan. 
(60) on “con (ps); (62) (6) station wagon 4-dr., $375; Bel Air 
SB (62) jam "hasten $1 600° (ps) (6) 2-dr., $210*; One-fifty (6) 4-dr., 
. ieee ‘ $150, $100*, ALABAMA MICHIGAN NEW JERSEY 


’57 (62) 4-dr. hardtop, $1,185* (ps), $1,- 
090* (ps). 
CHEVROLET—’61 Brookwood (8) 4-dr., 
$2,215. 
60 Impala (8) sport coupe, $1,940* (ps); 
sport sedan, $1,800*; Biscayne (8) 2- 
r., $1,390. 
’59 Impala (8) 4-dr., $1,415* (ps), $1,- 
410* (ps). 
’58 Bel Air (8) 2-dr., $795* (ps); Bel 
| Air (6) 4-dr., $670* (ps). 
’57 Two-ten (8) 4-dr., $765*, 
’56 Bel Air (8) sport ‘coupe, $510*; 
ten (6) station wagon 2-dr., $400. 
"55 Two-ten (6) 2-dr., $280*, 
’54 Bel Air 2-dr., $360*, 
CHRYSLER—’59 Saratoga 2-dr. 
$1,400* (ps). 
DeSOTO—’59 Firedome 2-dr. hardtop, $1,- 
260* (ps). 
’56 Firedome 4-dr., $385* (ps). 
DODGE—’61 Lancer (6) 4-dr., $1,750. 
’59 Royal (8) 4-dr., $1,185* (ps). 
’57 Coronet (8) conv., $615* (ps). 
FORD—’61 Fairlane (8) 4-dr., $1,855. 

















net atten net 


Two- 


hardtop, 


"60 Galaxie (8) 4-dr., $1,700*; Falcon 
(6) 4-dr., $1,465*; Custom 300 (6) 2- 
dr., $1, 170, 


"59 Fairlane 500 (8) conv., $1,420* (ps); 
Galaxie (8) 2-dr, Victoria, $1,380* 
(ps); Custom 300 (6) 4-dr., $1,015; 
2-dr., $935, $925. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
925* (ps); Fairlame 500 (8) conv., 
$965* (ps). 

°57 Fairlane 500 (8) 4-dr. Victoria, 
$755*; 4-dr., $650*; Ranch Wagon (6) 
2-dr., $575;° Fairlane: (8) 2-dr. Vic- 
toria, $550*; Custom (8) 2-dr., $550. 

56 Country Sedan (6) 4-dr., $335*, 

’54 Custom (8) 2-dr., $235. 

53 Custom (8) 4-dr., $155*, 

713 Model T 2-dr., $310. 
IMPERIAL—’57 Crown 2-dr., $1,250* (ps). 
LINCOLN—’61 Continental Mark VI 4-dr., 

$5,275* (ps). 

’57 Premiere 4-dr. hardtop, $1,000* (ps); 
2-dr. hardtop, $750* (ps). 

56 Premiere 2-dr, hardtop, 
NASH—’55 Statesman [(6) 2-dr., 
OLDSMOBILE — ’60 (88) 2-dr., 

(ps). 
"59 (98) 4-dr, Holiday, $1,765* (ps). 


$615* (ps). 
$110*. 
$2,150* 


"58 (88) 4-dr., $1,025* (ps); 4-dr., $850* 
(ps). 

’57 (88) Super Fiesta 4-dr, hardtop, $1,- 
000* (ps). 


PACKARD—’42 Clipper 4-dr., $140. 
PLYMOUTH—’60 Suburban (8) Sport 4- 
r., $1,790* (ps), $1,750* (ps). 
59 Suburban (8) Custom 2-dr., §$1,- 
150*;. Savoy (6) 2-dr., $720. 

’58 Belvedere (8) 2-dr. hardtop, $750*. 
’56 Belvedere (8) 2-dr, hardtop, $425*. 
PONTIAC—’ 61 Bonneville sport coupe, $2,- 

740* (ps); Tempest station wagon 4- 
r., $2,015. 
'59 Star Chief 4-dr. Vista, $1,500* (ps). 
’57 Chieftain Safari 4-dr., $475*, 
RAMBLER—’60 American (6) 4-dr., 
’58 American (6) 2-dr., $600. 
STUDEBAKER—’57 President (8) 
$460. 
MISCELLANEOUS—’58 Willys Jeep sta- 
tion wagon, $1,260. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
March 20. Prices stayed right up there on 
all clean cars and trucks. Again more buy- 
ers than cars. Sold 133 cars from 169 con- 
signments. 

BUICK—’56 Special conv., $650*, 
Century 4-dr, Riviera, $500*, 
$345* (ps); Super 2-dr, Riviera, 

*55 Special 2-dr., $335, $225*. 

’54 Century 2-dr, Riviera, $165*. 
CADILLAC—’61 (62) 4-dr. hardtop, 


$895*. 
4-dr., 


$535*; 
$350*, 
$225*. 


$4,- 


’54 Bel Air 2-dr., $200; 4-dr., $160. 
DeSOTO—’58 Firesweep 4-dr. hardtop, 
$675* (ps). 


’57 Firedome 2-dr, hardtop, $630*; 4-dr., 
$575*. 
56 Firedome 4-dr., $450* (ps), $390* 
(ps); Fireflite 4-dr., $320*. 
DODGE—’59 Coronet (8) 2-dr. hardtop, 
$1,200* (ps). 
’56 Royal (8) °2-dr., $330*. 
FORD—’60 Falcon (6) 4-dr., $1,350*. 
’59 Fairlane (8) 2-dr., $1,350*, $950*; 
Custom 300 (8) 4-dr., $1,075*; Fair- 


lane 500 (8) 2-dr. Victoria, $1,075*. 

’58 Fairlane 500 (8) 4-dr., $765*; Fair- 
lane (6) 2-dr., $410*. 

’57 Country Sedan (8) 4-dr., 
$700*; Fairlane 500 (8) 4-dr., $700*. 
$625* (ps); skyliner, $700* (ps); 2-dr., 
$700*; conv., $700*; Fairlane (8) 4- 


$710*, 


dr., $615* (ps), $375*, 

"56 Fairlane (8) 2-dr., $435*; 4-dr., 
$290*; Country Sedan (8) 4-dr., $395*; 
Custom (8) 2-dr., $375*, $360*, $250; 
Ranch Wagon (6) 2-dr., $360*. 

55 Fairlane (8) 2-dr., $450*, $250*; 


Custom (8) 4-dr., $360*, $330; Country 
Sedan: (8) 4-dr., $330; Ranch Wagon 
(8) 2-dr., $225*. 

LINCOLN — ’57 Premiere 2-dr. 
$1,025* (ps); Capri 4-dr. 
$885* (ps). 

MERCURY—’57 Monterey 2-dr. 


hardtop, 
hardtop, 


hardtop, 


$735* (ps); Colony Park 4-dr., $660* 
(ps). 
’55 _ 2-dr, hardtop, $250*; Mont- 
clair 2-dr. hardtop, $205* (ps), 
’54 Monterey 2-dr, hardtop, $200*; 4-dr., 
$170*. 
’53 Monterey station wagon 4-dr., $270*. 
OLDSMOBILE—’57 (88) 4-dr., $575* (ps). 
’56 (88) 2-dr. Holiday, $530* (ps); 4-dr., 
$365* (ps); 2-dr., $210*; (88) Super 
4-dr., $390* (ps); (98) 4-dr, Holiday, 
$335*. 
’55 (88) 4-dr. Holiday, $340* (ps); 4- 
r., $100*. 
PLYMOUTH—’57 Savoy (8) 2-dr. hard- 
top, $525*; 2-dr., $180*; Savoy (6) 4- 
r., $380*; Plaza (6) 2-dr., $350*. 
’56 Savoy (8) 4-dr., $400, $300*, $150*; 
Savoy (6) 4-dr., $310, 
PONTIAC — '56 Chieftain 4-dr. Catalina, 
$290*. 
’55 Chieftain 4-dr., $300*; 2-dr., $270*. 


MISCELLANEOUS—’56 Ford cab & chas- 
sis, $385. 
’55 Ford %-ton pickup, $435. 
’53 Chevrolet %-ton pickup, $170, 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of March 22, 
BUICK—’61 LeSabre 2-dr., $2,750* 

"59 LeSabre conv., $1,760* (ps); 

hardtop, $1,605* (ps). 

’57 Special Estate Wagon 4-dr., $700*. 
’56 Super 2-dr, Riviera, $375* (ps). 
CADILLAC—’58 (60) Special 4-dr, hard- 

top, $1,860* (ps). 

’57 (62) Sedan de Ville, $1,375* (ps), 

’56 (62) Coupe de Ville, $950* (ps), 


(ps). 
4-dr. 


’55 (62) 4-dr., $510* (ps). 
CHEVROLET—’60 Impala (8) conv., $2,- 
135* (ps); Impala (6) sport coupe, 
$1,795; Bel Air (8) 2-dr., $1,525, $1,- 
405; Biscayne (8) 4-dr., $1,365; Cor- 
vair (6) 4-dr., $1,310*, 

’*59 Impala (8) conv., $1,640; sport 
coupe, $1,510*; 4-dr., ‘$1,260*; Brook- 
wood (8) 4-dr., $1,250*; Bel Air (8) 
4-dr., $1,230* (ps); 2-dr., $1,100*; 
Biscayne (8) 2-dr., $1,175*, $1,100*, 
$1,095*; 4-dr., $1,125*, 

58 Brookwood (8) 4-dr., $950* (ps); 
Bel Air (8) 4-dr., $950*; Biscayne (6) 
4-dr., $930*;. $915*, $775; Biscayne (8) 
4-dr., $900*; Nomad (8) 4-dr., $850* 


(ps); Yeoman (6) 2-dr., $775*. 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee~ 


DETROIT'S 


Wednesday at Noon 





19241 Dix—Toledo Highway—Route 25 
Just 1/2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


CONNECTICUT 





NEW ENGLAND'S OLDEST 


AND BEST 
Dealers Auto Exchange in our I5th Year of 
Continuous Operation. 


DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 


Flint Auto Auction, Inc. 


FLINT, MICHIGAN 








COLORADO Exclusively for Dealers 
e a. RING" 2 lines running simultane- 
ously, 
Colorado Auto Auction © Conveniently located in the heart of the 


4285 So. Santa Fe, Littleton, Colorado automobile world. 


Phone: SU 1-782/ © Ten acres of completely fenced parking 
area. 
SALE EVERY TUESDAY ©@ Always a fine selection of sharp cars. 
11:00 A.M @ Friendly relations prevail at all times, 
- ae © Congenial auctioneers, 
George A. Lamb Norman Early| ® Fair management, 


Owners & Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 


M,. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2-318! 








NEW JERSEY 


N-A-D-E 


ea Se 


= | 


FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 
“quality” auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. 


OVER 


600 CARS 


EVERY WEEK 


AUCTION 
LANES 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 


Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 





Oldest, Largest and Very Best | | &| 











Minutes from New York City 








EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 

Dual Lane Sale—4 Auctioneers 
Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 


one 





Dealers! Consult this Page for 
Fast, Accurate Directions to 
Leading U. S. Auto Auctions. 








NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 


oery Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs.,. 12:30. 


a a a a Sina eRe 


i 
| 
f 
; 
i 
} 
¢ 
: 
i 
i 
{ 
? 
t 
} 
i 
' 
i 










52 AUTOMOTIVE NEWS, APRIL 3, 1961. 





top, $3,690* (ps). 

’57 (62) 2-dr, hardtop, $1,200* (ps). 

’56 (62) 4-dr., $365*, %$300*. 

CHEVROLET—’60 Impala (8) sport sedan, 

$2,035* (ps); sport coupe, $2,010* 
(ps), $1,985* (ps); Bel Air (8) 4-dr., 
$1,565*; 2-dr., $1,525*. 

’59 Impala (8) conv., $1,670* (ps); 4- 
dr., $1,575*; sport coupe, $1,565* (ps), 
$1,530* (ps), $1,440*, $1,350*; Bel Air 

@) (8) 4-dr., $1,295*, $1,275*; 2-dr., $1,- 

200*, $1,150*; Biscayne (6) 4-dr., $1,- 
140*; Biscayne (8) 4-dr., $1,015*. 
| Pa eo) N oN i] | N ons % ’58 Impala (8) sport coupe, $1,100* 
C WAS Cp. (ps); Delray (8) 4-dr., $715*. 
"57 Bel Air (6) 4-dr., $830*; 2-dr., 

- $715*; Bel Air (8) 2-dr., $745*; Two- 
ten (6) station wagon 2-dr., $715*; 
4-dr., $615*; Two-ten (8) station wag- 
on 4-dr., $700*, $620*; sport coupe, 
$695". 

’56 Bel Air (8) sport coupe, $505*; Two- 
ten (8) station wagon 4-dr., $420*; 
sport coupe, $150*; One-fifty (6) 2-dr., 
$290*; One-fifty (8) 4-dr., $230*. 

’b5 Bel Air (8) sport coupe, $445*; 2- 


Quantity 
PRODUGTION 
GREY 


ONE OF THE NATION'S 
LARGEST;AND MOST MODERN 


PRODUCTION FOUNDRIES Why Stati site aise", a, 
$130*. 
9 DeSOTO — '57 Firesweep 4-dr. hardtop, 


4 $515* (ps), $365* (ps). 
’54 Power Master 4-dr., $110*, 


DODGE—’57 Coronet (8) 2-dr., 
Coronet (6) 4-dr., §275*. 

’55 Custom Royal (8) 2-dr, hardtop, 
$375*; Coronet (6) 4-dr., $145*, 
FORD—’60 Galaxie (8) 2-dr. Victoria, 
$1,695* (ps); 4-dr, Victoria, $1,670* 

; 2-dr., $1,590*; Fairlane (8) 4- 
dr., $1,390*, 

’59 Galaxie (8) 2-dr, Victoria, $1,350* 
(ps); 4-dr. Victoria, $1,315* (ps); 
Fairlane (8) 4-dr., $1,000*; 2-dr., 
$985*. 

’58 Fairlane 500 (8) 4-dr, Victoria, $1,- 
025*; 2-dr, Victoria, $940* (ps); 4- 
dr., $875*; Custom 300 (8) 2-dr., 
$430*, $330*; Custom 300 (6) 4-dr., 
$400. 

57 Country Sedan (8) 4-dr., $685*, 
$485; Fairlane 500 (8) 2-dr, Victoria, 
$640*; 4-dr., $600*; conv., $375*; Cus- 
tom 300 (8) 4-dr., $440*; Custom (8) 
4-dr., $390*, $375*. 

’56 Fairlane (8) 4-dr., $615*; Country 
Sedan (8) 4-dr., $425; Custom (8) 2- 
dr., $320*; 2-dr, Victoria, $355*, 
$270*; Ranch Wagon (8) 2-dr., $360*; 
Main (8) 4-dr., $275*. 

LINCOLN—’57 Capri 2-dr. hardtop, $510* 


ESTABLISHED $450*; 


WA ey 


WOUND STO 


1RESG 


Sis OFFICE Si MSUZSSiUAISe BUN SE 
)  CHATTANOOGA2/,TENNESSEE 








4 h (ps), $435* (ps) 
Here ie sf you should always sell 56 Capri 2-dr. hardtop, $370*, 
MERCURY—’58 Commuter 4-dr., $760*. 

’57 Commuter 4-dr., $630* (ps); Mon- 
terey 2-dr. hardtop, $485*; 4-dr., 

$485". 
’56 Medalist 4-dr., $260*; 2-dr, hardtop, 

$130*. 
G ’55 Monterey 4-dr., $285*; Custom 2-dr. 


hardtop, $170*, $160*, $110*; 2-dr., 2 





at $155*, : 
OLDSMOBILE—’56 (88) 2-dr. Holiday, 
$390* (ps); 4-dr., $375*; 4-dr, Holi- 
: day, $275* (ps). 

© Most popular, best known, best advertised) ..°°7.. 4-dr. $500* (ps); 4-dr. Holl- 
hubs made. day, $280*; 2-dr., $280*; 2-dr. Holi- 

day, $135*; (98) 4-dr., $390*. 
’54 (88) 2-dr., 175; 2-dr, Holiday, 
@ Dependable beyond the call of duty—equal $115*, $110*. $ mi 


’53 (88) 4-dr., $150*, $100*, 
PACKARD—’58 (58L) 4-dr., $685*. 
PLYMOUTH -’57 Plaza (8) 2-dr., $400*, 

$315*; 4-dr., $225*; Savoy (8) 2-dr. 
hardtop, $375*. 

’56 Savoy (8) 2-dr, hardtop, $320*, 

’55 Savoy (6) 4-dr., $2(0*; Plaza (6) 


to the vehicle in durability. 


@ Easiest to use under all conditions—any- 
time, anyplace. 


@ Rarely require repairs—99. 4-dr., $135*. 
y require repairs—99.997% of Warn! poring "59° Bonneville Safari 4-dr., 
Hubs never do—but part .nd service are $1,635* (ps), 
: : ‘58 Star Chief 4-dr, Catalina, $1,170* 
available around the world if needed. (ps), $1,045* (ps). 
. . ‘ . ’56 Star Chief 2-dr, Catalina, $510*, 
@ Finest in design, quality and appearance. $450*; conv., $375* (ps); Chieftain 
4-dr, Catalina, $345*; 2-dr. Catalina, 
$175*. 


@ Easier to sell. ’55 Chieftain station wagon 4-dr., $275*; 
2-dr. Catalina, $260*; 4-dr., $115*. 
’54 Chieftain 2-dr. Catalina, $120*; Star 
Chief conv., $100*. 
RAMBLER—’57 Super (6) Cross Country, 
$555*, $515*. 

’55 Super Cross Country, $115*, 
MISCELLANEOUS—’58 Willys Jeep, 
$850; Dodge %-ton pickup, $560. 

’56 Dodge 1%-ton dump, $560. 


COLUMBUS, 0O. 


Capital Auto Auction. Sale every Thurs- 
day. Prices are for sale of March 23. Mar- 
ket still high on all makes of automobiles. 
Had to be sharp and clean. Prices on a 
steady rise. Sold 285 cars from 402 con- 
signments. 

BUICK—’60 Electra 225 conv., $2,710* 
(ps); Invicta 2-dr. hardtop, $1,750*. 
"59 Electra 225 4-dr, hardtop, $1,895* 

(ps); Invicta Estate Wagon 4-dr., $1,- 
880* (ps); 4-dr. hardtop, $1,700* (ps); 
4-dr., $1,650* (ps); Electra 4-dr., $1,- 


For all 
4-wheel 
drives 


to 11 tons 


° Help you sell the vehicle itself. 


@ Make owners more satisfied with their 
4-wheel drive! 

WARN HUBS WILL MAKE YOU 
MORE MONEY AND FRIENDS! 


THE NAME THAT MEANS SELECTIVE DRIVE 
Send today for Catalog DC-261-20 


WARN MFG. CO. 
Riverton Box 6064-CD, Seattle 88, Wash. 





730* (ps); LeSabre 4-dr. hardtop, 
$1,610* (ps), $1,575* (ps), 
’58 Super 2-dr, Riviera, $1,135* (ps); 


Special 2-dr., $900*. 
’57 RM conv., $865* (ps); 4-dr. Riviera, 


$725* (ps), $715* (ps); Special 2-dr., 
$700*. 
’56 Special 4-dr, Riviera, $525*, $510*; 
conv., $400*; 2-dr. Riviera, $325*; 
RM 2-dr. Riviera, $400* (ps), 
FUEL Puhr s ’55 Special 2-dr., $285*; 2-dr. Riviera, 
$225*; 4-dr. Riviera, $200; RM 2-dr. 


PNT aha! 
Riviera, $210* (ps). 


ALFA ROMEO CADILLAC—’60 de Ville 4-dr. hardtop, 

ASTON MARTIN $3,675* (ps); (62) 2-dr. hardtop, $3,- 
aa es a —t (ps), $3,500* (ps). 

"59 de Ville 4-dr. hardtop, $2,910* (ps). 

AUTO BIANCHI : i sastnt *58 (62) 4-dr. hardtop, $1,830* (ps); 
SIMCA . Coupe de Ville, $1,775*. 
q nN "54 (62) 4-dr., $445* (ps). 

pe ae '51 (62) 4-dr., $185°. 
J CHEVROLET—’61 Bel Air (6) 2-dr., $1,- 


980; Corvair (6) 700 4-dr., $1,800*. 

’60 Impala (8) conv., $2,135*; sport se- 
dan, $2,030*, $2,020*, $1,900* (ps); 

Parkwood (8) 4-dr., $1,740; Bel Air 

Write for (8) 4-dr., $1,550*, $1,545*; Biscayne 
(6) 2-dr., $1,350; Corvair (6) 500 4- 
dr., $1,350; 700 4-dr., $1,315. 

’59 Impala (8) sport sedan, $1,600*, $1,- 
585* (ps), $1,550*, $1,500* (ps); Park- 
wood (8) 4-dr., $1,475* (ps); Brook- 
wood (8) 4-dr., $1,450* (ps); Bel Air 
(8) sport sedan, $1,350*; Biscayne (6) 
4-dr., $1,155; 2-dr., $1,095. 

’58 Impala (8) 2-dr, hardtop, 


CITROEN 
aa 
LANCIA 
STANGUELLINI 
PORSCHE 


Paes Illustrated Catalog 


EXCLUSIVE U.S. DISTRIBUTOR 


GEON, Great Neck, N. Y., Phone: 516 HUnter 7-6600 
$1,275* 










































CHRYSLER—’59 Windsor 4-dr., 


DeSOTO—’57 Fireflite conv., 
DODGE—’58 Royal (8) 4-dr. hardtop, $1,- 


CADILLAC—’59 de Ville 4-dr. 


CHEVROLET—’60 Impala (8) 


Used-Car Auction Prices 





(Continued from Page 51) 


(ps); Bel Air (8) 4-dr., $1,085*, $1,- 
025*; sport coupe, $985* (ps); Yeoman 
(6) 2-dr., $900*; Biscayne (6) 4-dr., 
$880*; Brookwood (6) 4-dr., $850*. 
’57 Bel Air (8) sport sedan, $1,100* 
(ps); 4-dr., $1,030*; Two-ten (6) 2- 
dr., $710; sport coupe, $710; 4-dr., 


56 Bel Air (8) conv., 
$605*; sport sedan, $585* (ps); Two- 
ten (8) 4-dr., $600*; sport coupe, 
$565*; Two-ten (6) 2-dr., $525. 

55 Two-ten (6) 2-dr., $515*, $270; Bel 
Air (6) 2-dr., $500; sport coupe, 
$330". 

’54 Bel Air conv., $335; Two-ten 2-dr., 
$330*. 


$670; 4-dr., 


$1,510* 
(ps). 
’58 Windsor 2-dr. hardtop, $1,035* (ps). 
’57 (300) sport coupe, $985* (ps); Sara- 
toga 4-dr. hardtop, $780* (ps). 
’56 Windsor 4-dr., $625* (ps). 
55 NY 4-dr. hardtop, $430* (ps), 
$725* (ps). 
030* (ps); 2-dr, hardtop, $820* (ps). 
’57 Custom Royal (8) 4-dr, hardtop, 
$795* (ps); Coronet (8) 4-dr, hardtop, 


$735* (ps). 
‘96 Coronet (8) 4-dr., $390*; 2-dr., 
$360*. 
’55 Royal (8) 4-dr., $300*; 2-dr. hard- 
top, $280*. 
FORD—’60 Country Sedan (8) 4-dr., $1,- 
700* (ps); Galaxie (8) starliner, $1,- 


685*; Fairlane 500 (8) 4-dr., $1,425*; 
Fairlane 500 (6) 4-dr., $1,310*; Falcon 
(6) 4-dr., $1,415*; station wagon, $1,- 
230; Fairlane (6) 4-dr., $1,185, 

’59 Thunderbird (8) 2-dr, hardtop, $2,- 
270* (ps); Galaxie (8) 4-dr. Victoria, 
$1,460*, $1,400*, $1,380*; 2-dr., $1,- 
350*; Fairlane 500 (8) 2-dr., $1,450* 
(ps); conv., $1,450*; Fairlane (8) 4- 
dr., $1,225* (ps); Fairlane (6) 4-dr., 
$1,085; 2-dr., $980*; Custom 300 (8) 
2-dr., $1,200*; Custom 300 (6) 2-dr., 
$1,060; Country Sedan (6) 4-dr., $1,- 
150 


’58 Thunderbird (8) 2-dr. hardtop, $2,- 
000* (ps), $1,950* (ps), $1,900* (ps), 
$1,750* (ps); Fairlane 500 (8) 4-dr. 
Victoria, $860* (ps); Ranch Wagon 
(6) 2-dr., $775* (ps); Fairlane (8) 4- 
dr., $740*; Custom 300 (8) 2-dr., 
$735, $700; Custom 300 (6) 2-dr., 
$680; 4-dr., $650*. 

’57 Fairlane 500 (8) skyliner, $890* 
(ps); conv., $850* (ps), $740*, $700* 
(ps); 4-dr., $725*; 4-dr. Victoria, 
$725*, $700* (ps); 2-dr. Victoria, 
$550*; Country Sedan (8) 4-dr., $665* 
(ps); Ranch Wagon (8) 2-dr., $650* 
(ps), $625*; Fairlane (8) 4-dr, Vic- 
toria, $640*; Custom 300 (6) 2-dr., 
$525*. 

’56 Fairlane (8) 2-dr., $580* (ps); Fair- 
lane (6) 2-dr., $380*; Custom (6) 2- 


dr., $450*, $400*; Country Sedan (6) 
4-dr., $335* (ps); Ranch Wagon (6) 
2-dr., $285*. 


’55 Fairlane (8) 4-dr., $425*; 2-dr., 
$390*; Main (6) 2-dr., $370. 
"54 Crest (8) skyliner, $325*, 
53 Custom (8) club coupe, $270. 
LINCOLN—’58 Premiere 4--ir. hardtop, 
$1,500* (ps). 
MERCURY—’61 Commuter 4-dr., $2,550* 


(ps). 
’59 Monterey conv., $1,640*; 4-dr. hard- 


top, $1,600* (ps); 4-dr., $1,590* (ps). 
"58 Monterey 4-dr., 2 at $925*; Mont- 
clair 2-dr. hardtop, $755*. 
’57 Monterey 4-dr, hardtop, $600*, 


$595*. 
’56 Medalist 4-dr, hardtop, $350%. 


OLDSMOBILE—’61 (88) Super 4-dr. Holi- 


day, $3,000* (ps). 

’60 (98) conv., $2,650* (ps); (88) conv., 
$2,600* (ps); (88) Super 4-dr, Holi- 
day, $2,425* (ps). 


"59 (88) Super 4-dr, Holiday, $1,825* 
(ps); 4-dr., $1,650* (ps); (88) 4-dr., 
$1,430* (ps). 

"58 (98) 4-dr. Holiday, $1,350* (ps); 
(88) Super 4-dr, Holiday, $1,250* 
(ps); (98) 4-dr, Holiday, $965* (ps). 

’57 (88) 4-dr., $885*; 4-dr. Holiday, 
$855, $760* (ps). 

’56 (88) 4-dr, Holiday, $640*, $475*; 
(98) 4-dr. Holiday, $600* (ps), $525* 


(ps), $450* (ps). 


PLYMOUTH—’59 Belvedere (8) conv., $1,- 


410* (ps); 4-dr., $1,050*; Suburban 
(6) Custom 4-dr., $1,050*. 

’57 Suburban (6) Custom 4-dr., $585; 
Belvedere (8) conv., $575*; Plaza (6) 
2-dr., $535*, 


PONTIAC—’60 Bonneville sport coupe, 


$2,525* (ps). ee 
’59 Catalina Safari 4-dr., $1,800* (ps). 
’58 Chieftain 4-dr., $1,000*. 


’57 Super Chief 4-dr., $700* (ps). 


RAMBLER—’60 Custom (6) 4-dr., $1,675*. 


’59 Custom (6) Cross Country 4-dr., 


$1,450. 


VALIANT—’61 Valiant 4-dr., $1,850*. 
MISCELLANEOUS—’60 Chevrolet El Ca- 


mino, $1,635*. 

’59 Ford F-10 %-ton pickup, $885. 

’57 Ford F-100 %-ton pickup, $700, 
$690; International %-ton pickup, 
$690. 

’56 Chevrolet panel, $375. 

’55 Chevrolet 3200 %-ton pickup, 
3100 %-ton pickup, $425, 

’54 Ford F-100 %-ton pickup, $385. 

’53 Dodge 1%-ton flat bed, $465; Ford 
sedan delivery, $210. 


FONTANA, WIS. 


Fontana Auto Auction, Sale every Thurs- 


$680; 


day. Prices are for sale of March 23. Mar- 
ket very strong on all sharp cars, 
bidding throughout entire sale, 
cars from 231 consignments. 

BUICK—’58 Special 4-Ir., $935* 


brisk 
Sold 168 


(ps). 

’57 Special 2-dr., $850* (ps); 2-dr. Rivi- 
era, $615*, 

"56 Super conv., $670*; 2-dr. Riviera, 
$385* (ps); Century Estate Wagon, 
$580*; Special 2-dr., $355* 

hardtop, 
$2,900* (ps). 

’55 (60) Special 4-dr., $850* (ps), $780* 
(ps). 

’54 (62) 4-dr., $480* (ps). 

’53 (62) 4-dr., $210*. 

sport se- 

Bel Air (8) sport 
2-dr., $1,540*; 

$1,645*; Corvair 


dan, $2,000* (ps); 
sedan, $1,660* (ps); 
Parkwood (8) 4-dr., 
(6) 4-dr., $1,210. 


’*59 Impala (8) sport coupe, $1,490*; 2- 


PONTIAO — 


MISCELLANEOUS—’59 Ford 


CHEVROLET — ’60 Parkwood 


EDSEL—’58 Ranger 4-dr., 
FORD—’59 Thunderbird (8) 












dr., $1,240*; Brookwood (6) 4-dr., 
$1,175; Bel Air (8) 4-dr., $1,100; Bis- 
cayne (8) 4-dr., $985*, 

’58 Impala (8) 2-dr. hardtop, $1,115*; 
Biscayne (6) 2-dr., $960*, $705*; Bel 
Air (8) 4-dr., $825*. 

’57 Bel Air (8) 4-dr., $900*; sport se- 
dan, $880*; Two-ten (6) 2-dr., $710* 

'56 Brookwood (8) 4-dr., $600*; Bel Air 
(8) sport sedan, $595* (ps); 4-dr., 


$580* (ps), $555*; Bel Air (6) 2-dr., 
$485*; Two-ten (8) 4-dr., $510*, $365*, 
$345*; 2-dr., $505*, $465. 

’55 Bel Air (8) sport coupe, $495*, 
$465*, $300, $285*; 4-dr., $450*; Bel 
Air (6) 4-dr., $270*; Two-ten (8) 2- 
dr., $375, $320; Two-ten (6) 4-dr., 
$235*. 

’54 Bel Air 2-dr., $295; 4-dr., $290; 
Two-ten 4-dr., $250; 2-dr., $240*, 

’53 Bel Air 4-dr., $225*, 

DODGE—’60 Dart (8) Pioneer station 


wagon, $1,605* (ps). 
’55 Coronet (8) 4-dr., §$295*. 


FORD—’61 Thunderbird (8) 2-dr, hardtop, 


$3,825* (ps). 
’60 Fairlane (8) 2-dr., $1,295*, 
’59 Galaxie (8) 4-dr., $1,160*; Fairlane 


(8) 2-dr., $1,080*; Ranch Wagon (6) 
4-dr., $990; Custom 300 (6) 2-dr., 
$¥15. 


’58 Ranch Wagon (8) 2-dr., $980* (ps), 
$805, $705*; Fairlane (8) conv., $860*; 
2-dr., $805; Custom 300 (8) 4-dr., 
$640* (ps), 

’57 Country Sedan (8) 4-dr., $685* (ps); 
Fairlane (8) 4-dr., $560*, $535*; 2-dr. 
Victoria, $525*; Ranch Wagon (6) 2- 
dr., $500*; Custom (8) 4-dr., $475*; 
2-dr., $455*; Custom (6) 2-dr., $390. 

56 Country Sedan (8) 4-dr., $540*; 
Custom (8) 2-dr, Victoria, $470*, 
$310*; 2-dr., $340*, $300*; Fairlane 
(8) 2-dr. Victoria, $460* (ps), $445*; 
conv., $260*; Ranch Wagon (6) 2-dr., 
$365. 


’55 Country Sedan (8) 4-dr., $440*, 
$410*, $285*; Country Squire (8) 4- 
dr., $380*. 

IMPERIAL—’58 Imperial 4-dr., $1,415* 
(ps). 

MERCURY — ’58 Monterey 4-dr., $760* 
(ps), $735*. 

’57 Monterey 2-dr, hardtop, $605*, 
$570* (ps); Commuter 4-dr., $600*; 


Montclair 4-dr., $570* (ps). 
’56 Monterey 4-dr., $440*. 


OLDSMOBILE—’58 (88) Super 4-dr., $1,- 


280*; (88) 8-dr., $1,205*; 4-dr, Holi- 
day, $1,115*; 4-dr., $900*; (98) 4-dr., 
$1,030*. 

57 (88) 2-dr., $810*; 4-dr., $665*. 

56 (88) 2-dr, Holiday, $725*, $465* 
(ps); 4-dr, Holiday, $480*, 

55 (88) 2-dr, Holiday, $455*, $445*, 


$370* (ps); 2-dr., $435*; 4-dr., $435*. 
754 (88) 4-dr., $405*. 


PACKARD—’55 Clipper 2-dr. hardtop, 


$450* (ps). 


PLYMOUTH—’ 59 Belvedere (8) 4-dr, hard- 


top, $1,065*; Fury (8) 2-dr. hardtop, 
$990*; Savoy (8) 2-dr., $855*. 

"5S Savoy (6) 4-dr., $590, 

’57 Savoy (8) 4-dr., $640*; Belvedere 
(8) 4-dr, hardtop, $560*; Plaza (6) 2- 
dr., $320*. 

55 Plaza (6) 2-dr., $300*, 

’53 Savoy (6) 2-dr., $220, 

’59 Catalina 2-dr., 
(ps); Safari 4-dr., $1,380*, 

’58 Chieftain 4-dr., $675*. 

’56 Chieftain 4-dr, Catalina, $375*; 2- 
dr., $315*. 


$1,650* 


’55 Chieftain 4-dr., $310*; 2-dr., $305*. 
RAMBLER—’59 Super (6) 4-dr., $1,055; 
Rebel (8) Cross Country 4-dr., $1,- 
050* (ps); Super (6) Cross Country 
4-dr., $805. 
’58 Rebel (8) 4-dr., $915; Custom (6) 4- 
dr., $795*. 
757 Custom (8) Cross Country 4-dr., 
$735". 


’56 Custom (6) 4-dr., $355. 

’53 Custom conv., $235. 

¥%-ton pick- 
up, $890. 


FARGO, N. D. 


Tri-State Auction Co., Inc, Sale every 


Thursday, Prices are for sale of March 


23. Market is exceptionally good, Sold 57 
cars from 75 consignments. 
BUICK—’59 LeSabre 2-dr., $1,595* (ps); 
4-dr., $1,400*, 
’5S Super 4-dr., $1,050* (ps). 
’55 Super 2-dr, Riviera, $260*. 
CADILLAC—’60 de Ville 4-dr. hardtop, 


$3,800* (ps), 
’59 (62) 4-dr. hardtop, $2,800* (ps), 
(8) 4-dr., 
$1,825*; Bel Air (8) 4-dr., $1,650*. 
’59 Impala (8) 4-dr., $1,390* (ps); Bel 


Air (8) 4-dr., $1,290* (ps); Biscayne 
(8) 4-dr., 2 at $1,200*. 

58 Bel Air (8) 4-dr., $810*; Two-ten 
(6) station wagon 4-dr., $800, 

’56 Two-ten (8) 4-dr., $545. 

’55 Two-ten (8) Delray, $315; 2-dr., 
$180. 

DeSOTO—’57 Firedome 4-dr., $615* (ps). 


DODGE—’60 Dart (8) Phoenix 4-dr., $1,- 


600* (ps). 

$505* (ps). 

conv., $2,- 

(ps); Galaxie (8) 

(ps); 4-dr., $1,275; 
Ranch Wagon (8) 4-dr., $1,200*, $1,- 
195; Fairlane 500 (8) 4-dr., $1,150* 
(ps); Custom 300 (8) 2-dr., $1,110*. 

’58 Custom 300 (6) 2-dr., $650. 

’57 Fairlane 500 (8) 4-dr,, $675*, $625*; 
Country Sedan (8) 4-dr., $850*. 

’55 Fairlane (8) 2-dr, Victoria, $375*; 
Custom (8) 4-dr., $305. 

54 Custom (8) 4-dr., $230. 


300* (ps), $2,205* 
2-dr., $1,575* 


LINCUVULN—’59 Continental Mark IV 2-dr. 


hardtop, $2,540* (ps). 


MERCURY—’58 Commuter 4-dr., $865*. 


OLDSMOBILE — ’60 (98) 4-dr., $2,505* 
(ps). 

’56 (98) 4-dr., $390* (ps). 

’53 (88) 2-dr, Holiday, $200*; 2-dr., 
$115*. 


PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 


350*. 
(Continued on Page 53, Col. 1) 
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’57 Suburban (8) 4-dr., 3665*; Savoy (8) 
2-dr., $410*. 

’55 Belvedere (8) 2-dr, hardtop, $260; 
Suburban (6) 2-dr., $250 (ps); Plaza 
(8) 2-dr., $230. 

PONTIAC—’60 Star Chief 4-dr., $2,230* 
(ps); Catalina 4-dr., $2,030* (ps). 
’57 Chieftain 4-dr. Catalina, $755* (ps). 
RAMBLER—’58 Super (8) 4-dr., $730. 
MISCELLANEOUS—’60 Chevrolet (8) El 
Camino, $1,575. 

’59 Chevrolet (8) El Camino, $1,425. 

756 Ford F-600, $525. 

’54 Chevrolet 2-ton, $650, 

'49 GMC 1%-ton, $250, 


NEWINGTON, CONN. 


Newington Auto Auction, Sale every 
Thursday, Prices are for sale of March 
23, Market very firm—selling extra strong 
on clean cars. Sold 55 cars from 87 con- 
signments. 

BUICK—’59 LeSabre Estate Wagon 4-dr., 
$1,510. 

’58 Special 2-dr., $725*, 

’56 Special 4-dr, Riviera, $330*. 


"55 Special 2-dr. Riviera, $260*; 4-dr., 
$240*. 
CADILLAC—’58 conv., $2,150* (ps). 
56 (62) 4-dr., $850* (ps), 
CHEVROLET — '59 Parkwood (8) 4-dr., 
$1,350*; Bel Air (6) 2-dr., $1,225* 


(ps); Bel Air (8) 4-dr., $1,100*. 
758 Impala (8) 2-dr, hardtop, $1,265*. 


56 Bel Air (8) 2-dr., $440*; One-fifty 
(6) 2-dr., $400. 
"55 Bel Air (8) 4-dr., $350*; sport 


coupe, $275*, 
"54 Two-ten station wagon 4-dr., $220*. 
’53 Two-ten 2-dr., $200, $160; One-fifty 
(6) 2-dr., $175. 
CHRYSLER—’57 NY 2-dr., $650* 
’55 Windsor 4-dr., $260*, 
DODGE—’59 Custom (8) 4-dr., $875. 
’57 Sierra (8) 4-dr., $460*, 
56 Coronet (8) 4-dr., $330*, 
FORD—’60 Falcon (6) 2-dr., $1,340. 


(ps). 


"59 Galaxie (8) 2-dr, Victoria, $1,475* 
(ps); 4-dr., $1,260*; Fairlane (8) 2- 
dr., $990*; Custom (6) 2-dr., $800; 


Fairlane 500 (8) 4-dr., $600*, 

’58 Fairlane 500 (8) 4-dr, Victoria, 
$800* (ps). 

’57 Fairlane 500 (8) 
Victoria, $420* (ps), 

’56 Country Sedan (8) 4-dr., $290; Cus- 
tom (8) 4-dr., $250*, $250, $225*. 

’55 Fairlane (8) 2-dr. Victoria, $290*. 


4-dr., $475; 2-dr. 


MERCURY—’57 Monterey 4-dr. hardtop, 
$460*. 
’56 Monterey 4-dr., $280*. 
’55 Monterey 4-dr., $260* (ps); 2-dr., 
$175*. 
OLDSMOBILE — ’57 (88) 4-dr. Holiday, 
$580*. 


’56 (98) 2-dr. Holiday, $300* (ps). 
"54 (98) conv., $230*. 
PLYMOUTH — ’57 Belvedere (8) 4-dr., 
$365*. 
’56 Savoy (6) 2-dr., $300. 
PONTIAC—’55 Chieftain 2-dr. 
$160*. 
— Ford F-250 truck, 


Catalina, 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of March 21. Ac- 
tion red hot. 84 percent cold buyers out 
in abundance. Taking all offerings and 
paying top dollar for clean cars. Sold 209 
cars from 248 consignments. 

BUICK—’59 Invicta 4-dr. hardtop, $1,- 
520* (ps); Electra 4-dr. hardtop, $1,- 
510* (ps); LeSabre 4-dr., $1,300* (ps). 

’58 Limited 4-dr. Riviera, $1,170* (ps); 
RM 4-dr. Riviera, $1,110* (ps). 

’57 Super 4-dr., $715* (ps); RM conv., 
$650* (ps); Century conv., $580* 
(ps); Special 2-dr., $580* (ps). 

’56 Super 4-dr. Riviera, $635* (ps); Cen- 
tury 4-dr. Riviera, $370* (ps). 

’55 RM 4-dr., $300* (ps); Special 4-dr., 
$270* (ps). 

’54 Super 2-dr. 
CADILLAC—’59 (75) 4-dr. hardtop, $2,- 

900* (ps); (62) 4-dr., $2,730* (ps). 

’58 (62) 4-dr. hardtop, $1,795* (ps). 

’57 (75) 4-dr. hardtop, $1,410* (ps). 

*56 (62) 2-dr. hardtop, $875* (ps). 

’55 (62) 4-dr., $610* (ps). 

’52 (62) 4-dr. (taxi), $160* (ps). 
CHEVROLET — ’60 Parkwood (6) 4-dr., 

$1,700* (ps); Bel Air (6) 2-dr., $1,- 
525*; Corvair (700) (6) 4-dr., $1,365*, 
$1,300*. 

"59 Impala (8) 4-dr. hardtop, $1,445* 
(ps), $1,440*, $1,400* (ps), $1,150* 
(ps); 4-dr., $1,375* (ps); Bel Air (6) 
4-dr., $1,205*, $1,150*, $1,150* (ps), 
$1,145*, $1,090*, $1,089, $1,060, $1,- 
055, $1,050, $1,045*, $1,005; Bel Air 
(8) 4-dr., $1,180*, $1,175*, $1,175*, 
$1,135*, $1,130*, $1,120*, $1,085* (ps), 
$1,010*; 2-dr., $1,140*, $1,075*, $1,035, 
$1,015; Parkwood (6) 4-dr., $1,180*, 
$1,175*, $1,135*, $1,130*, $1,120*, $1,- 
085* (ps), $1,010*. 

’58 Impala (8) 2-dr. hardtop, $1,200; 
conv., $1,110* (ps), $900*; Brookwood 
(8) 4-dr., $1,025*; Brookwood (6) 4- 


Riviera, $160*. 


dr., $800* (ps); Yeoman (6) 4-dr., 
$750. 

’57 Bel Air (8) station wagon 4-dr., 
$715* (ps); 4-dr., $650*; Two-ten (8) 


4-dr., $695*. 

’56 Bel Air (6) conv., $510*; 4-dr. hard- 
top, $390*; Two-ten (8) 4-dr., $440*, 
$395*. 

"55 Bel Air (6) 2-dr., $375*; station 
wagon 4-dr., $365*; 4-dr., $180*, $170; 
Two-ten (6) Delray, $255*; 4-dr., 
$170; One-fifty (8) 4-dr., $100. 

’54 Two-ten 2-dr., $150; 4-dr., $140. 

’53 Two-ten 2-dr., $160*; 4-dr., $125. 


OHRYSLER—’58 Saratoga 4-dr., $1,010* 
(ps); Windsor 2-dr. hardtop, $975* 
(ps). 


’57 Windsor 4-dr., $610* (ps). 

’56 Windsor 2-dr. hardtop, $340* (ps). 

’55 Windsor 4-dr., $200* (ps); NY 2-dr. 
hardtop, $200* (ps). 


DeSOTO—’57 Firedome 4-dr., $320* (ps). 
’56 Firedome 4-dr. hardtop, $400* (ps), 
$380* (ps). 
DODGE—’60 Dart (6) Phoenix 4-dr., $1,- 
470*. 
59 Coronet (8) 4-dr., $1,115* (ps), 
$750* (ps). 


’56 Coronet (8) 4-dr., $290*, $155*. 
FORD—’61 Falcon (6) 2-dr., $1,605. 
‘60 Fairlane (8) 4-dr., $1,340, $1,310*, 
$850; Fairlane 500 (8) 2-dr., $950*. 
’59 Fairlane 500 (8) 2-dr., $980*, $950*; 











Fairlane (8) 2-dr., $1,000%, $980*, 
$940, $910, $910* (ps); 4-dr., $980, 
$950*; Custom 300 (8) 4-dr., $900, 


$900*, $860, $855, $825, $805; Custom 
(6) 2-dr., $880. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
725* (ps); Fairlane 500 (8) 4-dr., 
$810* (ps); Fairlane (8) 4-dr. Vic- 
toria, $730* (ps); 4-dr., $590; Ranch 
Wagon (8) 2-dr., $600. 

’57 Fairlane (8) conv., $900* (ps); Cus- 
tom (8) 4-dr., $440*; Fairlane 500 (8) 
4-dr., $400*, $290* (ps). 

56 Country Squire (8) 4-dr., $450*; 
Fairlane (8) 4-dr., $390; 2-dr., $350*, 
$305*; Custom (8) 4-dr., $375* (ps); 
2-dr., $140; Country Sedan (8) 4-dr., 
$310* (ps), $200. 

’55 Custom (6) 2-dr., $255, $200. 

53 Main (6) 2-dr., $135, $100. 


LINCOLN—’58 Capri 4-dr., $1,200* (ps). 
’57 Premiere 4-dr, hardtop, $500* (ps). 
56 Premiere 2-dr. hardtop, $740* (ps); 
4-dr., $590* (ps); Capri 4-dr., $575* 
(ps). 

’55 Capri 2-dr. hardtop, $190* (ps). 

53 Capri 2-dr., $130* (ps). 


MERCURY—’59 Park Lane 4-dr. hardtop, 
$1,350* (ps). 

’58 Montclair 2-dr. hardtop, $875* (ps). 

’57 Colony Park 4-dr., $700* (ps). 

’54 Monterey 2-dr. hardtop, $200*%; 2- 
dr., $190*. 

OLDSMOBILE—’59 (88) Super 2-dr. Sce- 
nic, $1,615* (ps); (88) 4-dr., $1,450* 
(ps), $1,340*. 

’58 (98) 4-dr. Holiday, $1,375* (ps); 2- 


TRUST 


dr. Holiday, $1,075*; (88) Super 4-dr., 
$1,140* (ps). 


"57 (88) Super. 2-dr. Holiday, $700* 
(ps); (88) 4-dr., $525* (ps), 

56 (98) 2-dr. Holiday, $425* (ps); 4- 
dr. Holiday, $415* (ps). 

’55 (88) 4-dr., $250*; 2-dr. Holiday, 
$155* (ps); conv., $135* (ps); (88) 
Super 4-dr., $225* (ps). 

’54 (88) 4-dr., $185* (ps). 


PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 
$1,545* (ps); Valiant (6) V-200 4-dr., 
$1,250. 

59 Belvedere (8) 4-dr., $950*%, $820*; 
Savoy (6) 4-dr., $930*, 

’58 Savoy (8) 4-dr., $630* (ps). 

’57 Belvedere (8) 2-dr. hardtop, $520"; 
Savoy (8) 4-dr., $485*. 

’56 Belvedere (8) 4-dr., $360*. 

’55 Savoy (6) 4-dr., $110. 

PONTIAC—’60 Star Chief 4-dr., $2,145* 
(ps). 

’59 Star Chief 4-dr, Vista, $1,490* (ps); 
Catalina 4-dr., $1,330*. 
"58 Chieftain 4-dr., $835* 2-dr., 

$800*. 
’57 Star Chief 4-dr., $660* (ps); Chief- 
tain 4-dr., $550* (ps). 
’56 Chieftain 4-dr. Catalina, $555*, 
’55 Chieftain 2-dr. Catalina, $180*. 
’53 Chieftain 4-dr., $125* (ps). 

RAMBLER—’58 Super (6) 4-dr., 
Super (8) 4-dr., $605. 

’57 Super (8) 4-dr., $590. 

MISCELLANEOUS—’58 Chevrolet (6) %- 
ton pickup, $775. 

’54 GMC (8) 1%-ton van, $215, 


LOS ANGELES 


Harold Henry’s Los Angzles Dealer Auto 
Auction, Sale every Tuesday, Prices are 
for sale of March 21, 
BUICK—’60 Electra 2-dr. hardtop, §$2,- 

495* (ps). 
’59 Invicta 2-dr. hardtop, $1,770* (ps); 
LeSabre 4-dr, hardtop, $1,675* (ps). 
’57 Century Estate Wagon, $1,035* (ps); 


(ps); 


$750; 


The Bulletin is Philadelphia—familiar as the Liberty 
Bell or the New Year’s Day Mummers’ Parade. 


Whether it’s reviewing the world-famous Phila- 
delphia Orchestra’s performance of a Chopin con- 
certo, or reporting on the dramatic redevelopment 
of historic Society Hill, Philadelphians trust The 
Evening and Sunday Bulletin for accurate news of 
their neighbors, accurate news of the world. 


THE PHILADELPHIA BULLETIN 








Model Breakdown 
Of Auction Averages 














Mar., Feb., Jan., 

Model 1961 1961 1961 
BOR iciheesses $2,561 $2,533 $2,812 
ee 1,909 1,932 1,935 
BO vcicivcvcss 1,355 1,370 1,340 
963 920 785 
ee slistintae 634 632 676 
444 439 429 
323 320 324 
206 219 242 

Overall 

Average $1,049 $1,046 $1,075 





2-dr. Riviera, $800* (ps), $685*; 4-dr. 
Riviera, $725* (ps), $635* (ps); RM 
2-dr. Riviera, $835* (ps); 4-dr. Rivi- 
era, $760* (ps); Super 4-dr. Riviera, 
$785* (ps); Special 4-dr., $430* (ps). 
56 Special 2-dr. Riviera, $540*, $360*; 
Century Estate Wagon, $520* (ps), 
’55 Special 4-dr. Riviera, $485* (ps); 2- 
dr. Riviera, $310*, $290* (ps); 2-dr., 
$220*; RM 2-dr, Riviera, $430* (ps), 
$345* (ps), $305* (ps); Century 2-dr. 
Riviera, $385*, $340*; Super 2-dr, Rivi- 


era, $350* (ps), $300* (ps), $275* 
(ps). 
’53 Super 4-dr., $110*. 
CADILLAC—’60 (60) Special 4-dr, hard- 


top, $4,350* (ps); de Ville 2-dr. hard- 
top, $4,250* (ps), $4,200* (ps); 4-dr. 
hardtop, $3,835* (ps); (62) conv., $4,- 
000* (ps); 2-dr. hardtop, $3,800* (ps). 
59 de Ville 2-dr, hardtop, $3,500* (ps), 
$3,350* (ps), $3,170* (ps); 4-dr, hard- 


top, $3,275* (ps), $3,200* (ps), $3,- 
140* (ps), $3,125* (ps); Eldorado 
conv., $3,350* (ps); (62) 2-dr, hard- 


53 


top, $3,185* (ps); conv., $3,025* (ps); 
4-dr., $2,900* (ps), $2,685* (ps). 

5S (62) Coupe de Ville, $2,365* (ps), 
$2,180* (ps), $2,040* (ps); 4-dr., $2,- 
310* (ps), $2,250* (ps); 2-dr, hardtop, 
$2,290* (ps); (60) Special 4-dr, hard- 
top, $1,985* (ps). 





‘57 (62) Sedan de Ville, $2,030* (ps); 
Coupe de Ville, $1,730* (ps); 2-dr. 
hardtop, $1,585* (ps); conv., $1,550° 


(ps); 4-dr., $1,510* (ps). 
‘56 (60) Special 4-dr., $1,275* (ps); (62) 
2-dr. hardtop, $1,045* (ps); conv., 
$985* (ps), $935* (ps), $900* (ps), 
$845* (ps); Sedan de Ville, $935* (ps). 
’55 (62) Coupe de Ville, $900, $715; 2- 
dr, hardtop, $685; 4-dr., $600. 
°54 (62) 4-dr., $800, $650, 
’52 (62) 2-dr., $185; Coupe de 


$180. 

’49 4-dr., $110. 

CHEVROLET—’61 Corvair 95 (6) Green- 
brier, $2,400; Corvair 900 (6) 2-dr., 
$2,300*, $2,015; Corvair 700 (6) 2-dr., 
$1,875*. 

’60 Corvette (8) conv., $2,645; Impala 
(8) 4-dr., $1,900*; Impala (6) sport 
coupe, $1,835; Bel Air (8) 4-dr., $1,- 
700* (ps); Brookwood (6) 2-dr., $1,- 
665; Corvair 700 (6) 2-dr., $1,585*; 
4-dr., $1,475*, $1,450. 

’59 Impala (8) sport coupe, $1,775* (ps), 
$1,710* (ps), $1,690, $1,670* (ps), $1,- 
660* (ps), $1,660*; sport sedan, $1,- 
680* (ps), $1,650* (ps), $1,595* (ps), 
$1,575* (ps), $1,565* (ps), $1,550" 
(ps), $1,535", $1,435" (ps); conv., 
$1,605* (ps), $1,590* (ps); Impala 
(6) sport coupe, $1,610; Parkwood (8) 
4-dr., $1,690* (ps), $1,610* (ps), $1,- 
600*, $1,500*; Bel Air (8) 4-dr., $1,- 
400*, $1,250*, $1,160*; 2-dr., $1,345* 
(ps), $1,130*; Bel Air (6) 2-dr., $1,- 
085; Biscayne (8) 2-dr., $1,180*; 4-dr., 
$1,055*; Biscayne (6) utility sedan, 


$1,025. 
’58 Corvette (8) conv., $1,930, $1,370; 


(Continued on Page 55, Col. 1) 


Ville, 


Sdbipnae 


From Independence Hall to the Main Line, from 
Bucks County to Atlantic City—in the Greater 
Philadelphia market—trust has helped make The 
Bulletin Philadelphia’s leading newspaper. When you 
buy The Bulletin you buy more than top-rated 


circulation and readership... 


You buy belief when you 


buy The Bulletin! 


A member of MILLION MARKET NEWSPAPERS, INC. 





Advertising Offices: New York, Chicago, Detroit, Los Angeles, San Francisco. Florida Resort Office: The Leonard Company, Miami Beach. 


IN PHILADELPHIA NEARLY EVERYBODY READS THE BULLETIN 


sacrilege 
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Buick Dealer Cites Promotional Skills, Factory Background .. . 





Sheehan Takes 2 Paths to Success ___— 


By Trescott Goode 
Staff Correspondent 


MIAMI.—A flair for the spectac- 
ular and an extensive factory back- 
ground were combined by John E. 
Sheehan to build his Buick dealer- 
ship into one of 
the most success- 
ful in the land. 

In the five 
years since he 
acquired H a y- 
good Buick, 
Sheehan has 
averaged two 
spectacular pro- 
motions a year, 
the latest being 

P the “Mexican Fi- 
John E. Sheehan esta,” which re- 
sulted in his being acclaimed the 
top Buick dealer for January. 

He feels that the years he spent 
in Buick zone offices and contacts 
with both good and bad dealers 
have been of inestimable value 
since they exposed him to retailing 
ideas that pay off and the ones 
that fail. 

The past experiences also en- 
abled him to learn to see things 
from both sides of the street—the 
factory’s and the dealer’s—Sheehan 
explained. 

All of his promotions are planned 
“to arouse the public emotions to 
a buying pitch,” he continued. 

“Our first attempt was a ‘blitz’ 
sale,” Sheehan recalled, “the kind 
where you stay open day and 
night for several days. We man- 
aged to sell some cars, but the 
less said about that one the bet- 
ter. 

“But we have put on nine more 
campaigns — better planned, better 
themes and better staged — and 
every one was a tremendous suc- 
cess,” he continued, 

“We judge solely by the number 
of carg sold, the public attention 
created and the profits made,” he 
added, “for after all our business 
is to sell Buicks, used cars, service 
and parts, all at a profit, while 
making friends with the motoring 
public,” 

Bob Blankenship, Sheehan’s gen- 
eral manager, added that “our pro- 
motions are intended not only to 
bring in customers during the sale, 
but to bring in the mildly interest- 
ed and those who are just plain 
curious to see what is going on. 

“We may not sell them right 
away, but they have seen our 
product, met our salesmen and 
gotten to know Sheehan Buick a 
little better,’ he said. “This is 
good in any business.” 

The advertising theme of the 
three-week a promotion was 
“It’s a Fiesta in les,” and inter- 
est was kept alive with frequent 
newspaper ads and numerous radio 
and television commercials. 

All of his 110 employes wore 
Mexican shirts and sombreros. 
Refugees from Cuba were hired as 
hostesses and to lend a Latin at- 
mosphere. Six searchlights guided 
motorists to the showroom. 

During the month, which was 
marked by a cold wave and the 
general slump in business, Sheehan 
said he sold more than 310 cars to 

* 





become Buick’s top dealer through- 
out the nation. 

On the wall of his office hangs 
a framed telegram from Joe 
Hendrick, Buick zone manager, 
which reads: “Congratulations. 
In January Sheehan Buick was 
the leading Buick dealer in the 
whole country.” 

In all his promotions the em- 
phasis is on product and prestige, 


Canadians Have 
Prinz of an Idea: 


Mail-Order Car 


TORONTO.—New cars by mail 
order have joined new cars in de- 
partment stores in Canadian retail- 
ing twists. 

A new Toronto company, House 
of Abby Tower, is offering the NSU 
Prinz “for about $1,038, including 
insurance,” for $25 down and $12.50 
a week by mail order. Delivery 
expense is extra. 

Bernard Kaiser, NSU distributor 
for Ontario, said he agreed to sell 
the German cars to House of Abby 
Tower “at a price.” The suggested 
retail price elsewhere in Toronto 
is $995 without insurance. 

Earlier in Montreal, L, N, Mes- 
sier department store began selling 
Austins 850s at $1,377, the regular 
local retail price, for as little as 
$8 down. Armand Riendo says the 
store is accepting no tradeins. He 
hopes to sell 500 cars this year. 

Said H. J. L, Suffield, managing 
director of Austin Motor Co. (Can- 
ada): “Austin will support Messier 
100 percent.” 

He said Messier had the advant- 
age of knowing many of its pros- 
pective car customers through 
years of credit purchases in the 
store. “They could sell cars for 
nothing down and have little risk 
of bad debts,” Suffield said. 

Selling by mail order or at de- 
partment stores is not new in 
Canada. 

Douglas Harrison, sales manager, 
Elgin Motors. Toronto, said his 
company advertised mail order 
sales in 1954. He added: “We didn’t 
sell one car. I don’t think we got 
one inquiry.” 

T. Eaton Co. sold automobiles in 
its downtown Toronto department 
Store 40 years ago. Henry Morgan 
and Co. department stores sold cars 
through its subsidiary, Dominion 
Motor Car Co. in Montreal in the 
1920s. 


not on price and low terms, Shee- 
han said. 


“We're selling Buick prestige 


and performance and not cheapest 
price,” he added. 

In one of his earlier promotions, 
Pvt. Doberman of Phil Silvers’ TV 
Bilko show was brought in. Em- 
ployes wore Army fatigue uniforms 
throughout the campaign. 


On another occasion he tied in } 


with a Miami dance studio and had 
dancers in forma] attire stage ex- 
hibitions in the showroom. There 
have been “rodeo sales,” with the 
showroom as a corral, saddles and 
bridles everywhere and employes 
dressed as cowboys. 

At another time when prestige 
was being stressed, salesmen wore 
top hats and tails, while Buick’s 
“high performance” was dramatiz- 
ed by a stilt-walker also in top hat. 

In the planning stage, said 
Sheehan, are promotions featur- 
ing a putting demonstration by 
a professional golfer in the show- 
room, a TV personality from a 
children’s show and a replica of 
an Indian village in the show- 
room, 

“People need to enjoy them- 
Selves,” he reasoned, “If we can 
make buying a car as much fun as 
going to a show, it just naturally 
follows we're going to sell more 
cars and we're certainly going to 
make our customers like and know 
us better.” 

Before coming to Miami, Shee- 
han had been a zone manager in 
Atlanta and Memphis. He joined 
Buick in his home town of Mem- 
phis and was an assistant zone 
manager in Dallas before returning 
to Memphis. 

Sheehan is president of the 
Miami Auto Dealers Assn. and a 
member of the Florida Automobile 
Dealers Assn. and the General Mo- 
tors President’s Dealer Advisory 
Council. 

He said he has expanded his 
dealership to a frontage of 810 feet 
on suburban Coral Gables‘ Tami- 
ami Trail, does an average of 
$25,000 customer labor in service, 
and sells about $45,000 monthly in 
parts and accessories. 


Pickard Gets State Post 


JEFFERSON CITY, Mo.— Mis- 
souri’s newly appointed state fi- 
nance commissioner is Layton Pick- 
ard, 46, director and vice-president 
of the Cotton Exchange Bank, Ken- 
nett, Mo. Pickard is a former auto 
dealer. 


Battery, Electrical Woes 
Still Top Breakdown List 


WASHINGTON. — The principal 
headache of the American motorist 
last year was battery or electrical 
trouble, the American Automobile 
Assn. reported in its annual study 
of car-service calls. 

It was the fourth consecutive 
year that these particular me- 





This is how Sheehan Buick, Miami, looks from an airplane. The dealership has a 
frontage of 810 feet on Tamiami Trail, one of the city’s main thoroughfares. Only a 
part of the used-car lot (bottom of photo) is shown. 


chanical troubles led the list of 
causes of auto breakdowns, An 
estimated 16,085,000 service calls, 
or 24 percent of the total. were 
prompted by these problems, 
AAA said. 

The flat tire continued to drop 
last year as a cause of breakdowns, 
the association said, accounting for 
only 18 percent of the service calls, 
in contrast to over 20 percent the 
previous year, Nevertheless, the 
AAA explained, it still ranked sec- 
ond in the list of breakdown 
causes. 

During 1960, a total of 64,965,000 
calls were received from motorists 
in distress. The AAA survey, based 
on reports from its 20,000 service 
garages across the nation, explain- 
ed that the heavy snows of the 
past winter helped to boost the call 
total. 

The No. 3 cause of auto break- 
downs was ignition trouble, ac- 
counting for more than 9,108,000 
calls, or 14 percent of the total. 
Starter troubles, in sixth place, re- 
sulted in some 2,949,000 break- 
downs, or over 4 percent. 

The old bugaboo, “out of gas,” 
continued to plague the American 
motorist, with some 2,150,000 calls— 
an increase of more than 200,000 
over the previous year. Others are: 
Carburetor, 1,936,000 calls; gas line, 
1,351,000; brakes, 1,313,000; lock and 
key, 929,000, and lights, 169,000. 
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Service Customers Get Fast Service— 






Five service salesmen are on hand to greet service customers as they drive into 
Sheehan Buick, Miami dealership which reports its average monthly customer-labor 


charges in 1960 were $25,000. 


Dealers See Car-Sales Upturn .. . 


Atlanta Business Boosters 


By Sally Pfeiffer 
Staff Correspondent 


ATLANTA.—Three huge boosts to 
business in the Atlanta area in mid- 
March will soon be reflected in in- 
creased sales of new and used cars, 
dealers say, as a feeling of opti- 
mism has been injected into the 
area. 


Lockheed’s Georgia Division 
was given a billion-dollar shot in 
the arm by the Air Force’s selec- 
tion for it to develop and build 
more than 100 jet cargo planes. 
The Atlanta Chamber of Com- 
merce estimates this will eventu- 
ally add 5,000 jobs to the Mari- 
etta plant. 

Atlanta-based Delta Air Lines 
won the right from the Civil Aero- 
nautics Board to fly directly from 
Atlanta to Los Angeles and San 
Francisco, C. E. Woolman, Delta 
president, said, “It will mean more 
employment and about $12 million 
more in annual payroll at our base 
here.” 

Southern Cement Co., a division 
of American-Marietta Co., announc- 
ed plans to build a multimillion- 
dollar cement plant near Atlanta 
this summer. 

“These three good pieces of 
news,” said Tom Palmer, executive 
vice-president of the Georgia Inde- 
pendent Automobile Dealers Assn., 
“Should have a tremendous effect 
on the used-car market—not im- 
mediately—but in the very near 
future. 

“It appears to me that there are 
indications of better conditions 
around the corner. However, due 
to tight business conditions, there 
seems to be an influx of ‘hot cars.’ 
Dealers should be wary, especially 
since the title law is still a full year 
away.” 

A Lincoln-Mercury dealer said he 
has noticed more floor traffic in 
his office. Heavy rains have held 
back sales at this lot, but there 
are strong indications that good 
weather will bring out the buyers, 
he said. 

Chick Barron (Studebaker) 
finds that used-car sales have 
been slow. “It’s not so much the 
weather as people’s frame of 
mind. They are not necessarily 
more conservative—people are 
still cautious with buying—but I 
believe they'll begin to buy with 
the opening of spring and the 
usual rebirth of confidence. I pre- 
dict that 1961 will be a better 
selling year than last year.” 


His confidence is so strong that 
he has leased an adjoining lot to 
hold 70 used cars. 

Hal L. Smith, president of Smith 
Chevrolet, finds some improvement 
in the used-car business already. 
The first 10 days of March were 
good, the next 10 not so good. 

“New-car sales are better,” he 
said. “That’s a harbinger for sell- 
ing more used models. We are very 
optimistic that sales will get bet- 
ter, particularly after the big boosts 
to Atlanta’s economy.” 

Bill Prewitt, sales manager of 
Fred Walters Oldsmobile, notices 





a sharp increase in sales of the 
F-85 in the last month. Used-car 
sales have improved greatly, es- 
pecially for ’59s and ’60s. 

Andrew Padova, business man- 
ager of Cliff Heath, Inc. (Dodge), 
finds good used-car action began 
in late February with the stress 
still on economy models. 


2-W heeled Car, 
Ford’s Gyron, 
Uses Gyroscope 


NEW YORK.—The Gyron, a 
delta-shaped vehicle envisioning 
two running wheels instead of the 
usual four, made its public debut 
here at the International Automo- 
bile Show. 

Ford Motor Co. advanced stylists, 
who developed the car, believe that 
its unique shape, together with the 
two-wheel concept, might lend it- 
self in the future to the use of a 
gyroscope for stabilization. 

George W. Walker, Ford styling 
director, describes the car as “an 
outstanding example of the vis- 
ioneering that is the heart of pro- 
gressive automotive styling.” 

The Gyron is 209 inches long, 
44.85 inches high, 86 inches wide 
and has a road clearance of 6% 
inches. It accommodates two peo- 
ple in contoured seats. 

Although the car is not operable 
in its present form, Ford stylists 
have been assured that a gyroscope 
no larger than two feet in diameter 
would be sufficient to stabilize the 
vehicle on its two wheels set in 
tandem. 

Two smal] outrigger wheels to- 
ward the rear and on each side of 
the car are retractable. They could 
be lowered automatically to bal- 
ance the vehicle when the gyro 
was inactive or until it had gained 
enough momentum to provide sta- 
bility. 





New Dream Car— 


Its delta shape is an outstanding feature 
of the Gyron, a new Ford Motor Co. dream 
car which made its debut at the Inter- 
national Automobile Show in the New 
York Coliseum. Developed by Ford ad- 
vanced stylists, the vehicle has only two 
running wheels and envisions the use of 
a gyroscope for stabilization. A steering 
dial makes it possible for the car to be 
operated from either of the two contoured 
seats. 
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OHRYSLER—’57 NY 2-dr. hardtop, $1,- 


COMET—’60 Comet station wagon, §$1,- 
DeSOTO—’58 Firedome 2-dr. hardtop, $1,- 
DODGE—’61 Lancer (6) 2-dr., $1,760. 


EDSEL—’59 Villager 4-dr., $1,365* (ps). 


FORD—’61 Thunderbird (8) 2-dr. hardtop, 


HUDSON—’52 Hornet (6) 4-dr., $200*. 
IMPERIAL—’59 Crown 4-dr. hardtop, $2,- 


LINCOLN—’59 Continental Mark IV 4-dr. 


MERCURY—’59 Monterey 4-dr. hardtop, 


OLDSMOBILE—’59 (98) 2-dr. Scenic, $2,- 


PLYMOUTH—’60 Valiant (6) 4-dr., $1,- 
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Used-Car Auction Prices 





Brookwood (8) 4-dr., $1,090*; Impala 
(8) sport coupe, $1,075* (ps); Bel Air 
(8y sport sedan, $1,030* (ps); Biscayne 
(8) 4-dr., $965*, $920*; Delray (6) 2- 
dr., $940* (ps). 

’57 Corvette (8) conv., $1,635, $1,285; 
Bel Air (8) sport coupe, $1,085* (ps); 
sport sedan, $935* (ps); conv., $925* 
(ps); 4-dr., $900*, $800*; Two-ten (8) 
2-dr., $800*, $685; station wagon, 
$795*, $765, $400; 4-dr., $730*, $720* 
(ps); One-fifty (8) 2-dr., $750; One- 
fifty (6) 2-dr., $600. 

’56 Two-ten (8) station wagon, $775*; 
2-dr., $635*; 4-dr., $560*; sport sedan, 
$515*; Two-ten (6) 2-dr., $470, $435*; 
Bel Air (8) conv., $700*; sport sedan, 



















$660*, $475*; 4-dr., $570*, $485*. 

55 Two-ten (8) 2-dr., $585* (ps), $400*, 
$385*; Delray, $445*; Two-ten (6) 2- 
dr., $405*; 4-dr., $270; Bel Air (8) 4- 
dr., $580*; 2-dr., $410*, $235*; Bel Air 
(6) sport coupe, $485*; One-fifty (8) 
station wagon, $395*. 

54 Two-ten station wagon, $395; 2-dr., 
$360*, $275; One-fifty 2-dr., $235*. 

53 Bel Air 2-dr., $250*; Two-ten 4-dr., 
$155*; One-fifty 4-dr., $125, 

’52 Deluxe 4-dr., $125. 

’51 Deluxe 4-dr., $140. 


010* (ps). 
55 Windsor 4-dr., $350* (ps). 


630*. 


MISCELLANEOUS—’60 Ford (8) %-ton 
pickup, $1,250. 

’59 Ford (8) Ranchero, $1,300*, $1,- 

110*; (8) %-ton pickup, $1,035; (6) 

%-ton pickup, $935; Chevrolet (8) El 


585* (ps), $3,365* (ps). coupe, $410*. 
"52 (62) conv., $3,515* (ps); 4-dr., $2,- ’55 Bel Air (8) conv., $680* (ps); sport 
920* (ps), $2,900* (ps), $2,525* (ps); coupe, $380*; 4-dr., $325. 


2-dr. hardtop, 2 at $2,750* (ps); de| COMET—'61 Comet 2-dr., $1,875. 
Ville 2-dr. hardtop, $3,310* (ps), $3,- | CHRYSLER—’59 NY 4-dr., $1,695* (ps); 


Camino, $1,155; (6) El Camino, §$1,- 125* (ps). Saratoga 4-dr, hardtop, $1,685* (ps), 
‘ 125; (6) %-ton pickup, $1,090. ’58 (62) Sedan de Ville, $2,240* (ps), $1,595* (ps). 
58 Ford (8) %-ton pickup, $1,090, $700; $2,005* (ps), $2,000* (ps); 4-dr. hard- "57 NY 4-dr., $1,100* (ps); Saratoga 4- 
(8) Ranchero, $890 (ps); Willys Jeep top, $1,800. dr. hardtop, $970* (ps). 
(Coritinued from Page 53) ‘foe io % : a gues “a a. Si de Ville, $1,550* (ps); "56 Windsor 4-dr., $290*; (300B) 2-dr. 
; ‘or’ -ton pickup, bs -dr. hardtop, $1,350* (ps); (60) Spe- hardtop, $500* Ss). 
hardtop, $485* | (ps); 2-dr, hardtop,| '56 Ford (8) %-ton pickup, $570, $560*. cial 4-dr. hardtop, $1,350* (ps). rm DeSOTO OP 5 Adtveataner 2-dr. hardtop, 
- $335*; 4-dr., $325*, ’55 Chevrolet (6) %-ton pickup, $650, "56 (62) 4-dr., $950* (ps); Sedan de $1,610* (ps). 
56 Fury (8) 2-dr, hardtop, $380*; Belve- $500; (8) %-ton pickup, $450*; Ford Ville, $920* (ps). ‘57 Firesweep 2-dr. hardtop, $515; 4-dr 
dere (8) 2-dr. hardtop, $340* (ps); (8) F-100 %-ton pickup, $440; (6) %- ’55 Eldorado conv., $630* (ps). $295". . ; : Be 
_lonv., $285*; Savoy (6) 4-dr., $190. . ton pickup, $370. CHEVROLET—’61 Impala (8) conv., $2,- ’56 Firedome 2-dr, hardtop, $390* 
cae (8) 2-dr. hardtop, $450 a pickup, $435; %-ton 500* (ps); sport sedan, $2,395*, EDSEL—’58 Ranger 4-dr. hardtop, $570*. 
; ‘ pickup, L ’60 Impala (8) conv., $2,220* (ps); sport | FORD—’61 Thunderbird eo ‘ * 
53 Cranbrook 2-dr., $170, ’563 Chevrolet %-ton lunch wagon, $445. sedan, $2,160, 2 at $2,060* (ps); Bel (ps), $3,600* (ps); Gan ti aoe 
PONTIAC — ’60 Catalina 2-dr., $2,290* ’51 Ford (6) %-ton pickup, $290. Air (8) sport sedan, $1,740*; sport liner, $2,225°. 
(ps); Star Chief sport coupe, $2,200* ’48 Chevrolet %-ton pickup, $285, coupe, $1,605* (ps); Bel Air (6) 2-dr., ’60 Thunderbird (8) conv., $2,850* (ps), 
(ps). $1,390; Brookwood (6) 4-dr., $1,500* $2,835* (ps); 2-dr. hardtop, $2,765* 
’59 Catalina conv., $1,775* (ps); Safari CHICAGO (ps); Corvair (6) 2-dr., $1,430*, $1,- (ps); Galaxie (8) 4-dr. Victoria, $1,- 
4-dr., $1,625* (ps), 225*; Biscayne (6) 2-dr., $1,410*. 630* (ps); Ranch Wagon (6) 2-dr., 
’58 Super Chief 2-dr, Catalina, $1,235* Arena Auto Auction. Sale every Tuesday. ’59 Impala (8) conv., $1,700* (ps), $1,- $1,380*; Fairlane (8) 4-dr., $1,380"; 
(ps). Prices are for sale of March 21. Market 400* (ps); sport sedan, $1,510* (ps), Falcon (6) 2-dr., $1,250*; Fairlane 500 
’57 Star Chief 2-dr. Catalina, $760*, | red hot. All sharp cars soid for top dollar. $1,465* (ps); 4-dr., $1,390*; Impala (6) 4-dr., $1,200*. : 
$685*; conv., $700* (ps); Chieftain 2-| Demand great for all years and models. (6) sport sedan, $1,420*; Bel Air (6) ’59 Galaxie (8) 4-dr., $1,370*; Galaxie 
dr. Catalina, $650*. Sold 439 cars from 641 consignments. 4-dr., $1,430*, $1,115*, $1,105*; 2-dr., (6) 2-dr. Victoria, $1,200* (ps); Fair- 
56 Chieftain 2-dr, Catalina, $455* (ps), | BUICK—’61 Invicta 4-dr., $2,975* (ps). $1,300*, $1,105; Bel Air (8) 4-dr., $1,- lane 500 (8) 4-dr. Victoria, $1,145*; 
$430*; 4-dr, Catalina, $385*; 2-dr.,| 60 Electra 225 conv., $2,750* (ps); Elec- 420*, $1,230*; 2-dr., $1,310*, $1,250*, 4-dr., $1,035; Country Sedan (6) 4- 
$335". tra 4-dr., $2,150* (ps); LeSabre 4-dr. $1,120; Parkwood (6) 4-dr., $1,270; dr., $1,075; Fairlane (8) 2-dr., $1,020*, 
’55 Chieftain station wagon 2-dr., $515* hardtop, $1,720*. Biscayne (6) 4-dr., $990; 2-dr., $950. $1,000* (ps); 4-dr., $1,000; Fairlane 
(ps), $445*; 2-dr. Catalina, $335*;| ’59 Invicta 4-dr. hardtop, $1,780* (ps),| ‘58 Impala (8) 2-dr. hardtop, $1,300* (6) 4-dr., $970* (ps), $945*, $900*; 
Star Chief 2-dr. Catalina, $410* (ps), $1,695* (ps), $1,650* (ps); Estate (ps), $1,225" (ps), $1,145* (ps); Custom 300 (8) 2-dr., $860, 
$350*, $340*, Wagon 4-dr., $1,735* (ps); LeSabre 4- Brookwood (8) 4-dr., $1,015* (ps); ’58 Thunderbird (8) 2-dr. hardtop, $1,- 
RAMBLER—’60 American (6) station wag- dr. hardtop, $1,540* (ps). Brookwood (6) 4-dr., $865; Nomad (6) 965* (ps); Fairlane 500 (8) 4-dr. Vic- 
on, $1,235. ’58 Century 4-dr. Riviera, $1,075* (ps); 4-dr., $985*; Bel Air (8) sport coupe, toria, $975* (ps); skyliner, $850* (ps); 
’59 American (6) station wagon, $885*; Special 2-dr. hardtop, $865*. $950* (ps); 4-dr., $890*; Bel Air (6) conv., $700* (ps), 
2-dr., $875*. ’57 Century 4-dr. Riviera, $875* (ps); 4-dr., $670*; Biscayne (6) 4-dr., $785*, ’57 Fairlane 500 (8) conv., $740* (ps); 
756 Super 4-dr., $515*. Super 4-dr., $700* (ps); Special 4-dr. $730; Biscayne (8) 2-dr., $690*; Del- Fairlane 500 (8) 4-dr., $730*, $695*; 
STUDEBAKER—’57 Golden Hawk (8) 2- hardtop, $655*, $590* (ps). ray (8) 4-dr., $730. Fairlane 500 (6) 2-dr. Victoria, $580*, 
dr. hardtop, $985* (ps), ’56 Special 4-dr. Riviera, $360*. ’57 Bel Air (8) sport sedan, $960* (ps), $500*; Country Sedan (8) 4-dr., $700* 
’56 Power Hawk (8) 2-dr., $380*, CADILLAC—’61 Eldorado conv., $5,425* $920* (ps), $910; Bel Air (6) conv., (ps); Country Sedan (6) 4-dr., $630*; 
’55 Commander (8) 2-dr., $310* (ps). (ps); de Ville 2-dr. hardtop, $5,175* _ $910*; Two-ten (8) station wagon 4- Fairlane (8) 2-dr., $490*. 
’54 Commander (8) station wagon, $185*. (ps); (62) 4-dr., $4,645* (ps). dr., $800*. ’56 Custom (8) 2-dr, Victoria, $400* 
50 Champion (6) 2-dr., $105. "60 de Ville 4-dr. hardtop, $3,780* (ps); "56 Bel Air (6) sport sedan, $700*; Two- $395*; Country Sedan (6) 4-dr., $350. 
WILLYS—’ 50 station wagon, $165. (62) 4-dr., $3,650; 2-dr. hardtop, $3,- ten (6) sport sedan, $485*; sport (Continued on Page 56, Col. 1) 


190* (ps). 






































’59 Sierra (8) 4-d., $1,710* (ps). 

’58 Royal (8) 2-dr, hardtop, $1,025* 
(ps). 

’57 Sierra (8) 4-dr., $755*, 

’56 Royal (8) 4-dr, hardtop, $450* (ps), 
$405* (ps); Coronet (8) Sierra 4-dr., 
$375°*. 

"55 Royal (8) 4-dr., $250*. 

53 Meadowbrook 4-dr., $170, 


’58 Citation 2-dr, hardtop, $875* (ps); 
Pacer 4-dr, hardtop, $760* (ps). 


$4,350* (ps), $4,125* (ps), $3,985* 
(ps), 2 at $3,950* (ps), $3,925* (ps), 
$3,875* (ps), 

60 Thunderbird (8) 2-dr, hardtop, $2,- 
650; Galaxie (8) starliner, $1,800* 
(ps), $1,775* (ps), $1,740* (ps), $1,- 
725*; 4-dr. Victoria, $1,725* (ps); 
Country Sedan (8) 4-dr., $1,795* (ps); 
Falcon (6) 4-dr., $1,505*%; Fairlane 
500 (8) 4-dr., $1,435* (ps), 

59 Thunderbird (8) 2-dr, hardtop, §2,- 
550* (ps), $2,335* (ps); Galaxie (8) 
2-dr, Victoria, $1,635* (ps), $1,460* 
(ps); skyliner, $1,600* (ps); 4-dr. Vic- 
toria, $1,385* (ps); conv., $1,350* 
(ps); Country Sedan (8) 4-dr., $1,435* 
(ps), $1,415* (ps), $1,275; Ranch Wag- 
on (6) 4-dr., $1,305; Ranch Wagon (8) 
4-dr., $1,150*; Fairlane 500 (8) 4-dr., 
$1,185* (ps), $1,180* (ps); Custom 300 
(8) 4-dr., $1,075*, $1,020*, $985*; 
Fairlane (8) 4-dr., $1,075*, $1,060*. 

58 Thunderbird (8) 2-dr. hardtop, $2,- 
075* (ps); Fairlane 500 ‘8) 2-dr, Vic- 
toria, $1,065*, $855* (ps); conv., $880* 
(ps), $815*; 4-dr., $840* (ps); 2-dr., 
$755*; Ranch Wagon (8) 2-dr., $735*; 
Custom 300 (8) 2-dr., $715; Custom 
300 (6) 2-dr., $570. 

’57 Country Sedan (8) 4-dr. (9 pass.), 
$905* (ps); (6 pass.), $750* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $800* 
(ps), $730; 2-dr., $550* (ps); Custom 
300 (8) 2-dr., $680*, $585*, $570*; 
Custom (8) 2-dr., $560. 

56 Fairlane (8) conv., $630* (ps); 4- 
dr., $590*, $500*; 2-dr. Victoria, $510*, 
$410* (ps); Country Sedan (8) 4-dr., 
$475*; Country Sedan (6) 4-dr., $385*; 
Custom (8) 2-dr., $425, $385*; 4-dr., 
$400*, $365*, $335*, $300*; Ranch 
Wagon (8) 2-dr., $380*, 

’55 Country Squire (8) 4-dr., $410*; 
Fairlane (8) conv., $325*; 2-dr, Vic- 
toria, $325*; 2-dr., $310*; 4-dr., $225*; 
Country Sedan (8) 4-dr. (8 pass.), 
$285. 

’54 Main (8) 2-dr., $200*. 

53 Ranch Wagon (8) 2-dr., $185; Main 
(6) 2-dr., $165. 

’52 Custom (8) 2-dr., $155. 


645°. 


hardtop, $3,195. 

’58 Premiere 4-dr, hardtop, $1,810* (ps); 
2-dr, hardtop, $1,580. 

’57 Premiere 4-dr, hardtop, $1,225* (ps). 

56 Premiere 4-dr., $690* (ps), $550* 
(ps); 2-dr. hardtop, $640* (ps); conv., 
$580* (ps). 

’55 Capri 2-dr, hardtop, $325* (ps). 

’54 Capri 4-dr., $275* (ps); 2-dr. hard- 
top, $210* (ps). 


$1,560* (ps). 

’57 Turnpike Cruiser 4-dr, hardtop, $835* 
(ps). 

*56 Monterey 2-dr, hardtop, $500* (ps); 
Medalist 2-dr., $425*, 

’55 Montclair 2-dr, hardtop, $450*, $405* 
(ps). 

54 Monterey 2-dr, hardtop, $235*. 

*52 Monterey 2-dr, hardtop, $135*. 


095* (ps), $2,055* (ps); 4-dr. Holi- 
day, $1,935* (ps); (88) 4-dr, Holiday, 
$1,645* (ps); (88) Super 4-dr., $1,335* 


(ps). 

"58 (98) conv., $1,075* (ps); (88) Super 
2-dr. Holiday, $950* (ps); (88) 2-dr., 
$835". 

’57 (88) 2-dr. Holiday, $650*; conv., 
$605* (ps). 

°56 (88) 2-dr. Holiday, $405*; 2-dr., 
$400; (98) conv., $380* (ps). 

’55 (88) Super 4-dr., $645* (ps); (88) 
2-dr. Holjday, $580*; 4-dr., $250*; 
(98) 2-dr. Holiday, $425* (ps), 

'54 (88) 2-dr., $190*. 

’51 (88) 2-dr, Holiday, $125*, 


425; Savoy (6) 4-dr., $1,150*; Savoy 
(8) 2-dr., $1,135. 

’59 Fury (8) 2-dr. hardtop, $1,490* (ps); 
4-dr, hardtop, $1,110* (ps); conv., $1,- 
045* (ps); Belvedere (8) 2-dr, hard- 
top, $1,215* (ps), $1,025*; 4-dr., $835*. 

’58 Suburban (8) Custom 4-dr., $885* 
(ps), $800* (ps); 2-dr., $775*; Belve- 
dere (8) 2-dr. hardtop, $800* (ps), 
$785* (ps); Savoy (8) 2-dr, hardtop, 
$590*. 

57 Suburban (8) Sport 4-dr., $735* (ps); 
Custom 2-dr., $510; Savoy (8) 4-dr. 





Here’s what 


you can buy 


for cancer research — 


for $5 or $50 


or $500,000! 


You can give a cancer research laboratory five dozen 


glass culture tubes for $5, 


one instrument sterilizer 


for $50, one hundred medical fellowships for $500,000! 


HERE ARE no bargains in cancer research. 

Hunting the cause of cancer—and ways of pre- 
venting cancer—is an exacting job. A demanding 
job. An expensive job. It costs money. 

To give you an example, below are actual prices 
of equipment purchased with American Cancer’ 
Society funds. Little things, like glass slides. Mas- 
sive things, like room-size total body radiation 
instruments. All vital to the fight against cancer. 

So is your donation. 

See what you can afford to buy. Then write that 
figure down on the coupon at the bottom of this 
page, and mail it with your contribution to 
CANCER, c/o your local Post Office. All gifts are 
tax deductible. 


5 dozen tissue culture tubes .......eeee00++-$9 
6 months’ supply of rubber gloves ..........$15 
Food and care of 1500 mice for 1 day........$15 
1 dozen glass flasks for chemical studies ......$15 
| eels Sis Ss Fa Fae cde keeees ci tae 
1 mouth rebreathing apparatus and nebulizer. .$20 
1 day’s supply of radium needles ...........$35 
1 instrument sterilizer .............+++---$90 


1 blood cell calculator, used in leukemia 
CNN 6.5. V0.0 6:3 ca eae 644d 4a bade eee 


3 units of human serum ................-.$70 
4 days’ maintenance of a cancer research bed. .$100 
1 water phantom for radiation dosage studies. . $100 
1 kymograph manometer ............+..-$134 


100 AK mice for preparation of Coombs 


1 egg incubator .....2sseeeeeceeeeeees  PLOO 
1 constant temperature bath .......++++..-$200 
1 isotope scanner ........eeeeeeeeeeees + P200 
Davey take oo .oksscavnecccsscceces a 
2,000 millicuries of radioactive iodine ......$750 
1 heart-lung machine for drug perfusion . . . .2600 
¥ gram of cobalt 60 for radiation research. . $6000 


1 grant for the study of the role of hormones 
in growth, including the cause, 
prevention and treatment of cancer... .$70,000 


1 high-voltage, total body radiation 
instrument ...........++++ee++-$100,000 


100 training fellowships for 1 year ... . .§500,000 


Grants to 5 scientists, each heading a 


cooperative 5-year research program $1,000,000 


Guard your family. Fight cancer with a 
checkup and a check. 


Mail this coupon to: 
Cancer 
c/o your local post office, 


Attached is my gift of 
$ 


to fight cancer. 








My name 





Na 


City and State 
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AUTOMOTIVE NEWS, APRIL 3, 


4-dr. hardtop, $1,615* (ps). 
’58 Special Estate Wagon 4-dr., $1,100*; 
4-dr, Riviera, $1,025* (ps); 4-dr., 


Used-Car Auction Prices 


(Continued from Page 55) 









4-dr. hardtop, 


IMPERIAL—’57 Imperial 
$1,115* (ps). 

LINCOLN—’ 59 Continental Mark IV 4-dr., 
$2,360* (ps); Premiere 4-dr., $1,950* 


(ps). 

’58 Premiere 4-dr, hardtop, $1,200* (ps). 
’57 Premiere 2-dr. hardtop, $970* (ps). 
MERCURY—’59 Park Lane conv., $1,465* 
(ps); Monterey 4-dr., $1,190* (ps). 

’57 Monterey 4-dr., $560* (ps); 2-dr. 


hardtop, $495*; Commuter 4-dr. (9 
pass.), $550. 

OLDSMOBILE—’60 (88) Super conv., $2,- 
550* (ps); 4-dr., $2,215* (ps); (98) 
4-dr. Holiday, $2,425* (ps); (88) 2-dr., 
$1,800* ( 


ps). 
*59 (98) 4-dr. Holiday, $1,980* (ps); (88) 
4-dr, Holiday, $1,800* (ps); 4-dr., $1,- 


500* (ps); (88) Super 4-dr. Holiday, 
$1,695*. 
’58 (98) 4-dr., $1,280* (ps), $1,225* (ps); 


4-dr, Holiday, $1,200* (ps); 2-dr. Hol- 
iday, $1,100* (ps); (88) 4-dr, Holiday, 
$1,030* (ps), $995* (ps). é 


Egbert Predicts 
Upturn in Autos; 


Sees 3% for S-P 


MINNEAPOLIS, — The automo- 
bile industry has hit bottom and 
is beginning to shows signs of an 
upturn, Sherwood H, Egbert, presi- 
dent of Studebaker-Packard Corp., 
said here. He noted used-car sales 
are rising and new cars are begin- 
ning to “move” again. 

Egbert was here for the dedica- 
tion of a technical center by S-P’s 
Onan Division. 

Studebaker-Packard, which has 
been seeking diversification for 
several years, is still “aggressively” 
seeking to acquire new companies, 
especially among those firms en- 
gaged in defense production, Eg- 
bert said. 

“We're trying to get 20 to 25 per- 
cent of our sales in the military 
end,” he explained. “This would 
give us flexibility to shift with 
changes in the economy.” 

Egbert predicted Studebaker- 
Packard would have 3 percent of 
the automobile sales market this 
year. He said the company’s 1962 
cars, now in tooling, would be out 
on schedule in October. 


THE 


“SILVER DAWN” 


REFRIGERATED AUTO AIR CONDITIONER 





ALL 


. ++ YET IS SO POWERFUL 
IT WILL COOL ANY CAR 


— INCLUDING THE 


LARGEST STATION WAGON! 


. DESIGNED TO FIT 





"57 (88) 4-dr., $805* (ps), $700* (ps), 
$600* (ps), $565* (ps); 2-dr, Holiday, 
a (ps), $650* (ps); (88) Super 4- 
$760* (ps). 
"86 co 4-dr, P Holiday, $370; 2-dr, Holi- 
$360°. 
PLYMOUTH_'59 Suburban (6) Deluxe 2- 


dr., $895; Custom 4-dr., $835; Belve- 
dere (6) 4-dr., $775*; Savoy (6) 2-dr., 
$625. 


’58 Belvedere (8) 4-dr. hardtop, $955* 


(ps); Savoy (6) 2-dr. hardtop, $595* 
(ps). 

’57 Belvedere (8) 4-dr, hardtop, $790* 
(ps); 4-dr., $780* (ps); Belvedere (6) 
4-dr. hardtop, $760*; Savoy (6) 4-dr., 
$330*, $315*,. 

56 Plaza (8) 4-dr., $325*. 

PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 
500* (ps); Catalina 4-dr. 
275* (ps), $2,120* (ps), 

’59 Bonneville Safari 4-dr., $1,770* (ps); 
4-dr. Vista, $1,690* (ps), $1,665* (ps); 
Catalina 4-dr. Vista, $1,575*; sport 


coupe, $1,470*; 2-dr., $1,435*. 

’58 Chieftain Safari 4-dr., $1,140* (ps); 
4-dr. Catalina, $925* (ps); 2-dr. Cata- 
lina, $825*. 

’57 Star Chief conv., $795* (ps); Super 
Chief 4-dr. Catalina, $700* (ps); Chief- 
tain Safari 2-dr., $645*; 4-dr. Cata- 
lina, $645* (ps), $460* (ps); 4-dr., 
$490*. 

’56 Chieftain 4-dr, Catalina, $400* (ps); 
4-dr., $355*. 

RAMBLER—’60 Rebel (8) 4-dr. hardtop, 
$1,650*; Super (6) 4-dr., $1,325*; 
American (6) 4-dr., $1,075; station 
wagon 2-dr., $1,000. 


59 Rebel (8) Cross Country 4-dr., $1,- 


200; Super (6) Cross Country 4-dr., 
$1,075*; American (6) Cross Country 
4-dr., $550. 

’58 Custom (6) 4-dr., $755*; Deluxe (6) 
4-dr., $650*; American (6) 4-dr., 
$630". 

’57 Super (8) 4-dr., $600*; Super (6) 


4-dr. hardtop, $550*; Deluxe (6) 4-dr., 
$460*. 

STUDEBAKER—’59 Lark (8) 2-dr. hard- 
top, $950*; Lark (6) 2-dr, hardtop, 
$870*; 2-dr., $650. 

VALIANT—’60 Valiant V-200 4-dr., §$1,- 
435*. 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of March 22. 
Prices were firm. Up slightly on some ex- 
ceptionally sharp units, Seventy-one per- 
cent of entries were sold here today, Sold 
220 cars from 303 consignments. 
BUICK—’60 Invicta Estate Wagon 4-dr. 

(8 pass.), $2,500* (ps); conv., §$2,- 
480* (ps); 4-dr., $2,395* (ps); 2-dr. 
hardtop, $2,335* (ps); Electra 4-dr. 
hardtop, $2,450* (ps); LeSabre 4-dr., 
$2,300* (ps), $2,025* (ps). 

’59 Electra 225 4-dr. hardtop, $1,705* 

(ps); LeSabre 4-dr., $1,705* (ps); 4- 
dr, hardtop, $1,600* (ps); 2-dr, hard- 
top, $1,605* (ps), $1,600* (ps); Invicta 


NEW 





CARS 


$945*; Super 4-dr, Riviera, $1,060* 
(ps), $1,000* (ps). 
57 Special 2-dr. Riviera, $805*, $780* 
(ps), $590*;: Estate Wagon 4-dr., 
$550*; 4-dr, Riviera, $520*; RM 4-dr., 
$710* (ps); Century 4-dr., $510*. 
56 Super 4-dr. Riviera, $555* (ps), 
$485* (ps); 2-dr., $425* (ps); Special 
4-dr,. Riviera, $395* (ps); Estate Wag- 
on 4-dr., $550*. 
’55 Special 4-dr., $300*, 
CADILLAC—’61 (62) conv., $4,950* (ps). 
’57 (62) Coupe de Ville, $1,270* (ps). 


CHEVROLET — ’61 Parkwood (8) 4-dr., 
$2,500*. 

"60 Impala (8) conv., $2,255* (ps); 4- 
dr, hardtop, $2,100*; 2-dr, hardtop, 
$2,100, $1,940* (ps), $1,850*, $1,785; 
Brookwood (6) 4-dr., $1,870*; Brook- 
wood (8) 4-dr., $1,760; Parkwood (8) 
4-dr., $1,750; Biscayne (6) 4-dr., $1,- 











640*; 2-dr., $1,470, $1,465; Biscayne 
(8) 2-dr., $1,455; Bel Air (8) 2-dr., 
$1,600*; Bel Air (6) 4-dr., $1,425; 


Corvair (500) (6) 4-dr., $1,290. 

’59 Impala (8) sport coupe, $1,580* (ps), 
$1,525*; 4-dr., $1,500*; Impala (6) 4- 
dr., $1,450* (ps); sport coupe, 
450*; Nomad (8) 4-dr., $1,575* 
Parkwood (8) 4-dr., $1,505*, $1,500* 
(ps), $1,450* (ps), $1,205*; Bel Air 
(6) 2-dr., $1,265* (ps); 4-dr., $1,140* 
(ps); Bel Air (8) 4-dr., $1,225*; 
Brookwood (8) 4-dr., $1,250*; Bis- 
cayne (6) 2-dr,, $1,130*, $1,050, $1,- 


050*. 
’58 Impala (8) 2-dr, hardtop, $1,220*, 
(8) 4-dr, hardtop, 


$1,015*; Bel Air 
$1,055* (ps); 4-dr., $865*; 2-dr., $700* 
(8) 4-dr., $1, 040*; 


(ps); Brookwood 
Biscayne (6) 4-dr., $925, $920*, $880*. 
’57 Bel Air (8) 4-dr, hardtop, $900; 4- 
dr., $840*, $750*, $650*; Two-ten (6) 
station wagon 2-dr., $705*; 4-dr., 


$655*, $575*; One-fifty (6) station 
wagon 2-dr., $685. 

56 Two-ten (8) station wagon 4-dr., 
$500*, $430*, $225*; Two-ten (6) 2-dr., 
$375; Bel Air (8) 2-dr., $615*; Bel 
Air (6) 4-dr., $570; One-fifty (6) 2- 
r., $355*. 

55 Two-ten (8) 4-dr., $470*%; 2-dr., 
$135*; Bel Air (6) conv., $385*, 

’54 Two-ten 2-dr., $225*. 

’40 Master Deluxe 2-dr., $75. 

CHRYSLER—’59 Windsor 4-dr., $1,300* 
(ps). 

DeSOTO — ’57 Firesweep 2-dr. hardtop, 
$350*. 

DODGE—’60 Dart (8) Pioneer 4-dr., $1,- 
490* (ps), 


’57 Coronet (8) 2-dr., $520* (ps). 
EDSEL—’58 Ranger (8) 4-dr., $465*. 
FORD—’61 Thunderbird (8) 2-dr, hardtop, 

$3,625* (ps); conv., $3,550* (ps); Gal- 
axie (8) 4-dr., $2,410* (ps). 

’60 Thunderbird (8) 2-dr, hardtop, $2,- 
700* (ps); Galaxie (8) 4-dr., $1,760* 
(ps); starliner, $1,675* (ps); Fairlane 
(6) 2-dr., $1,365; Ranch Wagon (6) 4- 
dr., $1,320; Fairlane 500 (6) 2-dr., 
$1,260; Custom 300 (6) 2-dr., $1,180*. 

59 Galaxie (8) 2-dr, Victoria, $1,420*; 
2-dr., $1,420* (ps); Country Sedan (8) 
4-dr., $1,225; Fairlane (8) 4-dr., $1,- 
200*; 
$1,170*; 
$990*; 
4-dr., 
$940. 


Fairlane 500 (8) 4-dr. Victoria, 
Ranch Wagon (8) 4-dr., 
Custom 300 (6) nas 
) 


$970"; 


$905; Custom 300 4-dr., 






CAR DRIVERS: 
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1961 - 


’58 Fairlane (8) 4-dr., $600*. 

’57 Fairlane 500 (8) 2-dr, Victoria, $725* 
(ps); Country Sedan (8) 4-dr., $650* 
(ps), $565*, $405; Fairlane (8) 2-dr., 
$550* (ps); Custom 300 (8) 2-dr., 
$490; DelRio (6) 2-dr., $380, 

= Fairlane (8) 4-dr. Victoria, $595*; 4- 

$300*; 2-dr. Victoria, $355* (ps); 











oar. $350*; Country Sedan (8) 4-dr., 
io.’ $380*; Custom (8) 2-dr., $215*, 
55 
’55 Ranch Wagon (8) 2-dr., $310; Main 
(8) 2-dr., $190*; Custom (8) 4-dr., 
$180*. 
rie een Meteor (600) 4-dr., $1,- 
0. 


’60 Monterey conv., $2,055* (ps), 
’59 Monterey 2-dr, hardtop, $1,360* (ps). 


’57 Monterey 2-dr., $610* (ps); 4-dr., 
$560*. 

’56 Custom 2-dr, hardtop, $480*. 

OLDSMOBILE — ’61 (98) 4-dr. Holiday, 
$3,275*; (88) Super 4-dr., $2,780* 
(ps); F-85 4-dr., $1,810. 

’60 (88) 2-dr., $2,250* (ps). 

"59 (98) 4-dr. Holiday, $1,770* (ps); 
(88) 4-dr., $1,515* (ps), 

’58 (88) 4-dr., $1,100*, 

’57 (88) 2-dr, Holiday, $765* (ps); 4- 
dr., $550*; (88) Super 2-dr, Holiday, 
$700* (ps). 

’56 (98) conv., $435* (ps); (88) 2-dr. 


Holiday, $285* (ps). 
’55 (88) Super conv., $250* (ps). 
PLYMOUTH — ’59 Belvedere (8) 4-dr., 
$885*; Suburban (8) 4-dr., $800; Sa- 
voy (8) 4-dr., $730*, 
"58 Belvedere (8) 4-dr, hardtop, $730*; 
Savoy (8) 2-dr, hardtop, $570*. 
’57 Savoy (8) 4-dr., $375*, $325. 
’56 Plaza (8) 2-dr., $155, 
PONTIAC—’61 Ventura 4-dy. Vista, 
550* (ps). 
’60 Bonneville 4-dr., $2,350* (ps); Star 
Chief 4-dr., $2,300* (ps); Ventura 
sport coupe, $2,250* (ps); Catalina 4- 


$2,- 





dr, Vista, $2,250* (ps), $2,225* (ps); 
sport coupe, $2,175* (ps), $1,750. 

’59 Star Chief 4-dr., $1,300* (ps); Cata- 
line 4-dr., $1,400* (ps). 

’58 Chieftain 2-dr., $920*, 

’57 Star Chief 4-dr. Catalina, $695* (ps); 
Chieftain 4-dr, Catalina, $475* (ps). 

’56 Chieftain 2-dr, Catalina, $275*. 

ea ae American (6) Deluxe 4- 
$1,200. 

59 pon (6) 4-dr., $1,050*, 

’58 Ambassador (8) Super 4-dr., $830* 
(ps), $760*; Custom (6) 4-dr., $500. 

STUDEBAKER—’59 Lark (6) 4-dr., $855. 

MISCELLANEOUS—’59 Chevrolet %-ton 
pickup, $1,050; Ford %-ton pickup, 
$970. 

’58 Ford (6) F-100 pickup, $690, 

’57 Chevrolet (6) %-ton pickup, $675, 
$600; carryall, $550; Ford (6) panel, 
$300*. 

’56 Ford (8) %-ton pickup, $425*. 

’55 Chevrolet (8) pickup, $425, 

’54 Ford (6) %-ton pickup, $475; Dodge 
%-ton pickup, $175. 

’51 Dodge %-ton pickup, $150. 

* * * 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday (March 22), Prices again 
were strong as buyers were taking home 
all salable limits and paying the prices. 
Sold 88 percent = 527 —_— 

* 
DETROIT 

State Fair Auto Auction, Inc. Sale every 
Tuesday (March 21), Prices slightly higher 
on clean cars — are = 

* 
MANHEIM. PA, 

Manheim Auto Auction, Sale every Fri- 
day (March 24). Weather: Cloudy, Sold 
82 percent of 811 consignments, 


Used Import Car Prices 





BORDENTOWN, N. J. 

Fiat—’58 4-dr., $250. 
Morris—’57 Minor conv., $280. 
NSU Prinz—’60 2-dr., $500. 
Simca—’ 60 4-dr., $550. 

’57 2-dr., $240. 
Triumph—’60 2-dr., $1,210. 
Volkswagen—’58 2-dr., $875. 


CALDWELL, N. J. 
Simca—’60 Aronde 4-dr., $680. 
Volkswagen—’60 sunroof 2-dr., $1,255. 
Wartburg—’60 Limousine, $510. 


CHICAGO 
Metropolitan—’59 2-dr., $605. 
Volkswagen—’60 sunroof, $1,325, $1,300. 

’59 2-dr., $1,160. 
’58 Karmann-Ghia, $905. 
’S7 2-dr., $650. 


DAYTONA BEACH, FLA, 
Metropolitan—’60 2-dr., $905. 
"58 2-dr., $485, 


DETROIT 
Simca—’59 4-dr., $400; Aronde 4-dr., $300. 
Volkswagen—’56 2-dr., $700. 
Volvo—’59 444 2-dr., $1,125. 


FLINT 
Volkswagen—’60 Deluxe sunroof 2-dr., $1,- 
365; sunroof 2-dr., $1,350, $1,215, 

’59 Karmann-Ghia 2-dr., $1,290, 


FONTANA, WIS. 
Triumph—’59 conv., $1,000. 
Vauxhall—’59 4-dr., $620. 


HUNTSVILLE, ALA, 
Volkswagen—’61, $1,565. 
60, $1,305. 


KANSAS CITY 
Renault—’59 Dauphine, $645. 
Volvo—’58 4-dr., $812. 


LOS ANGELES 
59 Minx conv., $725; 4-dr., 
$575; Deluxe 4-dr., $725, 
MG—’59 roadster, $985. 
’55 TF roadster, $730. 
Metropolitan—’59 2-dr., $650. 
Renault—’60 Dauphine 4-dr., $615. 
Triumph—’57 TR-3 roadster, $825. 
Volkswagen—’60 2-dr., $1,290; sunroof 2- 
r., $1,150. 
’59 2-dr., $1,085. 
’58 2-dr., $955. 
’57 Kombi, $650. 
’56 sunroof 2-dr., $620, 
Volvo—’60 2-dr., $1,330, 
758 2-dr., $680, 
°56 2-dr., $360. 


MANHEIM, PA. 
Borgward—’57 station wagon 2-dr., 
Ford (English)—’59 2-dr., $520; 

wagon, $360, 
Hillman—’58 conv., $370. 
MG—’58 roadster, $1,100. 
Metropolitan—’59 conv., $610. 
Renault—’60 4-dr., $1,500; Dauphine, $810. 
’58 Dauphine 4-dr., $415, 
Simca—’57 4-dr., $275. 
Vauxhall—’60 4-dr., $855. 
’59 4-dr., $510, 
Volkswagen—’61 Karmann-G hia, $1,895; 
2-dr., $1,575. 


$1,300. 


$500. 
station 


Governor Urges 
Use of Compacts 


TALLAHASSEE, Fla. — More 
than half of the Florida road de- 
partment’s fleet may be replaced 
with compacts over the next three 
years as part of Gov. Farris Bry- 
ant’s “economy” drive. Recently he 
called upon the purchasers of state 
“ to use compacts wherever pos- 
sible. 


The department has advised the 
governor that it could “cooperate” 
to the extent of replacing 375 of its 
511 cars with compacts, The report 
specified compacts must have a 
106-inch minimum wheelbase, 





’60 2-dr., $1,295, $1,240, $1,170, 

’59 2-dr., $1,250, $1,180, $1,030, $875, 
$800. 

’58 2-dr., $905 

"57 2-dr., $700. 


’56 Microbus, $750. 
Volvo—’57 2-dr., $735. 


NEWINGTON, CONN. 
Austin-Healey—’59 conv., $1,560. 
Ford (English)—’58 Prefect 4-dr., 
MG—’52 roadster, $405. 


WAREHOUSE POINT, CONN. 
Fiat—’59 1200 4-dr., $750. 
Hillman—’58 4-dr., $485. 
Renault—’57 Dauphine 4-dr., $295, $215. 
Sunbeam—’54 Alpine conv., $200. 
Triumph—’59 TR-10 station wagon, $385. 


COLUMBUS, O. 
DKW—’58 2-dr. hardtop, $375. 
Fiat—’59 1100 4-dr., $610. 
Simca—’59 Aronde 2-dr. 
Toyopet— 60 4-dr., $670. 
Volkswagen—’60 conv., 
275. 


Dealers Share 
In 389 Loans 
Approved by SBA 


WASHINGTON.—Loans totalling 
$19.5 million were approved for 
389 small business firms during 
last December by the Small Busi- 
ness Administration. The December 
approval compares with 306 total- 
ling $13.8 million in November and 
with 265 totalling $9.8 million 
approved during December, 1959. 

Sirmans Motor Co., Waycross, Ga., 
a dealership employing 16, had ap- 
proved a $60,000 participation loan. 
A dealership with five employes, 
Moats Auto Co. Glenns Ferry, 
Idaho, got SBA go-ahead for a 
$15,000 loan on a participating basis. 

Polk Bros. Ford Sales, Douglass, 
Kans., an employer of two, was 
granted a direct loan of $5,000. 
Herb’s Auto Sales & Service, Hills- 
boro, Kansas, had a $20,000 partic- 
ipation loan ‘approved. In Ottawa, 
Kansas, Robertson Motor Co., em- 
ploying nine, had approved a $20,000 
participation loan. 

SBA granted a direct loan of 
$35,000 to Southern Motor Co., Bas- 
trop, La—a dealership with 11 
workers. Zrust & Van Eyll, Inc., a 
dealership employing four in Young 
America, Minn., received a $10,000 
loan on a participation basis. 

Three Mississippi car dealerships 
had SBA loans approved: Laurel 
Equipment Co., Laurel, a_ direct 
loan for $40,000; Clark-Jepsen Co., 
Ine., Senatobia, a participation loan 
for $20,000; and Laird Motor Co., 
Tylertown, a direct loan for $6,500. 

Marcum Oldsmobile - Rambler, 
Pawnee, Okla., an employer of five, 
will receive $20,000 on a participa- 
tion basis. A dealership — Walt 
Whitman Auto Repair, Philadelphia 
—received a direct loan for $25,000. 
Market Street Garage, Inc, a 
dealership employing 15 in Chatta- 
nooga, Tenn., received a direct loan 
for $18,000. 

Watson Buick Co., Livingston, 
Tex., was given SBA approval for a 
$5,000 participation loan. Chopping 
Chevrolet, Inc., Riverton, Wyo., had 
approved a $60,000 loan on a par- 
ticipation basis. 


$125. 


hardtop, $900. 


$1,450; 2-dr., $1,- 
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NOW ... TWO NEW READERSHIP SURVEYS PROVE 











YOU SELL 2 BIG AUTOMOTIVE MARKETS 





MARKET NO. | 
CAR AND TRUCK 
DEALERS 


AUTOMOTIVE NEWS is the Number 1 publication in readership 
and preference among car and truck dealers! 





This and other facts that are important to your selling picture are pre- 
sented in a new readership survey, What Automotive Publications Do 
Car and Truck Dealers Read and Prefer? R. L. Polk reports state-by- 
state the readership and preference of all automotive publications. 


Whatever automotive product you manufacture or sell, the car and 
truck dealer is the man who is in constant touch with your ultimate 
customer . . . the man who is so highly influential in the sales of your 
products .. . the man you must reach. 


And AUTOMOTIVE NEWS is his publication! That’s why so many 
advertisers already depend on AUTOMOTIVE NEWS for complete 
coverage of the vital car and truck dealer market. They know that 
state by state, week after week, dealers rely on the Newspaper of the 
Industry. And that’s why you should look to AUTOMOTIVE NEWS 
for the kind of coverage that means greater sales for you . . . on the 
dealer level! 


THE MOST INFLUENTIAL PUBLICATION IN THE AUTOMOTIVE INDUSTRY 


REPRESENTATIVES: 


DETROIT: 
NEW YORK: Edward Kruspak, Howard E. Bradley, 51 E. 42nd St., Murray Hill 7-6871 
CHICAGO: J. Goldstein, Bill Gallagher, 360 N. Michigan Ave., State 2-6273 

SAN FRANCISCO: Jules E. Thompson, 681 Market St., Douglas 2-8547 

LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Hollywood 3-4111 





R. L. Webber, William R. Maas, Roy Holihan, 965 E. Jefferson, Woodward 3-9520 
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WITH JUST f AUTOMOTIVE PUBLICATION 


MARKET NO. 2 
AUTOMOTIVE 
MANUFACTURERS 


AUTOMOTIVE NEWS is the Number 1 publication in readership 
and preference among Automotive Manufacturers. 


This is the finding of a new independent readership survey, How To 
Reach The Men Who Have The Buying Power In America’s No. 1 
Industry . . . a survey that is available to you now . . . a survey that 
is truly must reading if you want to reach the men who make the 
buying decisions. 

This survey, conducted by R. L. Polk, determined readership and pref- 
erence among men in the following titles: Chairman of Board, Presi- 
dent, General Manager, Ass’t General Manager, Vice-President, V/P 
Engineering, V/P Sales, General Sales Manager, Ass’t General Sales 
Manager, Car/Truck Sales Manager, Chief Engineer, Engineering, 
Manufacturing, Styling Executives, Purchasing Director, Service Man- 
ager, Advertising, Sales Promotion, Mdse. Manager, Public Relations. 


AUTOMOTIVE NEWS means complete, across-the-board coverage of 
every key management position, from chairman of the board to top 
engineers to sales executives. 









el | 


per of the Industry = * 
bs : 





x The Newsp4 


) 





se 








AUTOMOTIVE NEWS, APRIL 3, 


Federal Reserve Reports Show .. . 





Business in Sideways Movement 


USINESS across the United 

States moved through the win- 

ter in an unusual sideways pattern, 

recent publications of the Federal 
Reserve Banks show. 


Some indicators pointed to a 
rather sharp contraction in busi- 
ness. The broad averages showed 
that the business pace is below con- 
ditions recorded at this time last 
year. However, there were a con- 
siderable number of indicators 
which showed that business gener- 
ally is strong and, perhaps, gaining 
a bit. 

With unemployment high and 
sales lagging in many lines, fig- 
ures on total business activity 
should show a decline. However, 

the Federal Reserve Board’s re- 
port on January bank debits 
showed that debits for the month 
topped the year-earlier total in 
every one of the 12 Federal Re- 
serve districts. 

Bank debits measure the amount 
of money changing hands by check, 
If total business activity declines, 
bank debits have to fall. 

Here is a roundup of what the 
Federal Reserve banks have been 
saying about business conditions at 
the district level. 

cd * * 


New England 


co Boston FRB reported some 
conflicting figures on business 
activity in New England. 

Manufacturing activity is off 7 
percentage points from the year- 
ago total, primary-metal produc- 
tion is down 19 points, textile out- 
put is off 9 points, production of 
shoes and leather is down 2 
points, and paper output is off 12 
points. 


Contracts for construction jobs 
are 16 percentage points above last 
year’s figure, production of elec- 
tricity is up 5 points and there has 
been no decline in the number of 
persons holding jobs. 

* * * 


New York 


Vek ees fluctuations in the 
district served by the New York 
FRB have differed from the nation- 
al averages, the bank observed. The 
district includes the state of New 
York plus some sections of New 
Jersey and Connecticut which are 
parts of the New York metropolitan 
area. 

The bank observed that, when 
business falls off, its district is 
not hit as hard as the nation as a 
whole. On the other hand, the 
district has below-average growth 
in periods of expansion. 

A number of factors have con- 
tributed to this condition. Some of 
the major factors include the fact 
that the district has a less-than- 
average concentration of firms 
which produce goods for industry, 





no one industry is dominant in the 
district and the district has a high 


proportion of white-collar jobs. 
* * ok 


Philadelphia 

i Philadelphia FRB examined 

the basic changes going on in 
the consumer market and observed 
that the fragmentation of the auto 
market is part of a general change 
in the total market for consumer 
goods. 

In the late 40s and most of the 
50s, most consumers wanted and 
bought about the same type of 
car—“big, chromy and expensive.” 
This was due to a host of factors, 
most notably a desire to fill a 
need for good, personal trans- 
portation created by the Great 
Depression and World War II. 
With these needs met, the mar- 
ket broke up into many markets 
for many types of transportation. 

The bank observed that this pat- 
tern has been repeated in many 

fields. The outlook: “The net result 
could well be that consumer spend- 
ing patterns will grow more diverse 
and overall demand will continue 


its restless churning.” 
* * ok 


Richmond 


HE Richmond FRB sees a 

bright future for fiber glass 
and the fiber glass industry in its 
district. 

Admittedly a growth industry, 
the bank sees diversified markets 
as one of the strong points in the 
future of the fiber-glass industry. 
The product’s uses range “from 

ries to refrigerators and 
from fishing rods to satellites.” 
The bank pointed out that two 
large plants which produce fiber 
glass textiles have just gone into 
operation in the district, one in 
Aiken, S. C., and the other at Shel- 
by, N. C. 


* * * 


Deep South 


— Deep South is no exception 
to the national rule when it 
comes to presenting conflicting 
economic indicators, reports from 
the Atlanta FRB show. 

Employment is on the weak 
side with nonfarm jobs down one 

percentage point in a year and 
jobs in manufacturing down three 
points. The index of factory pay- 
rolls has slipped by six points in 
that year’s time. 

On the other hand, construction 
contract awards have topped the 
year-earlier figure by 20 percentage 
points and department store sales 
show a gain of two points. 

* * of 


Cleveland 
7 slowdown in heavy industry, 
particularly the steel industry 
which is so important in its dis- 


9th CANADIAN 
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Chevrolet's Dealer Committee Meets— 


The annual meeting of Chevrolet's National Dealer Planning Committee gave mem- 
bers a chance to look over the winning cars of the Canadian International Rally at the 
General Motors building. Between business sessions, at which they acted as the elected 
representatives of the entire Chevrolet retail body, dealers posed with the first-place 
Corvair winner. From left are L. F. Tidwell, Big Springs, Tex.; Vernon R. Smith, York, 
Pa.; H. T. Fink, Miamisburg, O.; James K. Booher, Youngstown, O.; Tom Smith, Florence, 
Ala.; Robert Benjamin, Douglaston, N. Y.; Fred C. McKenna, McPherson, Kans.; K. E. 
Staley, Chevrolet general sales manager; H. B. Hatch, Los Altos, Calif.; R. L. Hall, 
Milwaukee; C. C. Brewer, Manhattan, Kans., and L. H. Averill, Chevrolet executive assist- 
ant general sales manager. 


trict, was reviewed by the Cleve- 
land FRB. 


The bank traced the slowdown, 
at least in part, to a reduction of 
inventories by businesses but said 
the reasons behind the reduction 
were not all known. 

The district’s number of nonfarm 
jobs fell by 9 percent while the na- 
tional total fell by 2 percent. The 
district includes the steel centers 
of Cleveland, Canton, Youngstown 


and Pittsburgh. 
* * * 


Chicago 

= Chicago FRB took a look 

at the growing mobile home in- 
dustry and noted that the character 
of the industry’s market is chang- 
ing. Two states in the Chicago dis- 
trict, Indiana and Michigan, plus 
California produce 60 percent of 
the nation’s mobile homes. 

The quality of the home, rather 
than the mere fact that it is on 
wheels, is the thing that interests 
the customer most today. 

The bank also noted that mobile 
homes are sold by a network of 
5,800 dealers, although many of the 
dealers handle only a few units a 


year. 
* * * 


Upper Midwest 


Ts close connection with farming 
and food processing has saved 
the Upper Midwest from feeling the 


Current 


The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1961, by Automotive News) 


BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
4-dr. 2-seat stat, wag., $2,681; deluxe 4-dr. 
2-seat stat. wag., $2,816; standard 4-dr. 
3-seat stat. wag., $2,762. 

LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 
stat. wag., $3,623; 4-dr. 3-seat stat. wag., 
$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 


hardtop, $3,447; conv., $3,620. Electra— 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 


Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 


CADILLAC—Series 62 —4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan de 
Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; 4-dr, hardtop (short deck), 
$5,498; Coupe de Ville 2-dr, hardtop, $5,- 


252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Serles 75— 
8-pass. sed., $9,533; limousine, $9,748. 


(Hydra-Matic, power steering, 
brakes standard on all models.) 
CHECKER — Superba — 4-dr. sed., $2, 
542.42; 4-dr. stat. wag., $2,650.02; 4-dr. 
stat. wag., $3,003.97. 
CHEVROLET—Corvair—Series 500—4-dr. 
sed., $1,974; coupe, $1,920; 4-dr. 2-seat 
stat. wag., $2,266. Series 700—4-dr. sed., 


power 


$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900— Sport coupe, 
$2,201; 4-dr. sed., $2,201. Greenbrier— 


Sport Wagon, $2,651. 

(The following prices are for six-cylin- 
der models, For V-8s, add $107.) Biscayne 
—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 
$2,554; 2-dr. hardtop, $2,489. Impala—4- 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2,597; 
conv., $2,847. Station Wagons—4-dr. 2-seat 
Brookwood, $2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, §$2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 

CHRYSLER—Newport—4-dr. sed., $2,- 
964; 4-dr, hardtop, $3,104; 2-dr, hardtop, 
$3,025; conv., $3,442; 4-dr, 2-seat stat. 
wag., $3,541; 4-dr, 3-seat stat, wag., $3,- 
622. Windsor — 4-dr. sed., $3,218; 4-dr. 
hardtop, $3,367; 2-dr. hardtop, $3,303. New 
Yorker—4-dr, sed., $4,123; 4-dr. hardtop, 
$4,261; 2-dr. hardtop, $4,175; conv., $4,- 
592; 4-dr. 2-seat stat, wag., $4,764; 4-dr. 
3-seat stat. wag., $4,871. 300-G—2-dr. 
hardtop, $5,411; conv., $5,841. (Torque- 
Flite, power steering, power brakes stand- 
ard on New Yorker and 300-G.) 

COMET—4-dr, sed., $2,053; 2-dr. sed., 
$1,998; 2-dr, 2-seat stat. wag., $2,310; 4- 
dr. 2-seat stat, wag., $2,353, 

DeSOTO—4-dr. hardtop, 
hardtop, $3,102. 


DODGE—Lancer—Series 170—4-dr. sed., 
$2,041; 2-dr. sed., $1,979; 4-dr. 2-seat stat. 


$3,167; 2-dr. 


wag., $2,354. 770 Series—4-dr. sed., $2,- 
137; 2-dr. sed., $2,075; 2-dr, hardtop, 
$2,164; 4-dr. 2-seat stat. wag., $2,449. 


Dart—(Prices are for six-cylfnder mod- 
els. For V-8s, add $119.) Seneca—4-dr. 
sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 
stat. wag., $2,695. Pioneer—4-dr. _ sed., 
$2,459; 2-dr. sed., $2,410; 2-dr. hardtop, 
$2,488; 4-dr, 2-seat stat. wag., $2,787; 
4-dr. 3-seat stat. wag., $2,892. Phoenix— 
4-dr. sed., $2,595; 4-dr. hardtop, $2,677; 
2-dr. hardtop, $2,618; conv. (V-8 std.), 
$2,988. 

Polara V-8 — 4-dr. $2,966; 


sed., 4-dr, 


1961 





Lander Exhibits Award— 


A permanent: exhibit for the Benjamin 
Franklin Quality Dealer Award won by 
John H. Lander (Dodge), above, has been 
set up in his showroom in Atlanta. The 
exhibit, located opposite the front door 
to the large display room, was designed 
by his son, John M. Lander. Concealed 
floodlights illuminate the official plaque 
and press notices. 


full effect of the current recession, 
the Minneapolis FRB reported. 


Taking Minnesota as an ex- 
ample, the bank noted that non- 
farm employment in the state 
went up by 1.1 percent at the 
same time that national nonfarm 
employment increased by 0.5 per- 
cent. 





national figures on income gains. 
While personal income was going 
up by 3.2 percent nationally, it 
gained 5.1 percent in Minnesota. 

* ES Ea 


St. Louis 


HE current recession has been 

less dramatic than the 1957-58 
and 1953-54 setbacks but, in some 
ways, this slowdown has been as 
bad as the two previous recessions, 
the St. Louis FRB noted. 

The bank said that industrial 
production had declined less and 
unemployment had increased less 
in this recession than they did in 
the two previous setbacks. 

However, the current recession 
may well be cutting as deep as the 
other two for one reason: The fall 
into this recession did not start 
from the high points of business 
activity that the two previous falls 
did. 


* * * 


Great Plains 


a Kansas City FRB has issued 
its annual review of the farm 
outlook for the crop-year ahead. 
The bank found the outlook 
generally favorable with one ex- 
ception—a prolonged drought has 
dimmed farm prospects in Wy- 
oming. The bank had these com- 
ments on two of the district’s 
most important farm products: 
Wheat prospects are excellent 
with moisture conditions good but 
income from wheat is expected to 
slip a bit. Meat production is ex- 
pected to expand, with prices slid- 


The state is also ahead of the! ing a little. 


Prices on U. 


hardtop, $3,110; 2-dr. hardtop, $3,032; 
conv., $3,252; 4-dr. 2-seat stat. wag., 
$3,294; 4-dr. 3-seat stat. wag., $3,409. 

FORD—Falcon—4-dr. sed., $1,974; 2-dr. 
sed., $1,912; 2-dr, 2-seat stat. wag., $2,- 
225; 4-dr. 2-seat stat, wag., $2,268, 

(The following prices are for six-cylinder 
models. For V-8s, add $116.) Fairlane— 
4-dr. sed., $2,315; 2-dr. sed., $2,261. Fair- 
lane 500—4-dr, sed., $2,430; 2-dr. sed., $2,- 
376. Galaxie—4-dr. sed., $2,590; 2-dr. sed., 
$2,536; 4-dr, hardtop, $2,662; 2-dr, hard- 
top, $2,597; starliner 2-dr, hardtop, §$2,- 
597; conv., $2,847, Station Wagons—2-dr. 
2-seat Ranch Wagon, $2,586; 4-dr, 2-seat 
Ranch Wagon, $2,656; 4-dr, 2-seat Country 
Sedan, $2,752; 4-dr, 2-seat Country Sedan, 
$2,856; 4-dr, 2-seat Country Squire, $2,- 
941; 4-dr, 3-seat Country Squire, $3,011. 

Thunderbird (V-8 std.)—2-dr. hardtop, 
$4,170; conv., $4,637. (Cruise-O-Matic 
transmission, power steering, power brakes 
standard on both models.) 


IMPERIAL—Custom—4-dr. hardtop, $5,- 
109; 2-dr. hardtop, $4,922.50. Crown—4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. hardtop, 
$6,426. (TorqueFlite, power steering, power 
brakes standard on all models.) 

LINCOLN CONTINENTAL—4-dr. _ sed., 
$6,067; 4-dr. conv., $6,713. (Automatic 
transmission, pewer steering, power brakes, 
radie, heater standard on both models.) 


MERCURY—(Meteor 600 and Meteor 800 
prices are for six-cylinder models, For 
V-8s, add $116.) Meteor 600—4-dr. sed., 
$2,471; 2-dr. sed., $2,417. Meteor 800 — 
4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr. 
hardtop, $2,721; 2-dr, hardtop, $2,656. 
Monterey V-8 — 4-dr. sed., $2,869; 4-dr. 
hardtop, $2,941; 2-dr, hardtop, $2,876; 
conv., $3,126. Station Wagons—Commuter 
Six 4-dr, 2-seat, $2,806; Commuter V-8 


4-dr. 2-seat, $2,922; Colony Park V-8 4-dr. 
2-seat, $3,118. 


OLDSMOBILE — F-85 — Standard 4-dr. 






Cap for Pistons— 


This aluminum piston is capped with a 
thin layer of stainless steel. The experi- 
mental ferrous cladding is one piston de- 
sign and material change Aluminum Co. 
of America has produced in its Cleveland 
laboratories in a continuing search for ‘a 
better way." Although the piston has not 
been engine-tested, it has been sectioned 
for study of the pressure bond, a process 
for which Alcoa holds basic patents. 


S. Cars 





sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard 4-dr. 2-seat stat, wag., $2,681; 
deluxe 4-dr. 2-seat stat. wag., $2,816; 
standard 4-dr. 3-seat stat. wag., $2,762; 


deluxe 4-dr. 3-seat stat. wagon, $2,897. 

Dynamic 88—4-dr. sed., $2,900; 2-dr. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 
hardtop, $3,402; 2-dr. hardtop, $3,325; 
conv., $3,592; Starfire conv., $4,647; 4-dr. 
2-seat stat. wagon., $3,665; 4-dr. 3-seat 
stat. wag., $3,773. Series 98—4-dr. sed., 
$3,887; 4-dr. hardtop (sloping roof), $4,021; 
4-dr. hardtop (flat roof), $4,159; 2-dr. hard- 
top, $4,083; conv., $4,362. (Hydra-Matic, 
power steering, power brakes standard on 
all Series 98 models and on Super 88 Star- 
fire conv.). 


PLYMOUTH — Valiant — V-100 — 4-dr. 
sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat 
stat. wag., $2,327. V-200—4-dr. sed., $2,- 
110; 2-dr. hardtop, $2,137; 4-dr. 2-seat 
stat. wag., $2,423. 

(The following prices are for six-cylinder 
models, For V-8s, add $119.) Savoy—4-dr. 
sed., $2,310; 2-dr. sed., $2,260. Belvedere— 
4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr. 
hardtop, $2,461. Fury—4-dr. sed., $2,575; 
4-dr. hardtop, $2,656; 2-dr. hardtop, §$2,- 
599. Station Wagons—-2-dr. 2-seat Deluxe, 
$2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. 
2-seat Custom, $2,761. Plymouth V-8— 
(On the following models, a V-8 engine 
is standard and a six-cylinder engine is 
not available). Fury V-8—Conv., $2,967. 
Station Wagon V-8—4-dr. 3-seat Custom, 


$2,990; 4-dr. 2-seat Sport, $3,024; 4-dr. 
3-seat Sport, $3,134. 
PONTIAC—Tempest—4-dr. sed., $2,167; 


4-dr. 2-seat stat. wag., $2,438. 


Catalina—4-dr. sed., $2,702; 2-dr. sed., 
$2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 
top, $2,766; conv., $3,078; 4-dr. 2-seat 
stat. wag., $3,099; 4-dr. 3-seat stat. wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 
dr. hardtop, $2,971. Star Chief—4-dr. sed., 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 
4-dr. hardtop, $3,331; 2-dr. hardtop, $3,- 
255; conv., $3,476; 4-dr. 2-seat stat. wag., 
$3,530. 

RAMBLER—American—Deluxe — 4-dr. 
sed., $1,894; 2-dr. sed., $1,845; 2-dr. 2-seat 
stat. wag., $2,080; 4-dr, 2-seat stat, wag., 
$2,129. Super—4-dr. sed., $1,979; 2-dr. 
sed., $1,930; 2-dr, 2-seat stat, wag., $2,- 
165; 4-dr. 2-seat stat. wag., $2,214. Cus- 
tom—4-dr, sed., $2,109; 2-dr. sed., $2,060; 
conv., $2,369; 2-dr, 2-seat stat, wag., 
$2,295; 4-dr. 2-seat stat, wag., $2,344. 

Classic—Deluxe Six—4-dr. sed., $2,098; 
4-dr, 2-seat stat. wag., $2,437. Super Six— 
4-dr, sed., $2,268; 4-dr, 2-seat stat, wag., 
$2,572; 5-dr, 3-seat stat. wag., $2,697. 
Custom Six—4-dr. sed., $2,413; 4-dr, 2- 
seat stat. wag., $2,717; 5-dr. 3-seat stat. 
wag., $2,842. Super V-8—4-dr. sed., $2,- 
397; 4-dr. 2-seat stat. wag., $2,701; 5-dr. 
3-seat stat. wag., $2,826. Custom V-38— 
4-dr. sed., $2,512; 4-dr, 2-seat stat. wag., 
$2,816; 5-dr, 3-seat stat, wag., $2,941, 

Ambassador—Super V-8—4-dr, sed., $2,- 
537; 4-dr. 2-seat stat. wag., $2,841; 5-dr. 
3-seat stat. wag., $2,966. Custom V-8— 
4-dr, sed., $2,682; 4-dr, 2-seat stat. wag., 
$2,986; 5-dr, 3-seat stat, wag., $3,111. 


STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
stat, wag., $2,290; 4-dr. 2-seat stat, wag., 
$2,370. Lark Regal Six—4-dr. sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr, 
2-seat stat. wag., $2,520. Lark Deluxe V-8 
—4-dr, sed., $2,140; 2-dr, sed., $2,070; 
2-dr, 2-seat stat, wag., $2,425; 4-dr. 2-seat 
stat. wag., $2,505. Lark Regal V-8—4-dr. 
sed., $2,290; 2-dr. hardtop, $2,378; conv., 
$2,689; 4-dr, 2-seat stat. wag., $2,655. 
Lark Cruiser V-8—4-dr. sed., $2,458. Hawk 
V-8—Sport coupe, $2,650, 

WILLYS—Jeep—2-dr. 2-seat stat. wag. 
(4 cyl.), $2,095; 2-dr. 2-seat stat. wag. 
(6-cyl.), $2,343.57. (Both are two-wheel- 
drive models.) 
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PORT-A-WALL 5~ 
TOPPER 


Buy them black 
and make them white 
with the new 

Port-A-Wall Topper. 


Bearfoot Airway Corporation 


Automotive Division ® Wadsworth, Ohio 


Benmatt license frames are 
willing workers — 
on the job 24 hours a day, 
year ‘round... 
selling your name to customers 
and prospects alike throughout 
your entire trading area. 
And you can't beat the value! 
Check Benmatt for details! 


FREE 


Send for 
illustrated 
literature! 


Ca Tee 


ORGANIZATION, INC. 


CL ih 


Phila, 45, 
Pennsylvania 


Los Angeles 23 
California 


TO KEEP gens 


Le > SHINE 
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Specially treated, highly absorbent 
cotton flannel, overedged. For quick 
cleaning of cars with the new syn- 
thetic finishes—all other car finishes, 
too. Fine for household use, In hand- 
some metal container. 


Sold with success by car dealers 
everywhere, 


Also in the complete Las-stik line of 
car care products: leather cleaner. « 
wash mitts © tar remover ¢ windshield 
washer solvent © white tire cleaner e 
bug cloth. 


LAS-STIK MFG. CO., HAMILTON, OHIO 
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Shop Workers Sought... 








Two Unions Team Up 
In Rochester Drive 


WO unions in Rochester, N, Y., 

have joined forces in an effort 
to organize employes of 43 auto 
dealers in Monroe County. 

The Retail Clerks Local 345 is 
seeking to recruit salesmen, while 
the United Auto Workers Local 
1097 is concentrating its efforts on 

enrollment of me- 


chanics, painters 
LABOR and other garage 
FRONT employes. 


To date, seven 

dealerships have 

been named in union petitions for 

National Labor Relations Board 

representation elections, and more 
are expected. 

Local 345 has claimed enough 
signatures to ask for elections at 
Senaca Motors (Plymouth); Brown 
Chevrolet; Loft Holtz Buick, Inc.; 
Park Chrysler-Imperial, Inc.; Ken 
Ralph Ford, Inc.; Bill Cooke, Inc. 
(Dodge), and Philanz Oldsmobile, 
Inc. 

Meanwhile, the State Board of 





Standards and Appeals held a 
hearing in Rochester on incor- 
poration of a proposed labor or- 
ganization to be known as the 
Monroe County Automobile 
Salesmen’s Assn. As yet, the 
board has not issued a decision 
on the hearing. 


An attorney, seeking the incor- 


12-12 Warranty 
Announced for 


Air Conditioners 


“DALLAS. — Twelve independent 
manufacturers of automotive air 
conditioners have extended the 
warranty of their units to 12,000 
miles or one year, according to 
D. A. Brown, executive director, 
Automotive Air Conditioning Assn. 

The manufacturers, who are as- 
sociation members, warrant to 
their own customers that they will 
discharge the following responsi- 
bilities: 

1. To replace or exchange to the 
original purchaser, any part or 
parts of the unit found to be de- 
fective in material or workman- 
ship. 

2. Any such defect must be found 
within 12 months, or 12,000 miles, 
whichever shall occur first, from 
the date of original installation. 





3. This warranty is effective at| 


any authorized dealer of the manu- 
facturer within the United States. 

4. This minimum warranty does 
not necessarily include the labor of 
parts replacement, of loss of refrig- 
erant, or normal maintenance. 

5. All association members agree 
to maintain a reserve of sufficient 
size to properly carry out this war- 
ranty. Any violations of this war- 
ranty should be reported to the 
Association’s Business Office at 
4924 Greenville Ave., Dallas 6, Tex. 





John Bean Buys 
Barrett Equipment 


LANSING.—Purchase of Barrett 
Equipment Co., St. Louis, by Food 
Machinery & Chemical Corp. was 
announced by Harry S. Barrett, 
owner and president of Barrett, and 
Tracy Carrigan, manager of FMC’s 
John Bean Eastern Division. 

The purchase price was not dis- 
closed. Barrett manufactures a 
complete line of brake service 
equipment. John Bean Division is a 
leading supplier of wheel aligning, 


equipment. Barrett will become an 
operating component of John Bean. 





Jones Closes Deal, 
Blames Bad Times 


DENVER.—Robert T. Jones has 
closed his Bob Jones’ Skyland Ford 
in downtown Denver, blaming 
economic conditions and a poor 
location. 

His Mercury dealership, Midway 
Motors, in suburban Lakewood, is 
still open. 


balancing and frame straightening} 


poration, stated that approximately 
100 salesmen are involved in the 
attempt to form the independent 
union. 

In Spokane, Hollenback Motors 
(Rambler) has filed charges with 
the NLRB, alleging that the pres- 
ent picketing of the dealership by 
members of the Spokane Automo- 
tive Trades Council is illegal. 

When negotiations on a new 
contract collapsed a few weeks ago, 
several employes filed a_ petition 
with the NLRB for an election to 
decertify the council. The old 
working agreement expired last 
May 1. 

The council filed unfair labor 
practice charges and started pick- 
eting the dealership, claiming that 
the firm has refused to bargain. 

The decertification election is 
being held up pending investiga- 
tion of the charges. 

* * 7 

Or THE factory front, the UAW 

renewed its request for a top- 
level meeting with the Ford Motor 
Co. to discuss the company’s over- 
seag production planning “and the 
very likely adverse effect on jobs 
in America” through importation. 

The request was made in a let- 
ter sent by Ken Bannon, director, 

UAW Ford department, to Ken- 

neth D, Cassidy, Ford industrial 

relations vice-president. The re- 
quest particularly concerned 

Ford’s Cardinal small-small car 

projeet in Cologne, West Ger- 
many. 

“We believe that Ford’s small- 
small cars will soon be rolling 
along America’s streets,” Bannon 
said. 

Bannon pointed out that “nearly 
seven months have passed since 
the UAW sought—and was refused 
—a meeting with top officials of 
Ford Motor on its plans for its 
smallest-yet series of automobiles.” 

These smaller cars, Bannon said, 
are certain to bite into the produc- 
tion and sales of American-made 
compacts and regular lines. 

* * ~*~ 

ANNON said that the “Ameri- 

can public generally, and your 
own employes particularly, have 
the right to know what Ford has 
in mind with its costly emphasis 
on small-small car production in 
Europe.” 

The UAW and General Motors 





Corp. have reached an agreement 
on an interpretation of the sup- 
plemental unemployment benefit 
plan which will provide extended 
benefits to eligible laid-off GM 
workers under the emergency 
unemployment compensation pro- 
gram signed by President Ken- 
nedy. 

Under the plan, expected to start 
April 17, laid-off GM workers who 
have exhausted their state unem- 
ployment benefits and SUB benefits 
may receive additional SUB credits 
which will be available for purposes 
of obtaining extended SUB checks. 

The UAW hopes to get similar 
commitments from Ford Motor and 
Chrysler Corp. 

In Austin, State Attorney Gen- 
eral Will Wilson hag ruled that 
labor contracts having “agency 
shop” clauses are illegal. 

Under agency shop clauses, non- 
union workers are required to pay 
a fee to the union equalling the 
initiation fee and union dues if 
they work in the shop. Wilson said 
many firms in Texas have such 


clauses. 
* cm ok 


Firm Underpaid Workers, 


Government Charges 


OGDEN, Utah.—Stocks Lincoln- 
Mercury, Inc., has been charged by 
the federal government with al- 
leged underpayments of $4,690.62 to 
employes who worked overtime and 
who should have received “time 
and a half” compensation. 

As the result of a $110,000 federal 
contract awarded Stocks in 1958, 
the government said the auto firm 
owes the sum to these employes. 
Because of the alleged underpay- 
ments, the firm is liable to the 





United States, the complaint said. 
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Automotive News Classified Want Ads 
CLASSIFIED RATES: GENERAL CLASSIFICATIONS: 


Help Wanted 
Position Wanted 
Dealerships Available 


22c per word for each in- 
sertion. Minimum 15 words. 
Position Wanted llc per 
word. Add $1 per insertion 
for use of box number. 
Contract rates available on 
request, 


DISPLAY RATES: 


$12.30 per column inch for 
each insertion. Minimum 
one inch — maximum ten 
inches, Contract rates avail- 
able en reqvest. 


Antomotiue News 


Detroit 7, Michigan 


Car Recovery 

Cars For Sale 

Cars Wanted 

Trucks For Sale 

Trucks Wanted 

Shop Equipment For Sale 
Shop Equipment Wanted 
Accessories For Sale 


Dealerships Wanted 
Manufacturers’ Rep. 
Dealer Services 

New Lines Wanted 
Business Opportunities 
Parts For Sale 

Parts Wanted 

Antique Cars 


Accessories Wanted 
Miscellaneous 


965 E. Jefferson « WOodward 3-9520 e 












ALL-NEW QUICK-COOLING 


ARTIC-KAR 


ENGINEERED FOR 


sey 


This sensational ARTIC-KAR 
“COMPACT” for FALCONS — 
though only 6-inches high and=> 
10%-inches wide to conserve leg 
room — provides instant cooling, 
maintaining selected in-car temper- 
atures on hottest days, whether in 
slow city traffic or on the highway. 
Proved through 12 full months of 
pre-testing! 
PLUS SPECIAL 
AIR CONDITIONERS FOR 


ECONOLINE 


Vans and Buses 
AND OTHER FORD TRUCKS 


This ARTIC-KAR COMPACT’s 
exclusive condenser-package facili- ‘ 
tates installing in ECONOLINE 

vans, buses, etc. even quicker than : 
in passenger cars. For extra cool- g 3 
ing (with heavier passenger loads ve 
or when hauling perishables) a 
second evaporator operating off 
Same compressor and condenser 
system is installed in rear of 
vehicles. 


UCC eee bet. 
Ome emma i me elie 
elem Mele eas] c) 


DISTRIBUTORSHIPS 
AVAILABLE! 


ARTIC-KAR Air Conditioning 
(NOW IN ITS 12TH YEAR) 
Assures FASTER SALES 

and TOP PROFITS! 




























DEALERS AGREE THAT 
PROFITS MUST COME 
FROM ACCESSORIES! 


An ARTIC-KAR air conditioner rer 
substantial extra revenue to ease 
squeeze. 


































This NORTHSTAR dash unit for deluxe and 
standard passenger cars and station wagons 
has foolproof, free-turning ball-type louvers 
for directing airflow. Artic-Kar also offers the 
HUSKY trunk unit for chauffeured autos. ‘Vy 





& Send details to 
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* WRITE TODAY... for dealership 
details, descriptive literature, and profit 
Opportunities with ARTIC-KAR — Amer- 
ica’s complete line of auto air conditioners. 
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Moore Outlines Program . . . 





fowa Dealers Support} 


NADA’s Task Force 


By Fred Lazell 
Staff Correspondent 

DES MOINES. — Individual ex- 
pressions of strong support for Na- 
tional Automobile Dealer Assn.’s 
dealer hearings in 25 cities, coupled 
with formal resolutions expressing 
the association’s position on pend- 
ing federal and state legislation, 
highlighted the Iowa Automobile 
Dealers Assn, annual convention 
here. 

Iowa dealers heard James C. 
Moore, NADA executive vice- 
president, outline the background 
for and purposes of the task- 
force meetings, which start April 
17, and make some strong predic- 
tions concerning upcoming fed- 
eral, state and private moves to 
strengthen the franchised deal- 
er’s position. 

Explaining some of the reasons 
for NADA’s decision “to do some- 
thing definite and concrete about 

the present financial plight of thou- 
sands of franchised dealerships,” 
Moore pointed out that average 
dealer profits dropped from 6.3 per- 
cent in 1950 to about one-half of 
1 percent in 1960. 

“It takes no financial wizard to 
realize something is wrong when 
the return to such a large segment 
of the national economy drops off 
like that on substantially the same 
volume of business,” Moore said. 

“It is obvious,” Moore said, “that 
the franchised dealer just has not 
been getting his fair share of the 
industry’s profits and that for the 
good of all, manufacturers, dealers 
and public, something is going to 
have to be done about it.” 

Moore pointed out that after’ 
facts gleaned in the NADA “fact- 
finding hearings” have been care- 
fully tabulated and appraised, a 
report will be presented to the 
manufacturers. 

“If the net result is a failure to 
obtain satisfactory cooperation 
from the manufacturers, the deal- 
ers, acting through NADA, will 
seek help and cooperation else- 
where,” Moore said. 

Moore quickly added that he did 
not wish to imply that NADA di- 
rectors are going to run to Con- 
gress seeking “a bunch of federal 
regulations on manufacturer-dealer 
relationships.” 

“Let’s not be hasty and get in- 
volved in a maze of government 
regulation and red tape,” Moore 
said. 

“It is possible to see in the com- 
parative near future, however, that 


$250,000 Chevy Blaze 


PHILIP, S. D.—The Chevrolet 
dealership here was destroyed by 
fire with damage estimated at 
$250,000. The fire started around 
welding equipment in the repair 
garage. Four new cars and six used 





























auto manufacturers and dealers 


the last few years,” he said. 


Moore told the dealers that 
“while in many respects the Fed- 
eral Trade Commission burns me 
up, we may as well consider it 
a safe bet that the commission 
soon will use some of its law en- 
forcement powers in a strong 
program to clean up and weed 
out some of the obnoxious adver- 
tising that has been going on 
lately in the automotive field.” 


Some of Moore’s points were 
echoed in convention resolutions, 
one of which called for creation of 
an association committee “to inves- 
tigate car and truck advertising 
practices in Iowa and make recom- 
mendations regarding such prac- 
tices.” 

The resolution also urged “re- 
adoption by this association of 
recommended standards of prac- 
tice of advertising and selling auto- 
mobiles proposed by a joint com- 
mittee of the American Better Bus- 
iness Bureaus and the NADA.” 


Other resolutions urged NADA 
to oppose any increase in federal 
excise taxes on motor vehicles, 
parts, accessories, tires and tubes; 
condemned sales of new cars 
through discount houses, and urged 
NADA and the manufacturers to 
take immediate steps to prevent 
such sales. 

Senator Barry Goldwater, Ari- 
zona Republican, featured speak- 
er at a convention luncheon, told 
the auto dealers that the nation’s 
economic outlook is not as rosy 
as painted by former President 
Dwight D. Eisenhower, nor as 
drab as President Kennedy con- 
tends. 

Goldwater said unemployment, 
particularly in the automobile in- 
dustry, is one of the nation’s big- 
gest problems and urged increasing 
the world market for the nation’s 
products as a means of helping 
solve the problem. 

Another speaker, Paul McClure, 
of Johnny Wood’s Auto Auction, 
Kansas City, said, “The whole 
heart of a new-car dealership is the 
ability and enthusiasm of the man- 
ager of the used-car department. 

“The owner, the new-car sales 
manager and the used-car sales 
manager must be honest, fair and 
reasonable in their relationships 
and dealings with each other,” Mc- 
Clure said. 

“Repeat business for the new-car 
dealership is obtained by a fair, 
honest, reasonable and efficient 
used-car department manager who 
knows how to aid the whole dealer- 
ship and at the same time make a 
reasonable profit for his depart- 


may go to Congress in an effort to 
work out an equitable solution of 
some of the pressing problems of 
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Dealer Launches Public Relations Program— 


A unique program entitled, You and Your Car, has been worked out for Matt Slap 
Chevrolet, Philadelphia, for presentation to adult clubs as a “courtesy of Matt Slap." 
The program features three basic parts: Tricks of Driving, which deals with how 
to get maximum life out of tires and motors as well as the best gas mileage; What 
Makes Your Car Tick, a discussion of basic auto parts and their functions, and Tips 
for Emergencies, things that even a woman can check out if stalled, some rules 
for tire changing and advice on the best way to leave a car which must wait for 
road service. Pete Boyle, above, Philadelphia television personality and cartoonist, 








cars were destroyed in the fire. ment,” McClure added. 





Ford Ad Committee Meets— 


New officers of the Atlanta District's Ford Dealers Advertising Assn. met with retiring 
officials at Point Clear, Ala., for the group's annual committee meeting. Those attend- 
ing were, front row, from left, J. N. Thomas sr., Gadsden, Ala., retiring association 
president; W. C. Vaughan, Roswell, Ga., 1961 member-at-large; G. H. Malone, Dothan, 
Ala., FDAA president for 1961; J. R. Israel jr., Birmingham, Ala., secretary-treasurer. 
Back row: Fred Yando, Ford Southeastern regional sales manager; E. H. Chamberlain, 
J. Walter Thompson Co. representative; Phil A. Boykin, Hapeville, Ga., retiring member- 
at-large; B. H. Brown, Chattanooga, Tenn., retiring secretary-treasurer, and James M. 
Moore jr., Atlanta Ford district sales manager. Absent was C. M. Daniel, Atlanta FDAA 
vice-president. The FDAA committee represents approximately 200 Ford dealers through- 
out Georgia and Alabama and parts of Tennessee and North Carolina. 





has been delivering the program for the dealership. 





Strengthen Financial Ties, 
Alabama Dealers Urged 


(Continued from Page 3) 


nance reserves must be supple- 
mental, not depended upon as the 
primary source of profit.” 

Other convention speakers in- 
cluded Warren A. King, automotive 
merchandising manager, Life mag- 
azine; Jack Diffin, Jack Diffin As- 
sociates, Buffalo, and Vince Baker, 
automobile dealership sales man- 
ager, Pueblo, Colo. 

Association directors elected in- 
clude John Denton, Florence; H. J. 
Littrell, Athens; W. D. Ray, Hunts- 
ville; H. E. Ray, Haleyville; Roy 
Drinkard, Cullman; Olin C, Hearn, 
Albertville; V. C. Adams jr., Annis- 
ton; Ed Mollison, Birmingham, and 
Robert T. Leigh, Tuscaloosa. 

Roy Barnett, Marion; H. W. 


Dennis Retires 


From Pontiac 


PONTIAC, — Retirement of 
George D. Dennis, executive assist- 
ant to the general Manager in 
charge of dealer relations at Pon- 
tiac, has been announced by S. E. 
Knudsen, general manager. 


Dennis, who assumed his present 
duties in March, 1959, retired 
March 31 under provisions of the 
GM Retirement Plan, 

Dennis joined the Pontiac field 
sales organization in 1934 following 
seven years with Chevrolet. During 
the next nine years he held various 
positions of responsibility in Pon- 
tiac’s Indianapolis, Kansas City, 
Milwaukee, Chicago and Minnea- 
polis zones. 

In 1943 he was named district 
manager in Minneapolis and was 


promoted to zone manager in 1947.|_ 
Dennis was transferred to manage|_ 
the Milwaukee zone in 1949 and in|> 


1954 was appointed zone manager 
in San Francisco, the position he 
held before joining the home office 
in 1959. 


Chrysler Aide Heads 


Shop Schooling Panel 


DETROIT. William Landon, 
manager of service planning and 
appraisal, Chrysler Corp., has been 
named industry co-chairman of the 
Automotive Industry-Vocational 
Education Conference. He succeeds 
E, C. Henricks, product education 
and training manager, General 
Motors. 

The Conference is composed of 
service representatives from the 
automotive industry and leading 


vocational educators, Supported |! 


and coordinated by the Automobile 
Manufacturers Assn., the Confer- 
ence works with educators on a 
continuing program of improved 
automotive service training in sec- 
ondary schools. 


Pearce jr., Jackson; T. M. Smith- 
weck, Mobile; R. R. Long, At- 
more; J. L. Rouse sr., Montgom- 
ery; Thomas W. Cooley, Talla- 
dega; J. B. Dunn, Roanoke; John 
Baker, Eufaula; Judson Colley, 
Troy, and A. ©. Freeman, Do- 
tha. 

W. S. Edwards jr., Birmingham, 
was named Alabama’s NADA di- 
rector. 


AMC’s Lamy Retires; 
Dealers Host Party 


PHILADELPHIA.—Joseph E. 
Lamy, Philadelphia zone manager 
of American Motors, for the past 
nine years and a 36-year veteran 
of the auto indus- 
try, was honored 
at a retirement 
dinner party here. 
The zone’s Ram- 
bler dealers host- 
ed the party, at- 
tended by Roy 
Abernethy, execu- 
tive vice-presi- 
dent; A. E. Tracy, 
assistant sales 
manager - East; 
John H. McGuck- 4%°seph E. Lamy 
in, merchandising manager, and 
T. A. Coupe, Eastern region man- 
ager. 





Compact Battle 
Just Beginning, 


Romney Asserts 


PALM SPRINGS, Calif.— The 
real battle of the compact cars has 
just begun, American Motors Presi- 
dent George Romney warned here 
last week. 

Speaking before the National 
Business Publications dinner, Rom- 
ney said, “So far, there have been 
only skirmishes in the economy 
compact area. We are standing face 
to face with an historic change in 
the automobile business. We are 


| seeing the dissolution of the old 


order and the rise of a new one.” 

Romney said that the Rambler 
Classic “in 1962 will have eight 
General Motors, Ford and Chrysler 
satellites within eight or nine 
inches of it (191 inches long) in 
either direction, with a new Chev- 
rolet entry right on its nose, and a 
Buick, Olds, Pontiac and Dodge 
within an inch and a half.” 

Romney mentioned a new 190- 
inch Chevrolet and 197-inch Ford 
for 1962. 

He predicted that luxury com- 
pacts will dominate the market 
area once taken by “medium- 
priced” cars and that economy 
compacts “will become the axis 
around which most of the small- 
car experiments and interest will 
swing.” 

The “central target area,” he said, 
will be cars the size of the Rambler 
Classic—about 16 feet in overall 
length. 

“What is that old faithful B-O-P 
now?” he asked, “a compact or the 
once-trusty success symbol? And 
how about the mainstream car he 
always bought? Which one is it, 
who makes it and what dealer does 
he buy it from? And if it was really 
so good, how come the manufactur- 
ers themselves seem to be desert- 
ing it?” 


NADA Reviews 
Legislative Setup; 
Tax Group Named 


WASHINGTON. — The Govern- 
mental Relations Committee of the 
National Automobile Dealers Assn. 
reviewed its 1961 legislative pro- 
gram at a meeting here. Wage-hour 
legislation was the chief topic on 
the agenda. 

Committee members are: Ed 
Kossman, Cleveland, Miss., chair- 
man; Clarence J. McCorkle, Chi- 
cago, vice-chairman; Arthur E. 
Summerfield jr., Flint; Leon E. 
Titus, Tacoma, Wash., and Joe 
Marsh, Denver. 

Also, D. J. Kelly, Grand Forks, 
N. D.; H. Mead Norton, Oklahoma 
City; William J. Cleveland, Crow- 
ley, La.; James R. Johnson, Hart- 
ford, and Arthur H. Kenny, Vallejo, 


An engraved perpetual motion| Calif. 


clock and a silver serving tray en- 


The membership of a special sub- 








graved with the names of 104] committee on automotive taxation 
American Motors executives were| was announced. McCorkle is chair- 
presented to Lamy. In addition, the} man of the group, assisted by Kelly 
dealers presented him with a port-|and Johnson. The subcommittee 
able TV set. will meet here Thursday (April 6). 





Veteran Dealer Honored— 


Marking 25 years as a Chevrolet dealer, a plaque is presented to William J. lerg, 
left, president, Brooklyn Chevrolet Co., Van Wert, O., by Kenneth H. Eckles, right, 
Chevrolet Cleveland zone manager, and A. L. Mercer jr., city manager. lerg has sold 
20,849 new cars and trucks and 33,654 used cars and trucks as a Chevrolet dealer. 
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Are ‘‘do-it-yourself”’ sales to blame for price cutting? 
What’s behind the ‘‘do-it-yourself”’ trend?...Can an 
anti-freeze manufacturer prevent price cutting?... 
How can dealers protect their profits?...What is the 
biggest anti-freeze brand doing for the dealer? 


The makers of “PRESTONE” brand Anti-Freeze want to 
give you some answers to these questions. 

All talk about pricing must start with this fact — there 
has been a revolutionary change in motorists’ buying 
habits since 1950! In 1950, only 5% of the motorists 
installed their own anti-freeze. Today, that figure seems 
to be leveling off somewhere under 50%. Yet never has 
“PRESTONE” brand (or any other major brand) adver- 
tised to encourage ‘‘do-it-yourself”’ sales. In fact, 
“PRESTONE” brand has spent hundreds of thousands of 
dollars over the years to advertise the importance of 
the Service that goes with installation by the dealer. 


Why do so many motorists install 
their own anti-freeze? 


Today, “do-it-yourself” is almost a way of life in the 
U. S. A. And many motorists have the idea that “dump- 
ing in” anti-freeze is all it takes to winterize a car in 
spite of our powerful advertising to the contrary. Often, 
it’s the service dealer who’s responsible for this — the 
dealer who fails to give proper service — especially after 
freezing weather hits and installations are “rush” jobs. 
Incidentally, it’s most important that a dealer giving 
proper service let his customers know about this service. 

At first, over-the-counter marketers sold only private 
brands. But, in time, they began to feature those that 
are well-known and highly advertised. And, since 
“PRESTONE” brand is the best-selling anti-freeze, these 
marketers go out of their way to feature it and to adver- 
tise it. 

Why is there price cutting in some areas? 
Many highly competitive over-the-counter retailers 
shave their profits to get larger volume. Others will 
even lose money on well-known brands to draw cus- 
tomers into their stores. 


Can “Prestone”" brand stop price cutting? 


“PRESTONE’” brand has obtained hundreds of injunctions 
against cut-rate retail organizations prohibiting them 


UNION 
CARBIDE 


from selling below minimum retail prices established 
under fair trade laws. But this is only possible in states 
having effective fair trade laws. In other states, a 
manufacturer is prohibited by law from establishing 
minimum retail prices. 


How can service dealers recover 
their anti-freeze profits ? 


Sell Service, and sell it Early! The more you push ser- 
vice, the less competition you'll find from the retailers 
who do not provide service. The more service you Sell, 
the more profits you’ll make on related items such as 
thermostats, hoses and pressure caps, etc. 


What will “Prestone" brand do to 
support service dealers? 


“PRESTONE” brand will continue to sell the need for 
proper servicing. You'll see powerful advertising, includ- 
ing Nation-Wide TV Commercials, featuring you, the 
dealer who provides service. “PRESTONE” brand spends 
a tremendous amount of money for this kind of dealer- 
support! 

Let's talk about service! 


You don’t have to cut prices to sell anti-freeze! Thou- 
sands and thousands of dealers have improved their anti- 
freeze business without cutting prices. They did it by 
selling service. : 

First, tell your customers of the vital winter servicing 
their cars really need. Then, explain the danger of merely 
“freshening up” anti-freeze. Never fail to point out the 
troubles that can be caused by poor winterizing. 

Remind your customers that proper draining of the 
cooling system is important...and that you have the 
equipment to do it properly. 

Start early... but be sure to make it easy for cus- 
tomers by giving them the brand they ask for. You can 
and will lose sales by fighting your customers’ prefer- 
ences .. . and this is something the over-the-counter 
marketers never do. You can win back the discount 
shopper and the “do-it-yourself” motorist because you— 
the service dealer—are not only in a position to attach the 
famous “PRESTONE” brand Green Tag...but you can also 
give your customer the Service the Green Tag calls for. 


“Prestone” and “Union Carbide” are registered trade-marks for products of 


UNION CARBIDE CONSUMER PRODUCTS COMPANY : Division of Union Carbide Corporation - 270 Park Avenue, New York 17, N. Y. 
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April Slated for 440,000 Cars... 


Output Hiked 20% This Quarter 


(Continued from Page 1) 
ean War year of 1952, when only 
992,403 units were assembled. 

One of the few bright spots of 
the first quarter came last week 
as the industry surged to its sec- 
ond highest weekly output of the 
year. 

Despite the loss of work on 
Good Friday and the shutdown of 
six plants for the entire week, the 
industry built an estimated 102,950 
cars last week for its, highest total 


Car, Truck Output Estimates 


By Automotive News 


_ PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 








Week Week Jan. 1 Jan. 1 

Ended Same Ended _ Total To To 

Aprill, Week, March 25, Output, April2, April 1, 

1961 1960* 1961* March 1 1961 
OHRYSLER CORP.** .. 13,400 23,798 15,610 46,959 324,012 121,170 
Chrysler Division ...... 1,800 1,810 2,530 8,952 38,604 24,625 
Chrysler. ................... 1,800 1,488 2,205 8,303 27,668 22,526 
IE is chcthsiavenevins sésirsiace 322 325 649 5,941 2,099 
Dodge Division .......... 4,600 9,613 5,372 15,345 113,229 35,950 
Dart-Polara 9,613 4,031 11,637 113,229 27,610 
NEY i Svcivibcisatesissiocess? AGRE! | adbsoasis 1,341 | avesbieaee 8,340 
Plymouth Division 12,221 7,708 5662 164,443 60,595 
Plymouth. ................. 5,057 4,714 18,829 91,622 37,075 
VETIAEE | oo.cessscesssrveceres 7,164 2,994 8,833 72,811 23,520 
FORD MOTOR 42,119 11,079 106,702 549,599 332,433 
Ford Division 34,133 9,568 86,501 467,076 274,846 
BIE Sisciserscncevesecveoees 11,216 4,298 34,228 129,605 95,787 
Ford (Std.) 20,849 5,270 46,719 314,338 158,210 
Thunderbird . 1,930 re 5 23,138 20,849 
L-M Division ... 7,040 71,986 1,511 20,201 82,523 57,587 
RI Ne cicsesibeconesessvesss 4,490 3,682 1,285 12,378 19,023 28,775 
BATIOGER oo. cscsescsserecorsese 485 Oe 1,648 7,610 7,922 
UMN: caStedoeuiznsivceere 2,065 8,899 226 6,175 55,890 20,890 
GENERAL MOTORS .. 50,604 68,309 53,389 221,086 992,983 649,141 
Buick Division ............ 5,602 5,230 5,527 19,936 90,701 61,301 
Buick (Std.) ............ 3,916 5,230 3,860 13,992 90,701 438,960 
Special  .............0 1,686 _.......... 1,667 PM. Saatigaan 17,341 
SII asnsayeas¥sacesnovieanes 3,360 8,391 3,390 15,480 50,776 438,219 
Chevrolet Division .... 27,300 40,797 29,395 182,415 604,521 378,864 
CORVAIE .......cccsescseeees 5,500 5,007 6,982 29,617 95,276 84,098 
Chevrolet (Std.) .... 21,800 35,790 22,413 102,798 509,245 294,766 
Oldsmobile Division .. 6,592 1,772 7,209 25,442 117,481 78,425 
sd careictseastieaertiete TL apcinaits 1,457 ME. > saieoeipes? 17,721 
Oldsmobile (Std.) 5,811 1,772 5,752 ,355 117,431 60,704 
Pontiac Division ........ 7,150 11,119 7,868 27,818 129,504 87,332 
Pontiac (Std.) ........ 5,250 11,119 5,406 19,091 129,504 57,885 
Tempest .....ccccssccsseee 2,500 we 2,462 ETE: . = -berveasiss 29,447 
RAMBLER ............:.:cc00000 6,800 10,961 6,486 29,261 186,387 73,451 
STUDEBAKER .............. 1,256 2,643 1,244 4,871 35,1938 13,228 
Iekbbenageeseionese 1 202 126 515 1,797 1,331 
Total Cars, U. S.** ....102,956 148,032 87,934 409,454 2,039,921 1,190,754 


* for 1960 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 








dan. 1 Jan. 1 
Total To To 
Output, April2, Aprill, 
1960* 1961 
28,614 137,945 78,079 
171 822 399 
283 1,102 579 
6,148 238,196 15,365 
28,769 105,774 81,348 
6,270 32,889 17,110 
18,033 37,669 33,962 
904 8,709 2,490 
943 2,971 1,909 
1,595 5,036 4,286 
10,465 33,728 26,691 
411 1,233 1,127 
Total Trucks, U. S. .... 21,589 29,024 21,538 97,606 386,074 263,345 
Total Cars, Trucks, 
MIAME, Tesikcoteatibictvcosececans 124,589 177,056 109,472 507,060 2,425,995 1,454,099 
CANADIAN PRODUCTION—CARS 
Week Week dan, 1 Jan. 1 
Ended Same Ended Total To To 
April 1, Week, March 25, Output, April2, Aprili, 
1961 1960* 1961* March 1960* 1961 
CHRYSLER CORP. ..... 800 595 1,010 4,346 15,358 10,418 
FORD MOTOR ............... 1,662 2,839 2,089 8,742 28,647 25,948 
GENERAL MOTORS .. 3,050 4,251 3,808 15,634 57,872 46,588 
RAMBLER ..................:006 Bee. © Sieve 170 1,236 
STUDEBAKER _........ eee 120 . 160 416 1,377 1,328 
Total Cars, Canada.... 5,647 7,805 74,237 29,826 103,254 85,518 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Aprij 1, Week, March 25, Output, April2, April 1, 
1961 1960* 1961* March 1960* 1 
CHRYSLER CORP. ..... 130 V7 155 686 2,070 1,944 
FORD MOTOR .............. 300 672 496 1,735 5,364 4,994 
GENERAL MOTORS .. 530 909 664 2,769 12,288 7,580 
INTERNATIONAL ...... 212 256 254 1,071 3,539 2,965 
Total Trucks,Canada 1,172 1,914 1,569 6,261 23,261 17,483 
Total Cars, Trucks, 
CMMBER  onnnscccsceccsscsocess 6,819 9,719 8,806 36,087 126,515 103,001 
Grand Total, 


Cars and Trucks, 











since the week ended Jan. 14, when 
110,828 units were assembled. 

Last week’s car output was well 
ahead of the 87,934 units turned 
out a week earlier, but it wags far 
below the 148,032 cars built during 
the week ended April 2, 1960, 


Despite the late-month upsurge, 
first-quarter car output in the U. S. 
fell 40.6 percent below the corres- 
ponding period of 1960, when the 
industry turned put, 2,008,968 cars 





























U. S. and Canada....131,358 186,775 118,278 543,147 2,552,510 1,557,100 


® sed. 










to record its second highest first- 
quarter total. The alltime high for 
first-quarter car assemblies was 
feet when 2,129,018 units were 
uilt. 


Output during the first quarter 
of this year also wags 25.9 percent 
below the average 1,606,074 cars 
built during the January-March 


periods of every year since 1951. 
* aa * 


On A corporate basis, Chrysler 
Corp. hit its lowest level since 
the first quarter of 1950; General 
Motors had its poorest first three 
months since 1952; Ford Motor Co. 
sank to its lowest level since 1953; 
American Motors and Studebaker- 
Packard Corp. were at their 1958 
levels, and Checker Motors declin- 
ed to its lowest level since 1959. 


On a percent-of-industry basis, 
GM, Ford and Checker were the 
only makers to show gains over 
1960. GM was up 5.76 points; 
Ford, 1.02 points, and Checker, 
0.02 points. Off from a year ago 
were Chrysler, 5.72 points; S-P, 
0.62 points, and AMC, 0.46 points, 


From a numerical standpoint, 
Chrysler’s output was off 62 per- 
cent from the first quarter of 1960; 
S-P declined 61.8 percent; AMC fell 
44.6 percent; Ford Motor dropped 
38.3 percent; GM fell 33.6 percent, 
and Checker skidded 24.3 percent. 

Only individual makers to show 
numerical output gains over the 
first three months of last year were 
Comet, up from 17,534 to 28,775 as- 
semblies, and Lincoln, up from 
7,534 to 7,922, 

Individual makes showing per- 
cent-of-industry gains over a year 
ago were Corvair, up 2.38 points; 
Falcon, 1.75 points; Comet, 1.55; 
Cadillac, 1.13; Thunderbird, 0.62; 
Chrysler, 0.52; Lincoln, 0.29, and 
Checker, 0.02 points. 

* * 


OFF from a year ago were Dodge 
Dart, 2.85 points; standard 
Ford, 2.19; Valiant, 1.59; standard 
Pontiac, 1.52; Plymouth, 1.36; Mer- 
cury, 1.00; standard Buick, 0.76; 
standard Oldsmobile, 0.67; DeSoto, 
which went out of production in 
December, 0.64; Studebaker, 0,62; 
Rambler, 0.46; Dodge Polara, 0.40; 
standard Chevrolet, 0.22, and Impe- 
rial, 0.11. 

On a price-group basis, the 


1961 . 











Big Truck Firms List 


47.4-Pct. Drop in Profit 


WASHINGTON. — Net income 
of the nation’s major inter-city 
trucking firms fell by 47.4 per- 
cent last year, although gross 
revenues rose slightly, the Amer- 
ican Trucking Assns, reported. 

The ATA’s Research Depart- 
ment, working from reports filed 
by 2,666 trucking companies 
which earn more than $200,000 a 
year, found that last year the 
gross revenues amounted to $5,- 
796 million. That was 3.3 percent 
more than the same firms grossed 
in 1959. 





biggest decline was made by the 
mediums, though the low-price 

standard group was not far be- 
hind. 

The mediums turned out 229,367 
cars for 19.3 percent of total] indus- 
try output, but showed a 50.4 per- 
cent drop from the first three 
months of 1960, when they built 
462,764 cars for 23.1 percent of 
total industry output. 

The low-price standards declined 
48.4 percent from 1,001,277 assem- 
blies in 1960 to 516,439 through 
March of this year, and the high- 
est-priced class declined 16.1 per- 


To Raise April 


DETROIT. — Across-the-board 
production increases at Chrysler 
Corp., Ford Motor Co., American 
Motors and some General Motors 
divisions are scheduled for April. 


Chrysler Corp. is scheduling 
48,988 cars for April, with an esti- 
mated 25,749 of them coming 
from Plymouth. Chrysler built an 
estimated 46,959 cars in March, 
with 22,662 of them produced by 
Plymouth. 

The increase in the April sched- 
ule represents an increase of a full 
week’s work at the Plymouth, 
Hamtramck and Jefferson Ave. 
plants in Detroit, and Newark 
(Del.) and St. Louis assembly 
plants. 

Although down days at some as- 
sembly points will not be complete- 
ly eliminated by the new schedules, 


Schedules Hiked to Keep 
Inventory Near 60 Days 


(Continued from Page 1) 


ant for 60-day inventories at whole- 
sale and retail, The winterlong 
surfeit of new cars caused lenders 
to padlock more than the usual 
number of overloaded dealers, but 
by and large floorplanners are en- 
couraging the high-inventory trend 
endorsed by Detroit. 
* * * 


pReovstaon of the stockpile last 
month reflected partial factory 
concern over their dealers’ inven- 
tory positions. But the manufac- 
turers have made it clear there is 
no chance for a return to 45-day or 
even 30-day supplies as average 
targets. 

Of all producers, Ford Motor Co. 
had kept dealer stocks nearest the 
45-day guideline into March. But 
by the waning days of the month, 
Ford and Lincoln-Mercury supplies 
crept past the 55-day mark as sales 
of standard-size models eased off. 

General Motors’ total inventory 


Brownridge Heads 
AMC in Canada 


TORONTO.—Earl K. Brownridge 
has been elected president of 
American Motors (Canada), Ltd., 
effective April 1. 

Brownridge, who had been ex- 
ecutive vice-president and general 
manager since January, 1960, suc- 
ceeds Roy D. Chapin jr., who was 
elected to the new post of chair- 
man of the board. 

Brownridge, 44, was president of | 
Orenda Engines, Ltd. prior to, 
joining AMC. He has had wide ex- 
perience as an executive of a num-, 
ber of Canadian companies, | 





is currently estimated at about 
66 days, with sharp variations 
for hot and cold models, The 
Chevrolet Corvair Monza, fore- 
runner of the sports-coupe vogue, 
has barely maintained a 10-day 
supply. GM’s new senior com- 
pacts, however, are well above 
15-day levels. 

As of March 20, dealer inven- 
tories remained above 85-day aver- 
ages for Chrysler Corp., American 
Motors and Studebaker-Packard. 

* * 


GFORTS coupes will arrive this 
month from five compacts— 
Falcon (the Futura), Comet (the 
S-22), Tempest (the LeMans), Spe- 
cial (the Skylark) and F-85 (un- 
named). 

Accompanying the GM sportsters 
will be price-leader coupes for 
Tempest, Special and F-85. The lat- 
ter two V-8 compacts have suffered 
hardest from price resistance in 
the absence of two-door models. 

The UAW is expected to chart 
its contract demands on GM at a 
Detroit conference at the end of 
April. Negotiations will get under 
way about July 1, with Big Three 
contracts scheduled to run out 
Aug. 31. 

More than 23,000 cars were pared 
from the domestic inventory last 
month, bringing the total below the 
one-million mark for the first time 
since Jan, 1, 

A string of monthly inventory 
highs was snapped by the March 


decrease. The dealer supply on|ty 


April 1 fell below last year’s com- 
parable total of 1,006,427, which 











— 


cent from 63,526 in 1960 to 53,240 
this year. 
x * 

— compacts were off 17.8 per- 

cent from 476,421 cars a year 
ago to 391,708 this year despite the 
fact that four more compacts are 
on the production scene this year. 

The new compacts — Lancer, 
F-85, Special and Tempest—help- 
ed give the compact group 32.9 
percent of total industry output 
this year. A year ago, without 
them, the group captured 23.7 
percent, 

A breakdown of the four new 
compacts for the first three months 
of this year showed Tempest with 
29,447 assemblies; F-85, 17,721; Spe- 
cial, 17,341, and Lancer, 8,340. 

On a _ percent-of-industry basis, 
the low-price standards took 43.3 
percent of total industry assem- 
blies this year, compared with an 
even 50 percent last year; the com- 
pacts had 32.9 percent this year 
against 23.7 percent a year ago; 
the mediums had 19.3 percent this 
year against 23.1 percent last year, 
and the highest priced group had 
4.5 percent this year, compared 
with 3.2 percent a year ago. 

In the commercial-car field, the 
manufacturers turned out an 
estimated 263,345 trucks during the 
first three months of this year, 
compared with 380,297 during the 
corresponding period of 1960. 


Nearly All Makes Planning 


Output 


they will be substantially reduced 
from the level of the first quarter 
of this year. 

Production of Corvairs at the 
Chevrolet and Fisher Body assem- 
bly plants at Willow Run is being 
increased by more than 20 percent. 

AMC announced its revised 
production schedules for the sec- 
ond quarter will boost Rambler 
production 46 percent above the 
first three months of this year. 

Rambler output currently is run- 
ning at approximately 1,370 cars a 
day. This will be moved up to 1,890 
units a day. 

Ford announced plans to build 
25 percent more cars during the 
second quarter than it produced in 
the first three months of this year. 
Lincoln-Mercury’s daily rate in 
April will be 29 percent above the 
first-quarter rate. 

Studebaker-Packard announced 
plans to maintain car and truck 
production schedules through April. 

* * * 


International Hikes 


Output As Orders Rise 

CHICAGO.—An improvement in 
International truck sales and in- 
creased production in several mod- 
els were indicated by W. C. Schu- 
macher, executive vice-president of 
International Harvester Co., at the 
firm’s annual meeting. 

“During February,” Schumacher 
stated, “the orders received at our 
heavy-duty truck factory at Fort 
Wayne, Ind., comfortably exceeded 
the production rate. We are en- 
couraged by this and by signs of 
increased interest among the large 
fleet buyers. 

“For that reason, we will in- 
crease production of the Fort 
Wayne models by about 18 percent. 
We expect this trend toward in- 
creased heavy-duty sales will con- 
tinue and strengthen during the 
months ahead.” 

Schumacher also reported that 
the company’s new, all-purpose 
Scout was meeting with enthusias- 
tic reception. “Daily production of 
the Scout will shortly be increased 
about 33 percent,” he said. 


Sixth Jeep Derby 
This Week in N.M. 


TRUTH OR CONSEQUENCES, 
N. M.—More than 25 entrants from 
western states are scheduled to 
compete for some $7,000 in prizes 
in the sixth annual] running of the 
“Jeep Derby” here April 6-8. 

The unique three-day classic is 
conducted over a tortuous 20-mile 
washboard course laid out through 
the rock-studded razorback hills 
which adjoin this resort communi- 





The winner is determined on the 
basis of the lowest elapsed time 


survives as the alltime peak for| recorded in three runs over the 


the current month. 


punishing course. 
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House Group Pleased... 


Law on Brake Fluid 
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Advocated by AMA 


(Continued from Page 2) 


prescribe the details of the. Ben- 
nett bill—would not be practicable. 

AMA noted, “The great variety 
of types of cars being produced 
is a further barrier to workable 
standardization in this area.” 

The association pointed out that 
in most of the items of the Ben- 
nett bill (tires, rear view mirrors, 
headlights, brakes), “the need for 
inspection and maintenance is very 
important.” Although AMA does 
what it can, it cannot control the 
purchaser and federal control 
would be equally impossible, it 
said. In fact, it would “retard prog- 
ress in this vital field” of design 
and engineering, AMA added. 

* * & 


HARLES PRISK, Bureau of 

Public Roads, told the Roberts 
Subcommittee that the Commerce 
Department felt that requiring 
safety devices on government cars 
was not necessary, but that the 
department would cooperate if the 
bill was enacted. He said that the 
General Services Administration 
has authority to prescribe stand- 
ards, that it could follow sugges- 
tions of the House Subcommitte, 
but that if GSA did not, then the 
Roberts bill might be in order. 

Paul Johnson, special assistant to 
Secretary Luther H. Hodges, ac- 
companied Prisk. He clarified the 
department’s position by suggesting 
that the Committee on Intergov- 
ernmental] Relations might be used 
to consult with state officials. 

Several members of the sub- 
committee noted that turning ac- 
tion over to a committee was 
often a “fatal act.” 

John Moore, consultant on safety 
and former head of the Cornell re- 
search program, testified after the 
automakers. Moore expressed great 
pleasure with the industry’s will- 
ingness to cooperate with the gov- 
ernment in setting up standards 
for “packaging passengers.” He 
said that it was impossible to dup- 
licate the research efforts of the 
industry and that the government 
should welcome the “consent and 
advice” of the manufacturers. 

ca * ~ 


ey Veen. I, BROWN, president 
of the Insurance Institute for 
Highway Safety, opposed passage 
of the Bennett bill. He particularly 


Houston Sunday Sales Ban 


Questioned by Judge 


HOUSTON.—A Houston judge, 
in delaying a ruling on two appeals 
involving the sale of cars on Sun- 
day, said “there is no doubt” that 
laws banning Sunday sales “were 
passed in violation of the constitu- 
tion.” 

County Court-at-Law Judge Billy 
Ragan ordered attorneys for both 
Sides to submit briefs within two 
weeks. 





Comet Celebrates Birthday— 





objected to any legislation con- 
cerned with governors or horse- 
power ratings. 

Leonard W. Mayo, executive di- 
rector of the Assn, for Aid to Crip- 
pled Children, testified in favor of 
HR 1341, A private citizen from 
Michigan, Edward A. Tenney, ac- 
cused the auto industry of hypoc- 
risy and incapability of “legislating 
for itself laws which promote our 
common safety.” 

* a * 


|= controversy between the 
relative safety of laminated and 
tempered glass also was discussed 
before the subcommittee, The Na- 
tional Auto and Flat Glass Dealers 
Assn, asked that the Bennett bill 
make laminated glass mandatory 
in automobiles. 

James R, Turnbull, representing 
the interests of 500 retail glass 
dealers, also hoped that if HR 1341 
is enacted, the Secretary of Com- 
merce will require the use of 
laminated glass in windows for- 
ward of passengers. 

Turnbull covered in great detail 
the differences between the two 
kinds of glass, He accused the auto 
manufacturers of acting in bad 
faith. Turnbull said that the indus- 
try started changing to tempered 
glass in 1956 and that it became 
universal in 1960. 

“Yet it was not until Feb, 8 
of this year that the Automobile 
Manufacturerg Assn. felt obliged 
to inform the public that the 
change had taken place,” he said. 


Turnbull said that the motive of 
the car makers was “monetary.” 
He continued: “The physical nature 
of tempered glass will enable them, 
in subsequent years, to incorporate 
metal attachments, handles and the 
like by drilling holes in the glass 
prior to tempering. 


“What this glass hardware will 
do to the glass performance ig of 
less concern than the savings in 
assembly labor that it will make 
possible, However, when the glass 
does break it will build up the cost 
of the replacement package to the 
car owner—a minimum of three 
times the present cost and more 
likely five times the cost.” 

* og ok 


— SUPPORT his argument that 
the auto industry was sacrific- 
ing safety to cost factors, Mr. 
Turnbull referred to testimony 
taken in the Federal Trade Com- 
mission’s pending case between 
Libbey-Owens-Ford and General 
Motors. The auto glass trade as- 
sociation also declared, “The auto- 
mobile industry opposition is pow- 
erful and well organized and is not 
above using threats and half- 
truths.” 

Roberts noted that the trade as- 
sociation’s charges were serious 
and he wanted to give the Automo- 
bile Manufacturers Assn. an op- 
portunity to make their position 





First wedge of a 16-foot-long Comet car-cake is cut by Ben D. Mills, Lincoln-Mer- 
cury general manager, at Ford's Lorain (O.) assembly plant as Baker John Boden and 
Plant Manager Edward W. Mehrer look on. The celebration marked the first anni- 


versary of Comet introduction, 


clear. A hearing will be set for the 
middle of April. 

Roberts said that he would 
have a staff member look into 
the FTC testimony on auto glass 
and the reasons manufacturers 
have been using tempered glass 
in areas other than the wind- 
shield. 

AMA has pointed out that, ac- 
cording to the American Standard 
Safety Code for Safety Glazing Ma- 
terials, “both types of safety glass 
are equally suitable, from a safety 
standpoint, for use everywhere in 
the automobile, other than in the 
windshield.” (Laminated glass is 
used in windshields because it per- 
mits visibility in case the glass is 
cracked or broken.) 

AMA noted also that “action to 
impeach the code resulted in a full- 
scale review” in 1959 and that last 
year there was provision made for 
“additional studies to keep the 
code abreast of technological de- 
velopments.” 

Moore returned to testify that 
both laminated and tempered glass 
Was dangerous in accidents, that 
the controversy had been going on 
for a long time, and that the de- 
cision about the kind of auto glass 
for car windows might be settled if 
the Roberts bill were enacted and 
the Secretary of Commerce had au- 
thority to set safety standards. 

* * + 
- PREVIOUS testimony, the 

Public Health Service gave its 
approval to the intent of the bills 
but raised some technical objec- 
tions. 

Dr, Albert C. Chapman, chief of 





Car Lease Called a Sale 


As Dealer Loses Suit 


SPOKANE.—Contending that a 
two-year lease of a car by a Spo- 
kane physician actually consti- 
tuted a sale, the physician’s at- 
torneys secured a 10 to 2 verdict 
in favor of the physician in 
Superior Court here. 

Reigel-Becker (Dodge), W. 1301 
First Ave., sought $1,840 from Dr. 
S, Thatcher Hubbard on the 
ground that he owed them that 
amount as the balance due on a 
two-year lease of the machine. 
The firm had also requested $80 
for repairs to the car. The doctor 
had returned the auto eight 
months after the agreement was 
entered into. 





accident prevention, Public Health 
Service, gave credit to the auto in- 
dustry for its progress in making 
seat-belt attachments available on 
its 1962 models, He continued: 


“However, it seems clear that 
the adoption of seat belts and 
other reasonable safety standards 
by the federal government could 
play an important role in stimu- 
lating public demand for safety 
devices on all vehicles, as well as 
substantially reducing the sever- 
ity of injuries resulting from ac- 
cidentg involving federally-owned 
vehicles.” 

Dr, Chapman noted, however, 
that if the federal government is to 
provide effective leadership it must 
have enough money to buy the ad- 


California Bill Revises 
Auto Sales Financing 


SACRAMENTO, Calif.—A bill to 
revise California’s law on auto sales 
financing has been introduced in 
the State Assembly by Thomas M. 
Rees. 

Rees, who is chairman of the 
Assembly Finance and Insurance 

Committee, said the bill is design- 
ed primarily to curb abuses in 
auto sales uncovered by the com- 
mittee in its investigation over 
the past year. 

“The present law is like a tooth- 
less lion,” Rees said. “It looks im- 
pressive enough to frighten slick 
operators, but there’s just no bite 
to it.” 

Chief among the features of the 
proposal is a provision awarding 
attorney’s fees to a wronged car 
buyer who has to take court action. 

“The biggest drawback to the 
present law is the fact that it sel- 
dom pays a defrauded purchaser 
to sue since it usually happens that 
the amount at issue is overshadow- 
ed by the sheer cost of prosecuting 
the case,” Rees said. 

His bill also bans the use of trust 
deeds on real estate as security 
for an auto sale, Rees character- 
ized the practice as “vicious,” al- 
though he noted that only a few 
auto dealers engage in it. 

“There is no excuse for getting 
a family’s home tied up to a car 
sale,” Rees asserted, “particularly 
when the dealer already has the 
power to both seize the car and 
sue the buyer for the entire 
amount owing on the contract 
when the buyer gets behind in 
his payments. 

“The committee was shocked at 
its hearings to learn of cases where 
people actually lost their homes be- 
cause of the perversity and greed 
of certain dealers.” 

Among other things, the Rees 
bill cracks down on misrepresenta- 
tion of insurance sold with the 
car; requires a dealer to refund 
the downpayment when a deal falls 
through; provides that a buyer be 
shown the actual amount he pays 
for the privilege of buying on time, 
and gives the buyer a fighting 
chance to reclaim his car when it 
is repossessed, 

Rees said his proposal is also de- 
signed to reduce the number of 
documents used in a sale and to 
clarify certain ambiguities in the 
current law. 

“We feel that the great majority 
of auto dealers who are decent and 
ethica] businessmen will not be in- 
convenienced by this bill,” Rees 
said, 

“For many people the purchase 
of a car is the biggest single in- 
vestment they will ever make,” 








Rees said. “It is only right that 
they be given a fair chance to 
learn all the conditions and re- 
sponsibilities to which they are 
obligated when they sign a sales 
contract.” 

Rees said his bill will be amended 
when a decision is reached ag to 
the best means of providing a copy 
of the contract to the buyer. 

“We hope to arrive at a solution 
that is acceptable to all parties, but 
it is crucial that a buyer be given 
a copy of some document showing 
the terms of the arrangement as 
= as the deal is closed,” Rees 
said, 
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ditional equipment. He said the 
present $1,500 statutory cost limi- 
tation for cars ($1,950 for station 
wagons) “makes it virtually impos- 
sible for the federal government to 
install any additional equipment 
that might serve useful safety pur- 
poses or to purchase models incor- 
porating certain safety features 
and their design, notwithstanding 
the basic authority of the GSA to 
amend its procurement standards 
so as to require or permit such 
safety equipment or features.” 

Dr, Chapman urged revising the 
statute on car costs either by ex- 
empting such safety features from 
the ceiling on the purchase price 
of government cars or by appro- 
priate adjustment or removal! of 
the ceiling. 

* * * 


R. CHAPMAN also suggested 

changing the Roberts’ bill to 
allow the industry more than the 
two years and 90 days to meet the 
initial standards, He said that his 
department did not care whether 
action was taken through execu- 
tive initiative or enacting a legis- 
lative mandate, 


Chairman Roberts also put into 
the record a letter from Gen, 
George C, Stewart, executive direc- 
tor of the National Safety Council, 
endorsing the intent of HR 1341 
but taking no stand on the tech- 
nicalities of the bill. A letter from 
Harry D, Sieben, Minnesota safety 
director, strongly urged the sub- 
committee to take action to require 
safety devices on automobiles. 

Rep. Charles E, Bennett, Flor- 
ida Democrat, told the subcom- 
mittee that in the matter of seat 
belts motorists should not be 
given a choice. They should be 
mandatory in the same way that 
meat inspection is required, he 
said. 

Roberts put into the record an 
article from AvTomotive News 
(March 27) on the difference of 
opinion between Shatterproof Glass 
Corp, and Automobile Manufactur- 
ers Assn. in the matter of laminat- 
ed and tempered glass. 


Vancouver Dealers Elect 


VANCOUVER, B. C.—Roger 
Gauthier has been elected president 
of the Automobile Dealers’ Assn. of 
Greater Vancouver. Other officers 
are Doug Holme and Fred Deeley 
jr., vice-presidents, and Alan Eyers, 
William Johnston, Weldy McFar- 
lane, and Don McRae and Clarke 
Simpins, directors, 
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STYLE NO. 1 Rustproof, Adjustable Aluminum 








END CLIP 
SPRING TYPE 


@ Cannot spread 

@ Fits all bumpers 

@ Zinc plated 

®@ Positive grip 

@ H.D, tempered steel springs 
@ No wire ends to snap 

@ Easy to attach 


PRICE only $1.00 EA. (12 or more) $1.25 EA. (1 to 11) 












Style No. 2 
Genuine ALNICO 
Permanent 

MAGNET type 


SHIPPED POSTPAID, IF 
CHECK ACCOMPANIES ORDER, 


jebber and agent inquiries iebiesk  ee 






| SANDEE PRODUCTS CO., 
P. O. Box 455, Derby, Conn. 


Please ship at once 


@ Strongest magnetic plate holder on the 
market @ 20 Ib. test pull @ 100 mph 
wind will not dislodge them @ Over 
90,000 sold @ Simple to use @ No more 
cut or bruised fingers @ Use on all cars 


PRICE only $4.50 per pair 
(12 or more) 


$4.95 per pair 
(1 to 11) 
One pair required for each plate, 
Size: 1%, x 14 x %" 
ORDER TODAY! | 
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Powel Crosley Jr., 


A ’39 Pioneer 
Of Small Cars 


CINCINNATI. — Powel Crosley 
jr., 74, who developed the Crosley, 
one of the first small-small cars in 
the United States, died March 28 
after a heart at- 
tack. 

Mr. Crosley 
owned the Cin- 
cinnati Reds at 
the time of his 
death and was 
formerly head of 
Crosley Corp. 
which made ra- 
dios, television 
sets and appli- 
ances. In 1921 he 
established Radio 
Station WLW in Cincinnati on the 
proceeds of a modest radio manu- 
facturing business and developed 
it into a $16 million concern, Cros- 
ley Broadcasting Corp. 


He had disposed of all his busi- 
ness holdings in recent years, ex- 
cept for the baseball team. 

Mr. Crosley introduced his small 
car in 1939 and by the time produc- 
tion was suspended in 1952, his 
concern had turned out 94,704 cars, 
station wagons and pickups. Best 
year was 1948, when production 
totalled 32,637. 

He disposed of his automotive 
enterprise in 1952 to General Tire 
& Rubber Co. 

Mr. Crosley, who had a flair for 
industrial showmanship, introduced 
his first car at the Indianapolis 
Speedway in 1939. A _ convertible 
with a two-cylinder engine, it was 
priced at $350 and was sold by 
Macy’s department store in New 
York City. 

Mr. Crosley, 6 feet 6 inches tall, 
liked to show skeptics how easily 
he could fit into his tiny car. 

In 1940, Cannon Ball Baker 
drove a Crosley station wagon on 
a 6,000-mile transcontinental run, 
averaging over 51 miles per gal- 
lon. 

The postwar Crosleys switched to 
four-cylinder engines of unique 
construction, the block being fabri- 
cated of hydrogen-brazed steel. 

Mr. Crosley introduced revolu- 





Powel Crosley Jr. 


Borgward Offers 
An Automatic; 


Saxomat for Volvo 


NEW YORK. — Two European 
auto makers have announced that 
they are moving toward automatic 
transmissions, 

Borgward announced that it is 
beginning to offer its Hansamatic 
automatic transmission as an op- 
tion “to increase the sales potential 
for our various models.” 

Volvo said a semiautomatic, 
clutchless transmission would be 
available on its 122-S four-door 
sedan. The models equipped with 
the Saxomatic will have a bench- 
type front seat and will sell for an 
East Coast port of entry price of 
$2,620. The standard 122-S sells for 
$2,495. 

The company said the unit com- 
bines the versatility of a four- 
forward-speed transmission with 
the comfort of clutchless driving. 





Firestone Buys 
Dayco Tire Unit 


AKRON.—Agreement hag been 
reached by Dayco Corp. and Fire- 
stone Tire & Rubber Co. for the 
purchase of the Tire Division of 
Dayco by Firestone, subject to final 
approval by their boards of direc- 
tors. 

The proposed purchase price was 
not disclosed. 

President. Raymond C. Firestone 
said his company will purchase the 
assets of the Dayton Tire Division 
of Dayco at Dayton, O., including 
manufacturing facilities, equipment 
and furnishings, inventory and the 
Dayton brand names. 

None of the technical service 
agreements of Dayco or its prede- 
cessor, Dayton Rubber Co., with 
foreign tire companies is included 
in the proposed sale. 


Obituaries 
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tionary methods of new-car trans- 
portation in 1947 with nine-car 
truck haulaways and “upper-berth” 
railroad cars. 

In 1948, Crosley was ranked as 
the world’s largest producer of 
station wagons and also became 
the first auto company to make 
bonded brakes standard equipment 
on all its vehicles, 


In 1949, the Crosley cast-iron- 
block engine with overhead cam- 
shaft was introduced. In 1950, an 
optional version, using 10-to-1 
compression ratio and water- 
alcohol injection, was offered. 


The cast-iron Crosley engine is 
still considered one of the hottest, 
small-displacement engines ever 
developed in the U. S. With various 
modifications, it survived the de- 
mise of the Crosley auto, appearing 
later as an outboard marine engine 
in one of its versions. 

It is currently used as the power 
plant of a small utility vehicle built 
in California. 

Another Crosley innovation was 
the FarmOroad, a combination 
farm and road vehicle with agri- 
cultural attachments, hydraulic lift 
and power take-off. Introduced in 
the summer of 1950, it had only 
limited success. 

* * * 


James F.. Seabright 
SAN DIEGO.—James F. Seabright, a re- 
tired dealer who formerly owned dealer- 
ships in Visalia and Martinez, Calif., died 
here at the age of 83, 
% * * 


Samuel L. DeMars 
INDIANAPOLIS. — Samuel L, DeMars, 
62, former general sales manager for Fred 
Williams Lincoln-Mercury, died March 14 
at his home here. 
* * * 


Richard T. Delaney 
DORCHESTER, Mass.—Richard T, De- 
laney, 59, associated for 23 years with his 
brother, David, in Columbia Pontiac Co., 
died March 23. 
* * + 


Albert M. Musgrove 
BALTIMORE.—Albert M, Musgrove, 78, 
former sales manager, Park Circle Motor 
Co, (Chevrolet-Renault), died here. 
ea * * 


Marion A. Hahn 
ALLIANCE, O.—Marion A. Hahn, 61, 
a Ford dealer in Homeworth, O., died here 


March 21, 
* * 


S. W. Colvin 
DRUMRIGHT, Okla.—S, W. Colvin, 78, 
a former auto dealer, died here March 19. 
* * * 


Elmer S. Heath 

LIVONIA, N, Y.—Elmer 8S. Heath, 72, 
an auto dealer here for nearly half a 
century, died March 19 in Plant City, Fla. 
He operated a Ford dealership for 20 years 
and then transferred to Dodge, holding the 
latter franchise 29 years. 

* * ¥ 


Ralph Rippeth 
SANTA BARBARA.—Ralph Rippeth, 71, 
a retired auto dealer and distributor in 
Colorado, died March 20, He had resided 
here several years. 
* * * 


Worl W. Thompson 
CALDWELL, O.—Worl W. Thompson, a 
Dodge dealer 40 years, died March 19. He 
was 63, Mr. Thompson was a former Cald- 
well mayor and councilman, and served in 
the State Legislature from 1939 to 1942. 
* * * 


Alcium V. Brownback 
JEFFERSON CITY, Mo.—Alcium V. 
Brownback, 73, a retired auto dealer, died 
March 20 in Conway, Ark, Mr. Brownback 
suffered a heart attack in Conway while 





Kentucky Dealers 
To Test State’s 
Ad-Valorem Law 


LOUISVILLE.—The directors of 
the Kentucky Automobile Dealers 
Assn. have authorized General 
Counsel George M. Catlett to file 
a “declaratory judgment suit” to 
test the legality of the state’s new 
ad-valorem tax procedure as it re- 
lates to motor vehicles, 

The association has set up the 
following procedure to secure 
funds to finance the case: 

1. Directors will be responsible 
for securing funds in their areas or 
districts. 

2. Banks, finance companies and 
other automotive trade firms will 
be invited to cooperate financially. 

3. Contributions should be made 
by checks payable to the “KADA 


Legal Fund.” 


Dealers may obtain additional] in- 
formation about the program from 
their state directors or from KADA 
headquarters, 709 Republic Build- 


ing, Louisville 2, Ky. 





he and his wife were returning to Jefferson | March 24. 


City from Hot Springs, Ark, 
* * 7 


Euel L, Hadaway 
ATLANTA.—Euel L, Hadaway, 57, an 
owner of H. H. 2s va died March 22, 

George A, Munger 
BUFFALO.—George A. Munger, 69, re- 
tired purchasing manager of the Ford 


He had been with Ford. 37 
years upon his retirement, 
* * * 
Cyril C. Smith 
MILWAUKEE.—Cyril C, Smith, 62, a 


former auto dealer here, died March 24. 
- * + 


Walter A, Mortensen 


DETROIT.—Walter A. Mortensen, 76, 





died March 24 in West Paim 

Beach, Fla., where he had lived since re- 

tirement in 1944. The firm was a Stude- 

baker outlet in Cleveland and switched to 

Hudson-Essex when it moved to Detroit 

in 1924, It later took on Kaiser-Frazer. 
* * * 


Frederick J. DeTamble 
WINSTON-SALEM, N. C.—Frederick J. 
DeTamble, former Ford dealer here, died 


Co. here, 


Motor Co. assembly plant in Buffalo, died| former president of Aaron DeRoy Motor} March 22 at the age of 74. 


HELP WANTED 
FINANCE 


If your present job offers you 
limited opportunity, we will 
talk to you about a career 
in a progressive and fast 
growing business. Automo- 
bile finance industry has 
openings for men with past 
experience in automobile sales 
finance field. These positions 
will entail immediate manage- 
ment responsibility. Salaries 
open dependent on past ex- 
perience. Finest employe bene- 
fits including profit sharing, 
medical hospitalization and 
life insurance. Those selected 
will have an outstanding fu- 
ture. 


Please address all replies: Box 
2345, c/o Automotive News, 
Detroit 7. 


PARTS MANAGER—for South Jersey 
Chevrolet agency. Wonderful opportunity 
to grow with a very progressive organ- 
ization. Apply Box 2385, c/o Automotive 
News, Detroit 7. 


SERVICE MANAGER — for South Jersey 
Chevrolet agency. Wonderful opportunity 
to grow with a very progressive organ- 
ization. Apply Box 2387, c/o Automotive 
News, Detroit 7. 





GENERAL 
MANAGER 


“Buy-in” from bonus in future or would 
consider immediate cash purchase up to 
49%. Volume Midwest deal, ‘‘Big 2." Lib- 
eral fringe benefits, excellent salary and 
bonus, liberal insurance program for family 
protection. Complete operating authority— 
owner will be inactive—excellent facilities. 
Background must meet factory approval. 
Suitable contract agreement. Supply full de- 
tails in confidence to Box 2384, c/o Auto- 
motive News, Detroit 7. 


REE RAIN NSTC ERE AS ST ER LS TSE ELA ELI 


AUTO LEASING MANAGER: Progressive 
leasing company in Miami seeking ex- 
perienced, aggressive leasing manager. 
Must have proven record of successful 
management with other auto leasing com- 
panies. If your present situation offers 
no further opportunities, reply in your 
own handwriting to Box 2368, c/o Au- 
tomotive News, Detroit 7, Mich., stating 
age, experience, salary and availability 
for work. If you have a successful rec- 
ord with a profitable leasing operation, 
this opportunity is for you. 








AUTOMOBILE 
SALES MANAGER 


Dealer seeking man with GM sales ex- 
perience who has know-how to find, train 
and supervise salesmen, and through them, 
retail new and used cars at a profit. Must 
be good closer and capable of merchan- 
dising 1,000 or more cars per year. He 
will be well remunerated for successfully 
performing these duties. 


Please send a complete resume of experi- 
ence and a recent small photograph to 
Box 2383, c/o Automotive News, Detroit 7. 








HELP WANTED 


SALES MANAGER, 300 car suburban Ford 
dealership in 150,000 population area 
Eastern Pennsylvania. Established over 
30 years, modern facilities. Complete re- 
sponsibility vehicle sales department. 
Salary and percentage of net profit. Box 
2392, c/o Automotive News, Detroit 7. 












































































GENERAL MANAGER AVAILABLE 
Prefer Ford or General Motors dealer- 


ship, 13 years’ automobile experience, 
sales, general manager, and eight years’ 
as dealer-owner of multiple point Ford 
operation in upper Midwest, Mature fam- 
ily man, available immediately, Willing 
to relocate. Salary plus percentage with 
or without option to purchase. Excellent 


references. Answers confidential. Write 
Box 2334, c/o Automotive News, De- 
troit 7. 

MANUFACTURERS’ AGENT—Automotive 


lines. 
c/o 


products, tools—needs additional 
Rocky Mountain states. Box 2336, 
Automotive News, Detroit 7. 


GENERAL MANAGER or general sales 
manager available April 1, 1961. Fifteen 
years’ of sales and management experi- 
ence, age 35, married. Desire permanent 
connection with dealer who needs some- 
one he can entrust responsibility to, who 
will get the job done. Complete résumé of 
past experience upon request. Reply in 
confidence to Box 2364, c/o Automotive 
News, Detroit 7. 


GENERAL MANAGER for dealer who 
wants complete supervision starting with 
factory relations, business management, 
new and used car sales, parts and serv- 
ice, used car reconditioning, factory 
claims and advertising. Will operate on 
a profit sharing or buy-out over a ten 
year time option. Box 2373, c/o Automo- 
tive News, Detroit 7. 


GENERAL MANAGER — SALES MAN- 
AGER, capable of taking complete 
charge. ‘‘Big Three’’ experience, Box 
2374, c/o Automotive News, Detroit 7. 


AUTOMOTIVE TEST ENGINEER (BSME) 
in mid 20’s, currently employed by one 
of ‘‘Big Three’’ desires sales and/or 
service administrative position with large 
East Coast commercial vehicle or car 
outlet. Write Box 2360, c/o Automotive 
News, Detroit 7 for complete résumé, 


GENERAL MANAGER or general sales 
manager, young, aggressive family man 
seeks association with dealer who wants 
to increase volume and profit. Proven 
ability with GM, Ford and import line, 
six years’ experience with one of na- 
tion’s largest volume dealers. Capable 
of handling all facets of sales manage- 
ment such as, promotional ideas, train- 
ing, used-car merchandising and _ strict 
expense control. Complete résumé and 
recent photo upon request. Prefer South- 
west or Florida. Reply Box 2388, c/o 
Automotive News, Detroit 7. 


BUSINESS MANAGER-ACCOUNTANT — 
Nova Scotian wishes to relocate, Thor- 
oughly experienced in automotive ac- 
counting, some general management ex- 
perience. Excellent references. Box 2386, 
c/o Automotive News, Detroit 7. 


CONTROLLER, accountant-business man- 
ager with general sales management ex- 
perience. Experience with volume opera- 
tions and factory, doing business man- 
agement audits. Box 2389, c/o Automo- 
tive News, Detroit 7. 


PRODUCT DEVELOPMENT AND PRO- 
MOTION: 15 years’ Chrysler Corporation 
sales, parts and service divisions, desires 
position with national automotive or al- 
lied concern on home office status to de- 
velop, program and promote the product 
for field use. Will travel with field per- 
sonnel to prove program and close ac- 
counts or open points. Prefer Detroit 
area but will relocate. Box 2390, c/o 
Automotive News, Detroit 7. 


WANT TO RETIRE? Do vou want some- 
one who will run your business as you 
want it run? I started at the bottom 
and know every phase of a dealership. 
Not high pressure but honest, hard 
working and sincere, good closer and 
personnel man. Sixteen years’ experi- 
ence, two years college, married, two 
children. Have owned both independent 
and L-M dealerships. Call Anderson, In- 
diana 643-8715, G. D. Giddens. 


MANAGER AVAILABLE—Money maker. 
Good used car A to Z specialist, well 
experienced all phases cars and trucks— 
sales, finance, advertising, buying. Cap- 
able full control large used operation— 
location no problem. Clean living, mid- 
dle-aged man, good overall condition, re- 
liable, thrifty, fair, worth having. Inter- 
view on request. Frank McKeon, Box 
2397, c/o Automotive News, Detroit 7. 








POSITION* WANTED 


EXPERIENCED AUTOMOBILE AC- 
COUNTANT and office manager avail- 
able to assist dealerships in their offices. 
Hight years’ experience with leading 
dealerships—will set up office procedures 
that will curtail certain operating costs, 
will train new personnel and will act 
as office manager until new person is 
available. Will issue financial statements, 
set up D.O.C, sheet reports, analyze fi- 
nancial statements, etc. This is a service 
and can be arranged to your satisfaction. 
Can furnish references regarding char- 
acter and working capabilities, Will 
travel. Box 2393, c/o Automotive News, 
Detroit 7. 


GENERAL SALES MANAGER wishes to 
locate in Southwest. Prefer General Mo- 
tors dealership of 250 cars, College grad- 
uate in Business Administration, 34 
years old, married. Ten years’ automo- 
bile experience, good production record. 
Résumé furnished on request. Box 2394, 
c/o Automotive News, Detroit 7. 


SALES MANAGER Aggressive young 
man, excellent record, seeks permanent 
association with a reputable dealership. 
Stability and character of the highest 
standard. College graduate and family 
man, willing to relocate, Correspond in 
strict confidence to Box 2395, c/o Auto- 
motive News, Detroit 7. 


NEW OR USED CAR MANAGER—31 
years old, married, eight years’ experi- 
ence, enthusiastic, excellent closer, prof- 
it minded. Will relocate, Box 2396, c/o 
Automotive News, Detroit 7, 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING BUICK AND 
RAMBLER in progressive Southwest 
Colorado area, population 20,000. Close 
to Mesa Verde National Park, good tour- 
ist town, mining, hunting and fishing. 
125 new cars and up. Present location 
available on reasonable lease basis, 
parts, service, body shop and used-car 
lot in same location. No used cars or ac- 
counts receivable to purchase. $20,000 
will handle. With additional finance, 
Pontiac, Cadillac, GMC trucks could be 
dualled in same location. Write, phone 
or wire Clive Peterson Real Estate, 121 
E. 10th, Durango, Colorado. 


DEALERSHIP FOR SALE handling Chrys- 
ler, Plymouth, Valiant, upper Midwest. 
Good territory, 150 car potential, good 
building and used car lot, parts $10,000 
plus tools and fixtures. Will lease build- 
ings. Box 2398, c/o Automotive News, 
Detroit 7. 

VERY EXCELLENT DEAL handling GM 
in major New England market—will sell 
part or whole. Box 2399, c/o Automotive 
News, Detroit 7. 





ARIZONA DEALERSHIP 
HANDLING FORD 
NOW AVAILABLE 


Located in small Arizona town that faces big 
growth with three plants now being built in 
vicinity. Wide trade area and general apathy 
of neighboring dealers means substantial sales 
and profits for an aggressive new and used 
car display on main street. Competent per- 
sonnel. Present dealer is running three busi- 
nesses in another town and would like to sell 
the aforementioned dealership. Box 2358, c/o 
Automotive News, Detroit 7. 


| 


IT ea TASS A ei in i a ali ti 


AGENCY HANDLING RAMBLER for 
sale. Retiring from business after 25 
years, 150 to 200 or more cars per year 
potential. Terms to the right party with 
proper guarantee, Located in the heart 
of the San Joaquin Valley, Calif. Box 
2400, c/o Automotive News, Detroit 7. 


BE A FORD DEALER! For sale or lease 
—a beautiful, modern, white brick auto- 
mobile building, Weaver twin post lift, 
Ford signs already installed, front end 
machine, used car lot. Lease only $295.00 
per month, nothing to buy, Factory ap- 
Pproval necessary, New lake area, farm- 
ing and cattle area, West Central Texas 
town. Twelve room home available for 
sale or lease—home lease $85.00 per 
month. Write: Dr. D. F, Fangman, 
10427 Comwell, Dallas, Texas. 


DEALERSHIP HANDLING CHEVROLET, 
upper Midwest county seat and college 
town, selling reason ill health. Low capi- 
tal investment, can lease buildings. Box 
2379, c/o Automotive News, Detroit 7. 


AN EXCELLENT OPPORTUNITY—One of 
the finest profit making GM duals in the 
country. Need two men with $13,500 a 
piece. I will loan the rest. Reply to Box 
2376, c/o Automotive News, Detroit 7. 
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BUSINESS OPPORTUNITIES 


DEALERSHIP HANDLING RAMBLER in|EXCEPTIONAL OPPORTUNITY—Reliable 


Northcentral Tennessee, town of 25,000, 
trade area 75,000. Business established 
13 years, service absorption over 100 
percent, six miles from Army fort with 
five million per month payroll. Largest 
dark tobacco market in the world, sev- 
eral industrial plants and one of the 
best agricultural areas in the South. 
100 to 150 new car potential and a 


money-maker. Reason for selling, have 
other business interest. Box 2381, c/o 
Autémotive News, Detroit 7. 


HANDLING LARK, MERCEDES-BENZ in 
town of 6,000, county 28,000. Route 6, 
ninety miles from New York City, estab- 
lished 42 years, same owner, same fran- 
chise. Best location in town, good facili- 
ties, showroom area 1,300 ft., service 
building area 23,000 ft. Farming, in- 
dustrial community ten miles from the 
Pocono’s. Paul Matter, 1040 Main S&t., 
Honesdale, Pa. 





FOR SALE IN MAINE—Popular car fran- 
chise, 125 car potential. Well equipped 
garage, well stocked parts department, 
buildings in good condition. Inventory 
and real estate $60,000. Box 2380, c/o 
Automotive News, Detroit 7. 


DEALERSHIP HANDLING DODGE-Dart- 
Lancer-trucks and Triumph, metropolitan 
Boston, established 25 years, Excellent 
location and facilities, can be purchased 
reasonably, Will sell or lease building 
and lot. Terms can be arranged. Illness 
reason for sale. Write Box 2377, c/o 
Automotive News, Detroit 7. 

DEALERSHIP AVAILABLE — Central 

Pennsylvania—Handling Plymouth, Val- 

iant. Two buildings—sell or lease one or 

both, Box 2340, c/o Automotive News, 

Detroit 7. 


DEALERSHIPS WANTED 


EXPERIENCED SALES SERVICE TEAM 
would buy-in or buy-out smaller GM 
suburban or rural dealership. Former 
dealer. Box 2382, c/o Automotive News, 
Detroit 7. 


sittin etnalataansiniirieteenimneinasitintiiaeinsccinamsestiiiaiees 

FORD-CHEVROLET-GM DUAL, Califor- 
nia, Oregon, non-union sales. Prefer town 
30,000-100,000 population, Cash deal. 
Factory approval assured. Write Box 
2366, c/o Automotive News, Detroit 7. 


DEALER SERVICES 





1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘61 edition 
today for only $10—three year subscription $18 
{including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 





RE LR ATENEO REE SEERA EERSTE, 
TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accesseries and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 


ATTENTION DEALERS! Former Ford 
dealer has two questions! Are you satis- 
fied with your net profits? Do you feel 
your potential has been fully developed? 
If your answer is no, you need my sys- 
tem of management for guaranteed re- 
sults. For information write Box 2367, 
c/o Automotive News, Detroit 7. 


——— nee EE EE TEENIE RIE IERIEEEEEEEEEEEREEnRnEEE 


SPECIAL NOTICE 
TO AUTOMOBILE SALESMEN 


If you really want to increase your sales and 
make more in commissions, then write today 
for this valuable info. We will send you all the 
answers to the ten most important ways that 
you can be the top salesman in your dealer- 
ship. 

Write to: SALES-INFO, P. O. Box 838, Pom- 
ona, California with $1.00 and your name, ad- 
dress and dealership. 








$500 Paid For 5 Best Ads! 


Dealer clients happily paid an average of 
$100 each for these hard- hitting, solid-sell- 
ing new car ads. They really sold cars, 
will probably work for you, too. Easily 
adapted, everything you need. 
YOU GET THE SAME FOR $5 

All five ads for $5. Satisfaction guaranteed. 
Tarrant Adv. Agency, 25! Whalley Ave., 
New Haven, Conn. (No Conn. dealers.) 





DISTRIBUTORS WANTED 


FOREIGN CAR PARTS (WHOLESALE)— 
We have openings for exclusive area 
stocking distributors to the foreign car 
trade. Enquiries and upplications to: 
Britannic and European Auto Products, 
Inc., 1555 Saint Nicholas Ave., New 
York 33, N. Y. 





Distributors Wanted 


to handle the world famed METZELER GER- 
MAN QUALITY TIRE LINE. Complete range 
European touring, sport, economy, mini and 
racing car tires. Write us on your stationery. 
tee eee. 


Visit us at stand No. 214, 
Show. Columbia Motor Corp 419 E 
New York 29, N. Y. 








man to service wholesale cigar accounts. 
Sensational new way of merchandising 
old, reliable, nationally-advertised prod- 
uct (1959 cigar sales exceeded $600,000,- 
000). You determine how much time you 
devote and how large you want to grow. 
Must have a car, $1,500 to $2,000 cash, 
and be your own manager, Write B.L.D. 
Distributing Company today, 1955 Uni- 
versity Ave., St. Paul 4, Minnesota. 


LONG ESTABLISHED IMPORTED CAR 


and parts business in upper New York 
state. Selling parts to dealers and dis- 
tributors, Wonderful opportunity for ag- 
gressive man with automotive parts ex- 
perience, $20,000 cash needed. Selling 
reason—ill health, Write for particulars, 
cam - c/o Automotive News, De- 
ro . 


AUTO AUCTION AVAILABLE—Auto auc- 


tion, buildings and land near Montreal, 
Quebec, Canada. All new in 1958. Auc- 
tion crew available, excellent volume and 
potential. This is the only auto auction 


in the Province of Quebec, Must sell due 
to illness. 
Glen Ave., 


Armand A. Patenaude, 416 


Berlin, New Hampshire. 





CAR STOLEN—1961 Continental 4-door, 


color turquoise mist, serial No. 1Y82H- 
405734, license No. Ind, CZ-981. In pos- 
session of man known as Thomas Joseph 
Bordelon, last known address 7314 Taft, 
Merrillville, Indiana, Call collect: Calu- 
met Motors, Lincoln-Mercury, Hammond, 
Indiana. WEstmore 2-2500. 


CARS FOR SALE 


IMPORTANT NOTICE 


they should 
check the seller as to what, if any, 
excise faxes and duties have not 
been paid on the vehicles. 


LARGE STOCK 


1957 to 1960 
Ford - Dodge - Plymouth - 
Checker - Rambler 
ALL GOOD CONDITION 
CLEAN BODIES 
Write or Call 
WURTZEL BROTHERS, INC. 
Flatbush Ave., Corner Ave. U 


BROOKLYN 34, N. Y. 
Cloverdale 8-6000 





Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 


61 Volkswagens 
Fully Americanized 


s 
IN STOCK 
Immediate Delivery 


* 
Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 


N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 





CARS FOR SALE 


sharp 
user 
cars! 


HERTZ 


has ’em! 


1959 and ’60 models are 
now available at Hertz 
offices across the coun- 
try. All cars in top 
shape, clean and sharp! 


Chevys, Fords, Plym- 
ouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hard- 
tops, wagons and con- 
verts — you name it, 
we've got it! 


Good colors— power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes —the works! 


CALL 
THE HERTZ 
MANAGER 
IN YOUR CITY TODAY 


or write: Mr. I. E. Spatig 
The Hertz Corporation 
660 Madison Ave., N.Y. 21, N.Y. 


WILL WHOLESALE 
700 1960 & 1961 MODELS 


Rambler Americans—All Type Compacts 
Fords—Chevrolets—T-Birds—Buicks 
Pontiacs—Cadillacs 
SEDANS—HARDTOPS—CONVERTIBLES 


Low mileage—Clean cars 


Delivery Arranged 
MORSE NATIONAL 
CAR RENTALS 


Miami International Airport 
Miami, Florida 
Phone: NE 3-8655 


CARS WANTED 





WANTED—Late model wrecxs and police 


cars. Ed Matt, 55 Madison Ave., Pater- 
son, N. J. Sherwood 2-4488. 


DISTRIBUTORSHIPS AVAILABLE 








BMW ‘‘300’’ 


TRUCK DISTRIBUTOR FRANCHISE — 


Gas—White—Autocar Diesel, located in 
heavily industrialized Eastern city over 
3,000,000 population, Have franchise en- 
tire city. Sales—service—parts-volume of 
sales over $1,500,000 per year. Profitable 
operation. Box 2355, c/o Automotive 
News, Detroit 7. 


PARTS FOR SALE 


and ‘‘600’’ parts, book retail 
value—$3,189; NSU Prinz parts, book 
retail value—$676. Sell for 20% of re- 
tail in complete groups only, Buy both 
groups at 15% f.o.b. Oklahoma City. 
Send 25c coin or stamps for complete 
list, C. S. Trosper, 1501 N, Broadway, 
Oklahoma City, Oklahoma. 


PARTS FOR SALE 


LLOYD PARTS for all models. Complete 


stock. Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., 
Lauderdale, Florida. JA 2-7491. 


LLOYD PARTS—complete stock, Prompt 


shipment, Greene County Motors, Cats- 


kill, New York, Phone: 2000. 


BMW PARTS and ACCESS. FOR Isetta 


**300,’’ ‘*600,’’ ‘‘700.’’ Contact nearest 
distributor or National Parts Center, 
Ludwig Motor Corp., 421 E, 91st St., 


New York 28, TRafalgar 6-7010. (Sole 
U. 8S, Importer for BMW cars & parts 
Frontek Corp, formerly BMW-Fadex 
Corp., 230 Park Ave., New York 17, 
Murray Hill 9-2710). 


PARTS WANTED 





WANTED 


REPAIRABLE or REJECTED BUMPERS, 
GRILLES and OTHER BRIGHT WORK. 


From 1954 and up. Any quantity. 


LOU'S AUTO & 
BUMPER EXCHANGE 


Chicago, Ill. 








will 
down) 


ATTENTION 
BUICK DEALERS! 


-— full lot of obsolete parts (1950 
ave your parts man contact me. 


Sidney Aberman, 1210 Beechwood Bivd., 
Pittsburgh, Pa. 





AUCTION SCHOOLS 


LEARN AUCTIONEERING. Nationally 


recognized diploma. Free catalog! Mis- 
souri Auction School, Box 8466-P3, Kan- 
sas City 14, Missouri, 


MAILING LISTS 


DEALERS MAILING LIST—Ford, Chevro- 


let, Plymouth, Dodge, Chrysler, Oldsmo- 
bile, Pontiac, Buick, Mercury, Stude- 
baker, etc, Complete national list. April, 
1961 ’checked. On addressed labels, 35M, 
$15 per M, Box 2391, c/o Automotive 
News, Detroit 7. 


ANTIQUE, CLASSIO CARS FOR SALE 
FOR SALE — 1925 BUICK touring car. 


John Wooding, Yalesville, Conn. 
MISCELLANEOUS 


CONVERTIBLE TOPS—$21.25. Jeep tops, 


$72.20. Headlinings, $12.50. Free catalog. 
BIG BUCK, 12 Elliott, Beverly, Mass. 


NOW AVAILABLE! BERLUTI GEE 
HOOK-ALL CON-VER-TOW 3-in-1 
ADAPTOR COUPLER—CONVERTS 
Any TOW BAR to Fit ALL Ball 
Hitches—OPTIONAL EQUIP., 
BRAKE & GUIDE CABLES, 20 
Universal License 35 Hairpin 

Plate Holders Cotter ae 


Protecto Covers —. Made) . 
SAFETY CHAINS, set 


STEEL (Tow Bar) CARRYING "Only 


CASE with Wheels & Handles $11. y 
BROWNIE CARRY-ALL 

BAG Mounted ON with Bar 
Rubber-Tired WHEELS Purchase 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 38888 wNitees BA 1-8717 
Call Collect 13 iiv.co eaters 


40 So. Clinton St., Chicago 6, Iil. 





SEE PAGE 51 
for the nation's 
TOP AUTO AUCTIONS 
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MISCELLANEOUS 


ED 


“or! WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


® 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


a 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
@ 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 


Dealers’ 25% Discount .......... 17.45 
Seed dies tang $52.35 
Adapter Clamps Fed. Tax. Inc. 
THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory ................ $59.80 
Dealers’ 25% Discount ..................0008 14.95 
Dealers’ Net with 4 $44 

Standard plus 2 Large 85 
Adapter Clamps Fed. Tax. Inc. 


“ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.0.B. Factory ................ $51.00 
Dealers’ 25% Discount .................s0006 12.7: 

er Tae $38.25 
Adapter Clamps Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


“Leaders in the Indus 
since 1939" - 





New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 
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Jobber [1] Insurance [] Financial [J Supplier [J | 

Make of Car...... cs AR wee eH ae Jaboeccnessehagessen Miwhb sights cus oses 









INTERNATIONAL TRUCKS: 


who else gives you 
so much to sell? 





From the new 9-passenger TRAVELALL...To new work-hungry pickups... To the versatile new SCOUT! 


Who but INTERNATIONAL builds so broad a range of 
trucks for standard uses—as well as so many specialized 
models for specialized markets? Take the new Scout, for 
example, among the three new profit-makers shown here. 
It’s another example of how INTERNATIONAL opens up 
opportunities for dealers-—-backing dealers with products 
that enable them to expand their market. In today’s 


INTERNATIONAL TRUCKS 


highly specialized truck market, you need all types of 
trucks to sell. And INTERNATIONAL is the one company 
that builds all models for all markets! For detailed fran- 
chise information, fill out the coupon below and mail 
to: Divisional Sales Manager, Motor Truck Division, 
International Harvester Company, 180 North Michigan 
Avenue, Chicago 1, Illinois. 

“BEST DEAL IN _ 
THE TRUCK BUSINESS...” 





® 


Gentlemen: 


Please send me information about the INTERNATIONAL truck franchises that might be available in my area: 


a gis Be | Shia Address 
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